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PLUG-IN REELITE 


EXTENSION CORD REEL WITH HANDLAMP 
(No Elaborate Wiring Needed) 


ile wall ‘Bracket . full 
action gives unlimited use 
fall mounting. Simply pull 
remove REELITE for ceil- 
punt... no need to remove 
wail bracket! 


wil hout 


i plug in! 


The new, modern design APPLETON 7P SERIES REELITE with 
handlamp has the quality features you associate only with APPLETON! 
Universal mounting bracket . . . beautiful baked hammertone enamel 
finish . . . hand lamp with shock-proof rubber handle, push-through 
switch, and snap-open guard: takes 100 watt lamp. The model illustrated 
(7P2), comes with 28 ft. of 18 gauge 2-conductor neoprene cord. 

Also available with 25 ft. of 18 gauge, 3-conductor neoprene cord; 

the extra conductor serving only as a ground. 


For ceiling installation, the Positive stop action holds Kink-proof neoprene cord 


APPLETON 7P SERIES REELITE 
has full swivel action to 

give you light wherever 

you need it! 


Also Manufacturers 

of many other Reelites 
for Electrical Conductors, 
Air Hose, Liquid Hose 
and Weight Balancers. 


In all ways, you can’t buy better quality than APPLETON ... 


cord at desired length, 
yet a flick of the wrist 
causes the cord to coil 
neatly and quickly into 
the reel when the job 
is done! 


AY 


on the new APPLETON 
7P SERIES REELITE! 
Gives me positive 
protection against oll, 
grease, and other 
corrosive elements. 


the Standard for Better Wiring® 





xclusive SPLIT SECOND TIMING 
ays-Off in COMPLETE PROTECTION 


ECON-ALLOY 
makes the 
difference! 


Exclusive Econ-Alloy 

thermal element gives this 

fuse a unique sense of 

“timing.” When current 

overload is continued beyond 

the safe, pre-determined 

time, Econ-Alloy breaks the circuit 
by changing directly from 

solid to liquid. The usual plastic ; 
stage is eliminated, insuring ‘\ end needless fuse blows caused 
faster, more accurate by temporary or harmless overloads 
protection against . 
overloads. 


cut fuse costs 


eliminate unscheduled down time 
due to needless fuse failure 


ws instantaneous short circuit protection 


a . 


This fuse knows exactly when to blow. The exclusive Econ-A 

ment provides you with “timed” protection against overloads 

This fuse also provides instantaneous breaking action on shorts 

Dual-Element Fuses have been specifically designed and engins 

in motor, branch and feeder circuits. They are time and money 

you have frequent surges of power or temporary overloads suc 

high starting torque motor circuits. They often allow you to by-pas: 

tion of expensive circuit breaker equipment 

Dual-Element Fuses are available in sizes from 2” up to 13%”; 0 to 600 amps; 
for 250 and 600 volts—and in both knife blade and ferrule tynes. Listed by 


Jnderwriters’ Laboratorie 
DUAL-ELEMENT ~" 
cartridge fuses ®ve 0 


ELECTRICAL WHOLEsS 


ads like this 


Ww Econ 
f om 
FOM you, pay-off in complete tr. a — 


© sure you can meet the phon Protection 


single <n YOU Stock and don't mat 2" = ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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memo 
TO OUR DISTRIBUTORS 


"you've got to SEE ‘em to sell tem." Over @ period of many 
years, we've developed 4 tremendous respect for that remedy 
for sluggish sales. It's particularly effective immediately 
following 4 stretch of lush years when things were bought 


nQrsttases eee terse 
nf Sin Cte a YG eg s uF 
or pth SEE 


-- not sold. 


~ 


- 


We at Square pD not only prescribe this "SEE ‘em to Sell ‘'em" 
formula -- We take the stuff ourselves, and in large doses. 


hj 
ig 


For example -~ 

We have just launched @ big, new PRODUCT CARAVAN which will 
be touring the entire country during the next two years. 
Through this caravan, consisting of two large product Liners 
and @ hospitality yan, Square Dis pringing its broad line 
of electrical distribution and control equipment direct to 
its many markets.- 

Here iS 4 real opportunity for you, as # Square D distributor, 
to increase your local exposure by coordinating with this 
PRODUCT CARAVAN when it hits your area. Check with your 
Square Dp Field Engineer for the complete details. 


sincerely, 


w. J- Moriarty 
WJM:map Distributor Relations Specialist 
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Wholesaling 


The curse of the 
electrical supplies 
salesman | 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


for 
-Up to the minute 
net prices 
- Illustrations 
- Comparative catalog 
numbers 
. Descriptions 


Zones where applicable 
eee 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
fo suit your preference and 

without extra cost . 
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Credits and Collections 


The “mystery of the missing sea- 
son” mentioned in last month’s C&C 
seems to have been solved 

Casual observation by EW’s travel- 
ing editors indicates that, though 
Spring was “a little late this year,” it’s 
now “bustin’ out all over.” (Apologies 
to Rodgers and Hammerstein.) 

Guess Mother Nature was just 
holding back a bit so we'd look for- 
ward to and appreciate the cheerful 


season. 


Speaking of looking forward, that’s 
what we found distributors and their 
salesmen are doing in the face of the 
current recession 

EW’s end-of-March mail, telephone 
and news bureau poll of wholesalers 
and salesmen in key trading areas has 
uncovered some surprising—and _ in- 
spiring—facts on how our industry is 
attacking the downturn. 

In the resultant 12-page, special 
roundup report—beginning on page 
38—you'll find no head-in-the-sand 
dreaming; but you will find plenty of 
fight-back reaction full of practical 
ideas that spring from facing the hard 
facts. 

Whether you agree or disagree with 
the counter-steps you'll read about, 
they'll suggest constructive measures 
you—as an individual and a member 
of the electrical wholesaling industry 

can take to brighten your own busi- 
ness picture 


Looking for a magic formula that 
can make your day to day sales efforts 
a sure success? 

We'd be kidding if we said we had 
it—but you will find something darn 
close to it on page 50 

One of our editors spent a couple 
of days with salesman Dick Kastner, 
Rowe Electric Supply, Rochester, 
N. Y. This is a young salesman who's 
evolved a system tailored to his own 
market, but very applicable we 
thought to who's _ selling 
supplies today 


anyone 


We don’t like to knock anyone, but 
we just have to pass this on: 

Seems there was a dog named 
“Salesman” who could flush any 
game. Then, because he was so good, 
they changed his name to “Sales Man- 
ager.” Since then, he hasn’t done any- 
thing but sit and bark at the other 
dogs. 
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Be high man on the 
totem pole by promoting 
and selling Quality...sel// 


THE BEST COSTS LESS INSTALLED 








eeeeoeeeev eee G@eeveeeeeeeeeeeeeeene 


Quality ...is the one big difference you can sell when you stock 
and promote Republic ELECTRUNITE E.M.T. No other electrical 
conduit offers so many installation advantages and economies. 
For example: 

Every length of Republic ELECTRUNITE E.M.T. in all 
popular sizes is “INCH-MARKED”" in feet and inches for fast 
accurate measuring. Quality you can measure! 

Exclusive “INSIDE-KNURLING” reduces wire pulling as 
much as 309%. Quality you see! 

Full length “GuipeE-LINeE” helps keep bends in the correct 
plane—eliminates “wows”, wasted time and materials. Quality 
you can sell! 

Positive selling advantages you can demonstrate! Proof... 
the best costs Jess installed! 

Powerful national and regional advertising directed to your 
key customers and prospects, supported by the largest direct 
mail, merchandising and sales program in the industry keeps 
you “high man on the totem pole”...head and shoulders 
above competition. 

To learn more about the high quality raceway, Republic 
ELECTRUNITE E.M.T., call your Republic representative — or 
write direct today. 


Fe ee ft uU oa i i ¢ ST px E- 2 ACCEPTANCE... first in preference by brand 
name in unbiased surveys... an ELECTRUNITE 


STEEL AND TUBES DIVISION Es BENDING INSTRUCTIONS 


«++ for the ELECTRUNITE® 
bending system ... an 
ELECTRUNITE extra, 





"“INCH-MARKED”® . . . an exclusive sales 
feature that teams up with the ELECTRUNITE 
Bender for easier fabrication and installa- 
tion. In sizes 2", %", 1” and 1%". 


~~ [1 siete <azQcom: \ 


“GUIDE-LINED”... newest sales feature for 
easier bending alignment and better visi- 
bility. Eliminates “wows.” On sizes 2", %", 
17 and 1%". 


eee e ee eeeeeeeeeeeeeee 


eeeeeeeeeee 


INSIDE KNURLING .. . another ELECTRUNITE 
exclusive. By actual tests makes wire-pulling 
easier. In sizes 2”, %” and 1”. 


ceeeeeeeceeceeoeseeeeeeseeeeeeeeeeeeeees 


« 


e«¢ 





Cleveland 8, Ohio 


e**e®e@eeeeeeceeeeeeeeeeeeee 
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LETTERS TO THE EDITOR 





Speaking Up on Cash Discounts 


Dear Sir: what a good job they do—and include 
In response to your article on cash_ this 2% standard when they publish 
discounts in the February issue (p their new price sheets 
43), | would like to make the follow- ARTHUR N. ANIXTER 
ing comments: ENGLEWOOD ELECTRICAL SUPPLY CO 
The statements made by the follow- = ¢xIcaGo. ILLINOIS 
ing—Joseph Kurzon of Joseph Kur- 
zon, Inc., New York City; Joe Perry, 
The Electric Supply Co., Atlanta, Ga.; 
Jake Hamblen, Southern’ Electric As of April 15, here’s how 54 
Supply Co., Houston; E. H. Karsten, 
Gough Industries, Inc., Los Angeles 
who have been in this business a long 
time and know the importance of a 
standard discount of 2%, and a few 
of the others, cover my feelings very 
thoroughly 
Two per cent standardization of 
cash discount would eliminate a lot cash discount . . . 
of extra work in the billing and the e 39 want 2% 
credit department in checking cus- e 2 want 3% 
tomers’ remittances. I wish to quote e 5 want 5% 
herewith a statement made by a e One each wants 2-3°%, “2% 
large contractor in one of his para or better,” 2-5%, “as much as 
graphs covering standardization possible,” “large enough to create 
“In connection with standardiza- an incentive to make people want 
tion, it would also be highly desirable to earn it by paying their bills 





Cash Discount Scoreboard 


distributors have expressed them- 
selves on cash discounts: 

e 51 want a uniform cash dis- 
count, 

e 3 want variable cash dis- 
counts, 

Of the 51 who want a uniform 





if the manufacturers would give fur- early.” 
ther consideration to the standardiza- 
tion of trade and cash discounts.” 
You can see from the above that Dear Sir 
the contractors today are realizing Cash discount is and has 
the necessity of having a uniform dis- been a problem for wholesale elec 
count. The writer has been in business trical distributors for a long period 
quite a long time. I think it is about of time 
time that the manufacturers realize The comments expressed by the 
that help should be given to their dis- wholesalers mentioned in the article 
tributors by making it easier to take are typical and of concern to every 
care of billing and accounts receiv- electrical wholesaler in the United 
able. I suggest a uniform cash dis- States 
count of 2% would eliminate a lot .. . The various discounts that are 
of additional work extended to us by various manufac 
In conclusion, the above statements _turers—depending on the commodity 
agree that it is time the manufacturers create additional problems to the 
start realizing the help that they can accounts receivable department 
give their distributors whom they Because of the various discounts, 
always pat on the back by saying’ each individual remittance involving 








To make your vote count, fill in and return coupon below 


Here’s My Opinion on Cash Discounts 


The Editor 

Electrical Wholesaling 
330 W. 42nd Street 
New York 36, N.Y 


Should manufacturers extend a uniform cash discount to their distributors? 
lf “yes,” what should this discount be? 

Name 

Company 

Street 


City and State 


these commodities must be checked 
individually for proper cash discount 
deductions 

I believe there is enough confusion 
in the industry without the additional 
problem of discount deductions 

You are no doubt aware that there 
are sOme manufacturers that do not 
extend any cash discount; there are 
others that extend discounts ranging 
from | to 5 

I feel that a uniform cash discount 
for the whole electrical industry 
should be given consideration, and 
inasmuch as 2% is the pattern for 
cash discount earned for prompt pay- 
ment, perhaps this discount rate 
should be adopted 

The manufacturers can easily adjust 
their price schedule, when they print 
thei price sheets, to reflect a 2% dis- 
count. They will not be the loser by 
the extension of such a discount. 

I believe it is time the manufactur- 
ers should give their customers 
the electrical distributors con- 
sideration and grant the industry this 
request 

I believe this would give us the re 
lief we are seeking 

SAUL J. WEINRESS 

EPFENGEE ELECTRICAL SUPPLY CO., IN(¢ 
CHICAGO, ILLINOIS 


Dear Su 

‘ We would like to add our 
voice in favor of a uniform discount 
and recommend that it be standard- 
ized at 2 which would appear to 
be a reasonable compromise and av- 
erage 

There is no question that such a 
move would be a great help toward 
the simplification of our billing and ac 
counting and still provide the very 
important incentive for prompt pay 
ment 

GEORGE R. LININGER 

SOUTH BEND ELECTRIC CO., INC, 
SOUTH BEND, INDIANA 


Dear Sit 
It is Our Opinion that the cash 
discounts should be a universal 2% 
across the board amount, payable 
either on the 10th or 15th prox 
It is very costly for an accounting 
department to analyze each check or 
ledger sheet to arrive at the correct 
cash discount which should _ be 
allowed on each remittance. There- 
fore, any standardization would be 
of great benefit to the industry as a 
whole 
We hope you are successful in get- 
ting a minimum of 500 distributors 
Continued on page 98 
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WHEN I BUY 


ETP quauity 


FITTINGS” 





E.T.P. always takes care of me on price and quality! As a supplier, they’ve certainly earned 
my confidence — and the confidence of my customers. I know their price is consistently competi- 


tive —their connectors and couplings consistently superior. I like doing business with E.T.P. 


ETP FITTINGS OFFER 
ALL THESE 
EXCLUSIVE ADVANTAGES: 


@ Exclusive Pre-Set, 
Deep-Slotted Staked Screws. 
No backing out for conduit. 


@ Concrete tight! Far surpasses 
U.L. requirements. U.L. File 
Card E24788. 


Precision beveled edges with 
new, extra heavy duty 
precision locknut. 





One piece solid tubular steel 
—cannot open or spread. 
Sized for uniformity. 


Lustrous zinc, heavy plated 
finish with heaviest gauge 
wall thickness. 


Available in 42", %”, 1”, 1%" 
(one screw type) and new 
1%" and 2” sizes 

(two screw type). 


CONNECT WITH FOR ECONOMY 


Write for free samples , 


ELECTRIC TUBE PRODUCTS 


74-16 Grand Avenve, Maspeth (N.Y.C.), N. Y. Defender 5-8000 
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TOP OF THE NEWS .. . and its significance to you 





Sales Turn Up 


Ready, Get Set... 


“Buy American” 


Fair Trade 


160 Billion for 1958 


Rejoins AHLI 


Joins General Cable 





Sales of electrical apparatus and supplies distributors edged up 1% 
in February over January, but were 10% under February 1957 (page 
90). Indications at the end of March were that the sales tempo was 
still on the upbeat, as distributors applied anti-recession pressure 
(page 38). Confirmation of this upturn came from the General 
Electric Co. In announcing declines in first quarter sales and earn- 
ings, GE President Ralph J. Cordiner stated the rate of incoming 
orders increased “markedly” in March. But he added it was too early 
to know if a “trend of this magnitude could be maintained.” In the 
meantime, GE readied plans for its “Operation Upturn.” Other 
electrical manufacturers were in the anti-recession act, too. Example 
Square D Co. sent two mobile showrooms off for a year-long tour 


Business plans for plants and equipment for 1958-61, indicate that 
more money will be thrown into research and development. The 
planners themselves have seen a greater need for both new and im- 
proved products to stimulate the economy and reverse the downward 
spiral. The time is ripe to get on the starting line, install cost cutting 
equipment and step up research and development. As one leading 
economist puts it, “Those companies that move ahead now on cutting 
costs, developing new products, and establishing new markets by 
increased selling effort can count on a profit from the resumption 
of economic growth.” For a full report on business plans, see “What 
Business Plans 1958-61,” page 102 


Imports of heavy electrical power equipment are a serious threat to 
the national security. James M. Crawford, vice president of GE’s 
motor and generator div., stated this in a letter to the Office of 
Defense Mobilization, and urged appropriate action to curb such 
imports. Crawford also asked for a broad policy determination that 
would tighten up the so-called “Buy American” Act and require U.S. 
agencies to reject a low bid from a foreign electrical concern, even if 
it is below the 6% differential allowed American competitors—if it 
appears the imports are harmful to national interest Crawford 
based his plea on the need for a dependable supply of electricity 
for U.S. economy and defense. He asserted that cheaper foreign 
equipment is less reliable and more difficult to repair 


The Senate Small Business Committee will study the role of discount 
houses and the status of fair trade. Senator Hubert Humphrey an- 
nounced the study will be made by a subcommittee on distribution, 
retailing, and fair trade practices. This reminds us that the Sunbeam 
Corp., is attempting to shed some light on the situation. Top level 
executives met in Chicago recently to discuss sales, merchandising, 
and advertising, and to devise a plan which would help distributors 
and dealers make reasonable profits in the non-fair-trade economy. 


Residential power sales will reach 160 billion kilowatt hours this 
year, an increase of 10% over 1957, predicted Don G. Mitchell, 
chairman and president of Sylvania Electric Products Inc. (page 120) 


Thomas Industries Inc., Louisville, Kentucky, has rejoined the Ameri- 
can Home Lighting Institute. Thomas Fuller, general sales manage 
of Thomas, has been appointed delegate to the AHLI. “As one of 
the founders of AHLI,” Fuller said, “Thomas industries is once 
again happy to lend full support to the organization.” 


M. P. Nickerson, who recently retired as vice president of Westing- 
house Electric Supply Co., will become associated with General Cable 
Corp., as assistant to the president. He will take up his new duties 
November 1, after an extended vacation trip 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Connect 
COPPER with COPPER 
ALUMINUM with ALUMINUM 


a oN 
ee 


PAC-5 
ACSR 6—1/0 Cu. 8—1/0 


PAC-3 
ACSR 8—2 Cu. 8—2 


a i 
ee ae 


17 


PAC-4 ' 
formerly PAC 6 There are many satisfactory copper connectors for connecting copper conductors. 


ELIMINATE CORROSIVE SOLDERS, VOIDS AND FLUXES ! 


ACSR 6—1 0 Cu There are many satisfactory aluminum connectors for connecting aluminum conductors. 


Blackburn’s PAC clamps combine the features of a good copper connector and a 
good aluminum connector to give you the best copper to aluminum connector 
available. 

Our exclusive method (Patent applied for) of pressure casting molten corrosion 
resistant aluminum alloy around specially treated pronged copper liners estab- 
lishes an intimate, low resistance contact of the two metals without using cor- 

rosive solder. 


The copper liners, which cannot be mated incorrectly, surround the copper 
conductor establishing a good copper to copper contact. 


The aluminum grooves surround the aluminum conductors, establishing a 
good aluminum contact. 


Adequate contact surface and conductor separation is built into Blackburn’s 
PAC clamps to insure long-lasting, trouble-free copper to aluminum con- 
nections without setting up cold flow or galvanic corrosion. 

Spring action is inherent in the design of PAC clamps and is supplemented 
with an extra-heavy spring lockwasher insuring permanently tight con- 
nections which will withstand temperature fluctuations. 


Hot dipped galvanized steel hardware is standard. Aluminum hardware 
available on all but Catalog #PAC-3. 


AVAILABLE THROUGH ELECTRICAL WHOLESALERS EVERYWHERE 


525 WOODSON RD 
WYde 


wn 9430 





NEW PRODUCTS 





Program Time Switch 


Has built in tabs, offers wide va- 
riety of on-off programs with "'Skip- 
a-day'’ service 


New 
800] 


Model 
24-hr 


program switch 


-has 96 


time 


built-in tabs on 


dial, permitting 15-min — switching 
changes. Maker’s memo: provides one 
to 48-on-off operations per day. Daily 
on-off programs for ventilating fans, 
heating, irrigation systems, 
music, etc., is set by tilting correct 
tabs in or out, at the times required 
For setting, tabs are manually tilted 
in or out easily, with no tools required 
for adjustment. Minimum on-off times 
15-min; maximum is 23-hrs, 45-min. 
Commercial installations _—_ offered: 
“Skip-a-day” feature (optional equip- 
ment), Or Omission of Operation on 
any day or days of the week, without 
altering cycled master program. Users 
also get: simple rugged switch; no ex- 
posed gears. Rated: 10-amps, '2-hp; 
heavy duty timing motor operates 
from -60 to +160 F. Available also 
in 208/240-v, 60 cycle models, in rain- 
tight, all weather, dust tight cases as 
well as standard housings. e Tork 
lime Controls Inc., Mount Vernon, 
N.Y. 


recorded 





Coupling 


Installers given fast means of set- 
ting Bridle ring 
New Coupling, designated the 5C43, 
is designed to give telephone instal- 
and fast means of 
Bridle” ring fixtures. The 
coupling screws onto a %4-in -20 ex- 
ternal threaded stud. Bridle ring then 
screws into the end of coupling hav- 
ing #10 -24 tapped thread. They 
are packed 50 to a box, 500 to a 
e Remington Arms Co., Inc., 
Bridgeport, Conn. 


lers electricians a 


setting 


case 


Broad Area Lighting Unit 


Designed for broader lighting, 
quick and inexpensive installation 


The Wakefield Twenty provides a 
broad area preassembled lighting unit, 
7-in deep. Described as inexpensively 
installed in 20 minutes, or joined to 
duplicate units to provide luminous 
ceiling, each 4x4-ft, 4x6-ft, or 4x8- 
ft, comes assembled in a carton 
Mounting is by two connections from 
back channel to ceiling, serving one 
unit oF and 
plug sets allow joined sections to be 
interconnected. Ganging is by bolts 
through knockout spots in steel sides. 
patterns of light possible. 


duplicates, since cord 


Various 


| 
Choices: steel louvers 35-deg x 35-deg; 


plastic louvers, 45-deg x 45-deg; vinyl 


or styrene diffusers, 2x2-ft. Each 
unit holds four T-12 Slimline lamps. 
e The Wakefield Co., Vermilion, 
Ohio. 


10 


Outdoor Illumination 


Wide selection of equipment offers 
solution to many lighting problems 


Automatic dusk-to-dawn illumination 
is offered in new outdoor 
packaged lighting. Maker claims many 
lighting problems solved with stylish 
luminaires and bracketing, “simplicity 
of installation and maintenance.” Re- 
flector-refractor combinations include 
#600 and #100D Pepo series with 
spun-on alzac reflector 
the glass. Cast aluminum hood portion 
has photoelectric cell and mercury 
vapor ballast integrally mounted for 
100- or 175-w mercury vapor lamps. 
If the 400-w mercury vapor lamp is 
used, 400-w ballast is provided for 
remote mounting. All units available 
for use with incandescent lighting. 
Bracket portion of series offers 
#WS52A hinged aluminum bracket 
(folds to wall for service) or wood 
pole bracket, mounted on standard 
poles by keyhole slot. e Nepo Mfg. 
Co., Chicago, Il. 


series of 


sealed over 


Plug-in Limit Switch 


Reversible switch action plus base 
or side mounting, gives six different 
arrangements 


switch 
plugged in with 
bottom. Base 
receptacle designed to be wired and 
mounted without 
should like 
by simple adjustment of 


New “oil-tight” limit 
mechanism 


roller arm at 


plug-in 
can be 


top OI 


disassembly. Users 
switch action 


screwdriver; 


reversible 


receptacle can be mounted on base or 
With reversible plug-in unit, this 
different 


ments. Precision switch needs 5-deg to 


side 
gives SIX mounting arrange- 
operate, providing 25-deg overtravel, 
maker markings 
around hub simplify accurate settings 
Present installations easily converted 
to limit switch. ¢ Square D Co., Mil- 
waukee, Wis. 


States Graduated 


Wiring Devices 


Devices feature pressure terminals, 
quick assembly, long life 


Iwo new interchangeable Despard de- 
1325 Outlet, and the 
Flush Neon Pilot Light, feature pres- 
sure type terminals (taking #12 o1 
#14 wire), and feed-through wiring, 
permitted by 


vices, the 1374 


two wire openings for 
side of the circuit. Company 
both can be assembled 
by a quick turn of the cam on the 
cam-strap. Phosphor bronze springs 
wires which lock in automati- 
The 1325 Outlet has double 
contacts which grip both 
Spring at bottom 
from arcing 
radius on contact 
cap blades. 
Rated at 15-amp, The 1374 
Flush Neon Pilot Light is equipped 
with a -w neon lamp said to be 
non-heat producing and having long- 
life. Rated at 125-v. e Pass & Sey- 
mour Inc., Syracuse, N. Y. 


each 


States devices 


secure 
cally. 
wipe sides 
of plug cap blades 
is mounted far 
point, 

permits 


removed 
large 

entry of 
125-v 


and 


easy 
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SWITCHES-— A complete , 
line... heavy duty 20 Amp AC 
... 1-Rated ... residential. ..a 


switch for every job. 





TLETS —A range to meet eve ry need. Shown 
are the 1500 with time-saving screwless terminals 
and the 1530 T-Slot with dead back. 





eeeeeeeeeeeeeoeeeeeeeee 


3-WIRE GROUNDING yiceEs—A full line of 


outlets, caps, connectors in 125 V and 250 V types. 





eeeeeeeeeeeeeeeeeseeeeees . eeeeeeeee 


POLARIZED DEVICES-— Available in 2, 3, and 


4-wire ... 15 and 20 Amps. . . outlets, caps and 


connectors . . . all built to take a beating. 





eeeeeeeeeeeeeeeeeeeeeeeeeeeee 


TURNLOK — Sturdily built outlets, caps, connec- 
tors... 2, 3, and 4-wire, 10 and 20 Amps. 








DESPARD LINE— The original 
and only complete interchange- 
able line . . . super-compact, 
highly versatile. Combinations 
assemble in seconds with P&S- 


Yespard c: “ap 
Despard camstrap. ee af oa inal wasake ae 
GROUNDING OUTLET COMBINATION 





WEATHERPROOI 

COVER — Makes any Standardize on 
standard duplex outlet Pass & Seymour Devices 
a weatherproof device. 





PASS € SEYMOUR, INC. 


SYRACUSE 9 NEW YORK 
60 E. 42nd St., New York 17, N.Y 1440 WN. Pulaski Ra Chicago 51, ! 


in Canada; Renfrew Electric Limited, Renfrew, Ontario 
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NEW PRODUCTS 





Fixture Clip 
May be 0 gs from below, 


“even after ceiling is in place” 


New “Snap-On” fixture 
clip for hanging fixtures to suspended 
ceilings, is designed to use inexpensive 
1¥42-in lathing channel for mounting 
flush, fixtures from 
suspended ceiling framework. Manu- 
facturer’s notes: #707 clip snaps on 
point 


all-purpose 


Surface, or stem 


channel at any requiring no 
May be 


after 


screws or bolts for attaching 
adjusted trom below, “even 
ceiling 1s in place.’ 
in nipple or fixture stem, 44- or ¥s-in 
bolt, makes Snap-On adapt- 
able to any conditions in suspended 
ceiling work. e Tomic Sales & Engi- 


neering Co., Detroit, Mich. 


Utilization of % 


rod or 


Enclosed Circuit Breaker 
Offers handy control 


appliances requiring circuits 
heavier wiring 


of major 
with 


New enclosed raintight circuit breaker 
suitable for use as 
equipment. May 
connect for remotely controlled branch 
circuit panels or to protect conductors 
in feeder and branch Com- 
pany major 
quiring circuits with heavier wiring are 
handily controlled and protected from 
electrical faults by addition of unit to 
existing service equipment. UL listed, 
unit is rated 100-amps at 120/240-y 
ac. @ General Electric Co., Plainville, 
Conn. 


is listed service 


be used as main dis 


circuits 


indicates appliances re 


Plastic Conduit 

Offered for all power and com- 
munications wire installations 
New PV¢ 


electrical 


(rigid polyvinyl chloride) 
conduit is engineered with 
inside diameters to UL specifications 
Available for use in all 
communications 
Advantages 
worked 


lation 


power and 


wire installations 
easily 
instal 
electrician 
cement to 
Company 


stressed: can be 


contours; cost of 


halt; 
and 


into 
lessened by 
hacksaw 
chemically. 


needs only 


weld sections 
indicates long-life PV¢ 
rust resistant, and will not support 
combustion. e Kraloy Plastic Pipe 


Co., Los Angeles, Cal. 


is Walter proof, 


12 


Latch Relay 


Time and space conservation em- 
phasized in design 
New 
lays, 


latched-in re- 
continuous duty 
panel space as 
more of vertical 
height between com- 
pany Highpoints featured: oc- 
cupies two-pole space; individually re- 
movable and replaceable 
latch units; all access for wiring, in- 
spection, removal, is from front; con- 
tacts may be converted between nor- 
mally-open, normally-closed in the 
field without parts. For coil 
change, only 7-in needed 
relay magnet 
available in 9 models from 2 to 10 
and up to 6 without 
double decking. e Clark Controller 
Co., Cleveland, Ohio. 


mechanically-held 
designed for 
conserve horizontal 
well as an inch or 


} 


rows of relays, 


States 


poles and 


extra 
clearance 
Latch relays are 
=] 


below 


poles, poles 


Toggle Switches 


Small motors, electrical appliances, 
electronic equipment, get "continu- 
ous service’ 

Four new types of toggle switches 

2000 available in SPST and 
DPDT, with solder or screw terminals. 
Nominally rated at 10-amp, 250-v ac; 
12-hp, 125-250-v ac, or 34-hp 125- 


250-v ac. Designed for small motors, 


series 


electrical appliances, electronic equip- 
ment and aircraft 
stress placed on uniformity of switches 


electrical circuits; 
during production. Special switches for 
individual applications also furnished 
e Sargent Electric Corp., div., Pyra- 
mid Instrument Corp., Lynbrook, N.Y. 


Fluorescent Lamps 


Made for bright lighting in low 
temperatures, indoors or out 


New high output lamps 
with bases to fit the sockets required 
for all 800 MA operations, are de- 
signed for indoor-outdoor low tem- 
perature use. Maker notes rapid-start 
operating principle, with all lamps on 
minimum 
ballast; 
1/3 more light; mainte- 
‘nance. Made in standard lengths; odd 
lengths supplied on order. @ Supro 
Lux Mfg. Co., Inc., New York, N.Y. 


fluorescent 


+ 


In -Sec User also gets: 


wattage loss; use of smaller 


simplified 


7; * 


Electric Foot Switch 


Offers low cost method of actu- 
ating electrical equipment conveni- 
ently, with minimum effort. 
New, than '2-in) 
foot switch, designed for use in control 
be used 


thin (less electric 


and low circuits, can 
on electrically operated equipment 
under environmental condi- 
tions.”” Waterproof construction allows 
switch, designated 
operation OF 


electrodes are 


power 
“severe 


submergence of 
Neptune, in water for 
cleaning Switch 
embedded in vinyl plastic and 6x8-in 
dimensions allow repetitive foot opera- 
tion searching. Applications 
stressed: actuation of food processing 
equipment, general factory equipment 
e Recora Co. Inc., 


without 


and office devices 
Summit, Ill. 


New Wall Bracket 


For lighting of fitting rooms, stair 
landings, telephone book stands 


New 37-60 line, available in fluores- 
cent and incandescent models, provides 
lighting where localized illumination is 
Claimed to have: continuously 
hinged doors for easy relamping; all 
metal construction; removable reflec- 
tors for easy access to electrical com- 
37-60 two 60-w 
[-8 fluo 
measure 


needed 


is fitted for 
65 for 


ponents. 
lamps; 37 
lamps 


two 15-w, 
rescent Both 
1834-in across, and 4%4-in high, with 
a 6%-in extension from the wall 
e McPhilben Lighting Co., Brooklyn, 


ie 


units 
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we THE ORIGINAL 
|) \ INDENTER FITTINGS 


Over 25 Years of Proven Performance 








SRIEGI ZED THROAT 


Protruding rounded red plastic 
lip of bushing prevents cutting 
of insulation—eliminates shorts. 


€3 Full thread screws into all con- 
duit fittings. Lip of RED THROAT 
bushing protects thread from damage. 


Deep dished eight pronged lock 

nut is easier to drive on—screws 
flush to shoulder and digs into metal 
of box for vibration proof positive 
ground. 


© Two quick squeezes with The 

Briegei Indenter and BM All 
Steel Indenter Fittings are set forever. 
Metal is pressed into metal for perma- 
nent installation and positive ground. 


BRIEGEL METHOD TOOL 











GAT NO 507 PAT ‘PEND 








NEW POCKET SIZE INDENTERS 


Just 10° long, these new patented 
Daneinineed lockaiktiv Vinh compound leverage indenters are 
ing insures smooth burr only plier size. Lighter to carry and 
free raceway for easy easier to use—the leverage does the 


fishing. No extra work work. No. 607 for 2” and No. 608 
for ¥%” fittings. 


f METHOD TOOL COMPANY 
GALVA, ILLINOIS 


All B-M Indenter Fittings are U.L. Approved as 
concrete-tight and for general use (File Card E10863). 
Also comply With Federal Specifications W-F-406. 


T 


BRIEGEL FII 
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NEW PRODUCTS 





Pressure Switch 


Pressure switches are ‘'preset'’ to 
customer specifications 
Series “PS” pressure switch, featuring 
pressure connectors, top 
wiring terminals, no-drift pressure set- 
and four compact enclosure 
now available for air o1 


accessible 


tings, 
styles, is 
water systems requiring automatic con- 
trol of pressure between preset limits 
“Ps” switches with 85-lb 
maximum capacity are rated through 
l-hp, 110-220-v single phase and poly- 
phase. Pressure settings are factory 
“preset” to customer specifications 
Convenient adjustment allow 
for adjusting or re-adjusting settings 
e Furnas Electric Co., Batavia, II. 


pressure 


screws 


Dead-End Clamp 


Assembled and disassembled with- 
out special tools 
New service-entrance wedge-type dead- 
end clamp, is easily assembled and 
disassembled without special tools, 
manufacturer announces. Assembled 
at any point on conductor (conductor 
does not have to be threaded through 
clamp), gripping hold con- 
ductor tight, prevent bending of clamp 
When used in sagging operations, con- 
ductor can be cut to length required 
Made of stainless steel and heat-treated 
aluminum; conductor range of #6 
solid aluminum to #4 ACSR 6/1 or 
7/1. When used on triplex 
drops, maker stresses safety and maxi- 
mum work load rating of 1,500-Ibs. e 
A. B. Chance Co., Centralia, Mo. 


surfaces 


service 


Shallow Lighting Unit 


Designed for easy installment in 
stores lobbies, public buildings, mer- 
chandising areas. 


New 4 Square shallow dimension light- 
ing unit, for use in stores lobbies, pub- 
lic buildings and merchandising areas, 
measures 49'2 x 52'2-in., and is only 
4-in. in depth. Easily installed in plas- 
ter or acoustical ceilings, and special 
splay provides attractive blend between 
luminous enclosure and ceiling area, 
maker states. May be equipped with 
four, six, or eight 4 ft. rapid start 
lamps. e Day-Brite Lighting Inc., St. 
Louis, Mo. 


14 


Building Block Switches 


Maker claims almost limitless variety 
of indications, prevention of acci- 
dental dual actuations 


modular-mount 


switches are de 


[Three models of 
lighted pushbutton 
signed for mounting. Types 
available: light force, touch 
feed-back and alternate action design 
three-, and four-pole switching 
assemblies available in light force and 
touch feed-back. Two-pole 
double-throw circuitry available in 
alternate action switch. Brushed alu- 
minum barriers hold switches in panel 
and separate buttons, preventing acci- 
dental dual actuations. User advan- 
tage: All models use SM basic switch, 
and each is a single-pole double-throw 
unit, rated at 5-amp, 125- or 250-v 
ac, 3-amp inductive, 5 resistive, 30-v 
dc, 24-amp maximum inrush, 30-v dc 
Honeywell Regulator Co., Freeport, 
e Micro Switch div. Minneapolis- 
Hil. 


new 


easy 


positive 
l Wwo-, 


positive 


Lamp Fixture 


Maker states vapor lamp fixture has 
increased lamp life, gives greater 
lumens per watt 


Type EVA mercury vapor lamp fixture 
is termed explosion proof, suited for 
high-bay applications. New fixture has 
“increased lamp life, materially reduc- 
ing relamping costs, and gives greater 
lumens per watt,” maker states. Fix 
ture will take 250-w #BT-28 (Class I, 
Groups C and D) and 400-w #BT-37 
(Class I, Group D) mercury vapor 
lamps. Standard 300- 500-w EV re 
flectors are used. Ballasts 
mercury vapor lamps should be lo- 
cated outside hazardous area. e 
Crouse-Hinds Co., Syracuse, N.Y. 


used with 


Compression Connector 


For use on all aluminum-to-copper, 
copper-to-aluminum combinations 


New compression connector, usable on 
all combinations of aluminum-to- 
copper, copper-to-aluminum, has run 
and tap on both bar, so 
copper run drip won't fall on alumi- 
num tap wire, company claims. Tap 
is hooked over run and crimped. Tap 
end does not have to be removed for 
inserting tap or when crimping. Run 
end sealed with code colored tape; run 
and tap elements have Cual-aid for 
positive contact. Completely marked 
for conductor accommodations, and 
color coded at both ends. Packed in 
boxes with color-coded labels. e Penn- 
Union Electric Corp., Erie, Pa. 


sides of I 


Floodlight-Outlet Unit 


Portable ‘Spike-Lite’’ uses either 
PAR-38 or -40 sealed beam lamps 


New “Spike-Lite” floodlight-outlet 
combination, is one of a new line of 
portable equipment, company an- 
nounces. User advantages: constructed 
of cast aluminum; 
garden, barbecue area, or general util- 
ity. Employs either PAR-38 or -40, 
sealed beam lamps; has duplex outlet, 
with screw 
or appliances. Individually boxed with 
a spike, gaskets, hardware and 25 feet 
of rubber-covered cord and plug. All 
parts UL listed and approved. e Per- 
fect Line Mfg. Corp., Hicksville, L. 1. 


made for use in 


covers, for electrical tools 


Twist-Lock Sections 


Can be installed in conventional 
two- or three-wire circuits, fire re- 
sistant, UL listed 


Twist-Lock added to the 
Pierceway multiple outlet line are de- 
signed especially to accommodate 
[wist-Lock plugs manufactured by 
Harvey Hubbell Inc. Sections are of, 
maker states, fire resistant plastic, UL 
listed; can be installed in conventional 
three-wire circuits. Male and 
female ends permit joining to pre- 
installed Pierceway systems. e A. H. 
Massey Inc., Derby, Conn. 


sections 


{two- OI 


Conduit fittings 


Designed for indoor—outdoor use, 
have threaded joint construction 


New I WC 
and pilot 
threaded 


door and 


control station 
light conduit fittings with 
joint construction—for in- 
outdoor is explosion- 
and dust ignition-proof, weather re- 
sistant rain tight, according to 
announcement. Series is designed for 
Class I (Groups C and D) and Class 
II (Groups E, fF d G). e Crouse- 
Hinds Co., Wolf & Seventh North 
Sts., Syracuse, N. Y. 


series ol 


use 


and 
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Make General Electric's summer bulb promotions 
sell outdoor lighting equipment, too! 


Arthur Godfrey —“Cheyenne” — leading magazines — special displays . 


- ALL will be selling G-E Bulbs 


for Outdoor Lighting. Use this support to sell Outdoor living and lighting equipment as well as G-E Bulbs. 


“Invisible” G-E Bug-Lite 
fools night-flying insects 





Progress 's Our Most Important Product 


GENERAL @ ELECTRIC 


Progress /s Our Most /mportant Product 


GENERAL @@) ELECTRIC 
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ARTHUR GODFREY 
ON CBS RADIO 


Will be telling his millions of 
faithful followers of the advar 


cages of Csonetal Bi lectric Bug-Lites 
anc 1 PARS Thr rsdays, 10:15 to 
10:30 a.m. EST 





“CHEYENNE” 
ON edi 


Bug-Lite and 


I erciais on l 
TV show reacl 
Over 4 I lion viewers 


ABC-TV, every other Tues 


4-COLOR MAGAZINE ADS 


Use mounted reprints of G-E’s June ad in Better Homes & 
Gardens and p Aanericas Home for dealer point-of-sale display 
Full page ads in Living and American Hi ie tell the whole 


og he if 


FOR EXTRA PROFITS use G L Bug-Lite and outdox 


lighting display matéfial for 1 promotions of G-I 
Bulbs é and allied equ ipmer "PAR ers, garden fixtures 
post light outdoor cook Z equipment, et 





Ask y ur G E Bu auth 1 for deta 
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Phelps Dodge Armo-Lok cable with Habi- 
rite (butyl rubber) insulation—a companion 
to Phelps Dodge Varnished Cambric insu- 
lated interlocked armor cable—is more than 
‘just another interlocked armor cable.” 


Habirite — developed through years of Phelps 
Dodge experience in the design and manufac- 
ture of high voltage cables —is a specially 
engineered butyl rubber compound. It far 
surpasses any other type of rubber insulation 
for dependable service. 

Habirite offers these distinct advantages 


over other rubber insulations: 


Far greater resistance to heat and oxidation 
with consequent higher temperature rating 
and lower conductor size and cable cost. 





Specify PHELPS DODGE 
HABIRITE-INSULATED 





PHELPS DODGE 


CORPORATION 


SALES OFFICES: Atlanta, 
Cleveland, Dallas, Detroit, Fort Wayne, Greensboro, N. C., Houston, Jacksonville, Kansas City, Mo., Los 
Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Portland 
Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C 


Birmingham, Ala 






CABLE 


Far greater resistance to ozone found 


around high voltage equipment. 
Far greater mechanical toughness. 


Better electrical properties affording a 


greater safety factor in operation. 


Highest uniformity due to controlled uni- 


formity of raw material. 
* * * 


See your Phelps Dodge distributor for infor- 
mation on a ¢omplete Armo-Lok system. For 
catalogue and specification data on Habirite 
or Varnished Cambric insulated Armo-Lok 
cable, write: Dept. EW-8 Phelps Dodge Copper 
Products Corporation, 300 Park Avenue, 
New York 22, N. Y. 


PRODUCTS 


Cambridge, Mass., Charlotte, Chicago, Cincinnati 
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ELECTRICAL FITNESS 


a healthy condition that too few 
businesses enjoy. But the 10% that do 
are rewarded with increased produc- 


tivity, lower costs and less maintenance. 


What does electrical fitness mean to you? 
What can it deliver in the way of sales and 


profits? Turn the page and investigate. 





What electrical fitness can do for you! 


Find it difficult to excite prospects with 
terms like ““adequate”’ wiring or “‘adequate”’ 
electrical distribution? Then sell them the 
modern, positive idea of electrical fitness. 
This is electrical distribution tailored to 
their present needs. . . but skillfully planned 
to expand or change quickly if these needs 
change. Electrical fitness strikes a respon- 


sive chord because it promises immediate 
electrical well-being builds a sound 
foundation for long-range economy, flexi- 


bility and all ’round electrical good health. 


On these pages are examples of electrical 
fitness the BullDog way. Read how it 
assures dollars and sense results. 


HERMAN MILLER 
ZEELAND, 
MICHIGAN 


Power on wheels...and on tap 


Bull Dog Industrial Trol-E-Duct® brings mobile power 
to the production line . . . feeds trolleys that roll with 
the job—or right to it! New production units are 
powered by merely inserting new trolleys. Equipment 
works full time while production rolls smoothly. 
Universal Lighting Duct® proves the easy answer to 
all lighting needs . . . can’t be beaten for flexibility, 
either. Available in 20- and 50-amp capacity, Universal 
Duct both feeds and supports lights and small power 
tools. Fixtures twist in at any spot, can be moved and 
relocated in seconds. New 20-amp Lighting Duct 
requires no supplementary fusing. Both offer top 
lighting mobility at remarkably low cost. 


BIUILILIDIOIGEs 


HEAT BETTER ELECTRICALLY 





Safety is a certainty 


BullDog puts safety first. Duo-Guard Pushmatics® in 
Electri-Center® panels (pictured) provide over-all cir- 
cuit protection protect circuits thermally and 
magnetically. Unique Vacu-Break® arc control in 
BullDog Safety Switches smothers arcs instantly . . 

minimizes burning and pitting. Another first, Clamp- 
matic® control in BullDog switchboards, panelboards, 
safety switches and Vacu-Break bus plugs, brings 
bolt-tight electrical contact and accelerated break. 
Compact CORDON * breakers in BullDog Unit Sub- 
stations combine the advantages of thermal magnetic 


breakers with current-limiting characteristics of 


Amp-traps**. . . offer greater protection at less cost. 


*Trademark registered by I-T-E Circuit Breaker Company. 


T'rademark registered by Chase-Shawmut Company. 


HALLMARK—KANSAS CITY, MISSOURI 





RCA—MOORESTOWN, NEW JERSEY 


New circuits in seconds plus 
low-cost power 


As power goes, so goes production. At RCA, BullDog 
BUStribution® Duct smooths kinks in both . . . assures 
absolute electrical flexibility. Lo-X® Duct distributes 
power with greatest efficiency, while Plug-In® Duct 
slims electrical costs of moving and adding machinery 
by as much as 47%. New circuits plug into power in 
seconds— without rewiring or electrical downtime. 


The entire system can be easily expanded or com- 
pletely relocated to meet changing power needs. 
Pioneered by BullDog, lightweight aluminum BUS- 
tribution Duct cuts handling and installation costs 
trims maintenance to the bone. 


Powered up to meet the future 


<—Hallmark is electrically fit. Its BullDog secondary 
distribution system will keep this new plant modern, 
too. BullDog Unit Substations, Power Panels and 
other switchgear not only serve today’s needs best and 
most economically, but facilitate almost instant power 
expansion. Interchangeable switch units in BullDog 
Switchboards, for example, are available in a wide 
range of ratings. They can be quickly changed or new 
units can be easily added when electrical requirements 
change. Expandability like this keeps power ready, 
willing and able—whatever the future demands. 








Ia 





Lz 


- 


a 
Fitness _ jour key to more profits, new business 





J Look to BullDog for electrical equipment that consistently 
© GQ : gives safe, dependable, versatile performance . . . offers you 
— me ne ai alll easy, effective ways to plan electrically fit power systems . 
| 0; si8 earn new business and more profits. A BullDog field engineer 
_ ne yatl will gladly be your “‘partner’’—available at all times to help 
you study your customer’s facilities, analyze his needs. He’ll 
help you outline the best and most economical way to get your 
customers in top electrical shape and keep them there. 


On a complete secondary distribution system or the smallest 





job—on unit substation or simple circuit breaker—look to 


! ( i BullDog products and to experienced BullDog engineering 


hel ». ( ‘heck with your Bulll Jog field engineer or Ww rite uS direct. 
I 
PC! 








PLANNED POWER 


BullDog component oF 
Unit-Versal Switct 4 I tA 
rT lug-in® Duct : J 
». U Bull! f 1-T-F ( 


iversal Lighting 
Dog Electric Products Company, D er ompany 


] am 
7. Clamy ich. BullDog Expor | 40th St.. New York 16, N.Y 


loront« 


Panels 


We invite you to visit the BullDog Booth at the NAED Convention, June 9-12, Civic Auditorium, San Francisco 





Products that Prove 
& SLATER MEANS BUSINESS 


Wholesaler or 
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This is a distributor. 


Ffleads-up team play 


got this job.’ 




















the electrical 


installation at Allerton Hospital Graybar 


salesman Ed Coughlin works in close 


' 
harness with his company’s specialists 
with contractors, and with manufacturers’ 


salesmen. Here’s Couglhilin’s system 


“First news of a big job might come from a contractor,” says Ed 4 Edwards 


Coughlin, “as was the case with Allerton Hospital, or from one of the many 
architects and electrical engineers I know, or from a manufacturer’s salesman 


* 
who has good professional contacts himself.” Then specs must be gone over, signal systems 


equipment details and prices completely worked out in consultation with 
contractor, with Graybar specialists, and sometimes with manufacturers’ 


salesmen. This job requires speed, accuracy, and a tremendous fund of at new 
product information. 
Allerton Hospital 
“We have built a reputation for knowing all there e on OSpI 


is to know about the products we handle,” says 


Edward E. Martin, New England Manager Z ‘ - 
Graybar Electric. “We back our sales force with Allerton Hospital is a unique 


expert technical departments, and our salesmen construction “in the round.” Pa- 

attend regular classes. Signal equipment, which tients’ rooms will all be placed 

was important for Allerton Hospital, is a good around outside wall of the circu- 

example of how we work. We go after signal lar structure; nurses’ stations, 

business because it is profitable Signal equip elevators, utilities, and service 

ment ts important in our cl facilities will occupy the hub of 
the wheel. 

Ed Coughlin of Graybar 

worked out with Walt Ames of 


isses 


When a job reaches bid stage, Graybar signaling 
specialist George Milligan is the one who pre- Edwards the components for these 


pares “package” list of equipment and prices to signaling systems which will ap- 
be sent to contractor. Coughlin then makes pear in the finished building: 
follow-up calls on contractor, perhaps also on 


7 
engineer: or he may ask Walt Ames, salesman 1. Four call systems — nurses 


call, surgicai, delivery-room, and 


for the equipment manufacturer, to discuss sig- 
nursery calls. 


naling with architect or engineer. “There isn’t an 


angle left untouched,” says specialist Milligan. 
“This is a complete, cooperative, follow-through 2. A complete modern fire alarm 


system, the kind that’s vital to distributing equip- ; ’ es system, with both manual pull- 
ment such as signaling systems.” boxes and automatic heat detec- 
; tors. It is coded, and elecirically 
supervised, with a pre-signal and 
with connection to municipal fire 
headquarters. 


This combination of distributor salesman, dis- 
tributor specialist, and manufacturer’s salesman 
provides technical service and sales follow-up, 
‘ ciated by engineer : >ontracto : 
ind is ippreciated y engineer and contractor 3. A complete synchromatic dock 
George Taylor, foreman for contractors J. & J - 

s ; system, centrally controlled, with 
Electrical Company, Boston, puts it this way .‘deok tale d Tel 
follow-up by Coughlin and Ames is “a big help eaem. 16e on, Sen Gee 
in getting the system in right.” chron® dual-motored unit to as- 

sure trouble-free service. 


‘ 4. A pharmaceutical burglar 
~ > y - ‘ . “Tt : », ‘ 
Says Walter oo s, Edw — poner It _- alien: iicolly rec 
ne dinate my rts (aimed primari ' ney ommended 
to me to coorainate f elo ed p \ by A . Coughlin > this 
at architect and engineer) with the efforts of net nd fo 
application, using standard 


distributor salesmen like Ed Coughlin, as they 
sell the contractor on the whole job. I back up Edwards components throughout. 


Ed with information and sales help when he 
calls for it. Occasionally I may follow up on the 


job. When the work is complete I may, for ex- = 

ample, tour the signaling systems with the local . E WARDS 
fire chief, and instruct the responsible personnel : 

in using the systems to full advantage.” . - 


specialists in signaling since 1872 


The Edwards Company believes that distributors have an important 
but sometimes under-rated job to do in the electrical industry. Often we In Canada: Edwards of Canada, Ltd., 
run across men in distribution, like Ed Coughlin and his associates at Graybar Owen Sound, Ontarig 
in Boston, who are doing their job very well indeed. We’re glad to be able 


to relay their ideas. 
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100% Tiger Brand. Both main feeders and distribution cables are Tiger Brand. The 
main feeders are 3-conductor, paper-insulated, lead-sheathed cables. Customer wrapped a 
fireproof tape over the lead sheath. 


Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
® Mold Cured Portable Cord e Interlocked Armor Cable 
e Shovel & Dredge Cable e Specia! Purpose Wire & Cable 


® Paper & Lead Cable e Aerial, Underground 
and Submarine Cable 
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At Universal Atlas Cement Company ... 


They looked ahead 


to solve tomorrow's power problem 


TWo OF THE LARGER CEMENT KILNS in the country 
each 360 feet long by 11 feet in diameter—are 
busy turning out cement at Universal, Pennsyl- 
vania. It takes a lot of electric power to run this 
plant of Universal Atlas Cement Company. But 
power is one thing they have plenty of—now and 
for the foreseeable future. 
A new distribution system, designed jointly by 
Universal Atlas and Duquesne Light Company, 
was installed in 1952. It not only can handle to- 


American Steel & Wire 
Division of 


day’s peak loads of 8,976 kw, but also can easily 
handle a 50% expansion in productive capacity 
and power demand. 

Tiger Brand Electrical Cable plays an important 
part in this look-ahead planning. Main power feed 
to the plant comes through 500-MCM, paper- 
insulated, lead-sheathed USS Tiger Brand Elec- 
trical Cable. All distribution cables are also Tiger 
Brand. At the time of installation, Universal Atlas 
applied a fireproof asbestos tape over the lead 
sheath. The installation has been trouble-free and 


is expected to last the life of the plant. 


The tough jobs are the ones for which Tiger 
Brand Cables are made. Overhead, underground, 
underwater, anywhere that service is hard and 
specifications severe, Tiger Brand is the cable you 
need. Write for complete facts. Or call our nearest 
sales office. American Steel & Wire, General 
Offices: Cleveland 13, Ohio 


USS and 7 


A 60-foot drop between the outdoor substation and 
the plant distribution center presented the possibility 
of excessive oil migration to the bottom of the rise. 
Special fittings shown in this manhole permit easy 
checking of oil pressure to insure safety. 


United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors * Tennessee Coal & fron Division, Fairfield, Ala.. Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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PLANT MAINTENANCE MEN 
DEPEND ON 
ROYAL PCRTABLE CORD 
ferccrarc/ 


More and more men on the job look for the Royal 
name on the Cord and Cable they use to power 
industrial machinery and equipment. Because Royal 
builds top quality into every foot of cord... and 
packages it for best protection in storage and easiest 
handling on the job... there’s little wonder that 
Royal is the first choice in Industry today. 


Stock up on Royal Rubber, Neoprene, and Plastic 
Jacketed Cords — Royal Machine Tool Wire — 
and Royal Heavy Duty “Powr-Kords” and Exten- 
sions. Cash in on the day-to-day demand for Royal 
quality products and quality packaging. 


See your local Royal representative. 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode Island 


on associate of International Telephone and Telegraph Corporation 


REMEMBER S ge us *)) 


20) @-\ See CAPS & 
F EXTENSIONS CONNECTORS 


WIRE &@ CABLE WIRING DEVICES P 
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WHATEVER YOU DO... 
WHOEVER YOU SERVE... 
it pays to use Cutler-Hammer Safety Switches 





FOR HEAVY INDUSTRIAL 
SERVICE 

The Cutler-Hammer 4105 Heavy Duty 
Type A Safety Switch is specifically 
designed and constructed to insure 
safe, dependable performance under 
the most severe operating conditions. 
Features: ‘‘heat-proof" design @ high 
quality, heat resistant materials @¢ duo- 
strength operating hooks @ spring type 
fuse receivers @ quick-change operat- 
ing unit @ available in all needed sizes, 
types and enclosures. 


FOR LIGHT DUTY GENERAL, 
SERVICE 

Designed for low cost circuit discon- 
nect and service entrance applications, 
the Cutler-Hammer 4143 Light Duty 
Type D Safety Switch is widely used 
with heavy lighting, heating and range 
circuits. Features: cartridge type fuse 
receivers @ positive make and quick 
break mechanism @ formed contact 
clip construction @ available in a wide 
range of sizes, types, and enclosures. 
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FOR STANDARD INDUSTRIAL 
SERVICE 

The Cutler-Hammer 4131 Normal Duty 
Type C Safety Switch provides eco- 
nomical circuit disconnect service for 
all standard industrial and commercial 
applications. Features: quick make and 
break mechanism e single break, 
double faced contacts with reinforced 
jaws © wiping-action arc snuffers e 
solderless lugs @ available in a wide 
range of sizes, types, and enclosures. 








FOR LIGHT DUTY A-c SERVICE 
The Cutler-Hammer 4151 Light Duty 
Type D Safety Switch is ideally suited 
for low cost, domestic motor discon- 
nect such as oil burners and power 
tools. The 4151 is unusually compact 
and yet, easily installed and wired. 
Features: toggle operated @ double 
break, butt type silver contacts e 
shock-proof, plug type fuse holders 
© 30 ampere capacity, 120/240 volts 
A-c @ NEMA 1 enclosure. 


FOR LIGHT DUTY 
DISCONNECT SERVICE 

The Cutler-Hammer 4141 Light Duty 
Type D Safety Switch serves as an 
ideal low cost circuit disconnect for all 
light duty, general purpose applica- 
tions. Features: plug type fuse holders 
® positive make and break mechanism 
e Easy-tite screw terminals @ shock- 
proof fuse holders ¢ formed contact 
clip construction ¢ 30 ampere capac- 
ity, 125/250 volts e NEMA 1 and 3 
enclosures. 


aah varvt 
ct 


CUTLER-HAMMER 
SAFETY SWITCHES = 


“ 


51 
AT NO ExTRA © 


For prompt attention to your safety 
switch requirements, see your 
nearby Authorized Cutler-Hammer 
Distributor. Also write today for 
the latest edition of the Cutler- 
Hammer Merchandiser...the 
handy motor control purchasing 
guide. CUTLER-HAMMER Inc., 
1327 St. Paul Avenue, Milwaukee 1, 
Wisconsin, 





ONLY TsB CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


90° ELBOW, 
NON-INSULATED 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


FEMALE HUB 
gee 
Coupling 


patents pending 


THE T&B LINE provides a size range of %” to THE T&B INSULATED LINE complies 
4” in the straight, 45° and 90° angle types... . with all codes: 
woth inevlated and non-newated. The National Electric Code (Paragraph 3736b) 


J.1.C. Standards (Paragraphs 22.1.7 and 22.2.2) 


THE T&B LINE includes combination couplings 
Machine Tool Electrical Standards (Paragraph 22.1.7} 


from 3%” ta 1%”. 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 
and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


+ Sealtight or equivalent 


LOOK FOR THIS SIGN — IT'S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


r 


The complete line of T & B fittings for conductors and a ae THE THOMAS & BETTS co. 


raceways is sold only by recognized electrical wholesalers. INCORPORATED 

It's our way of assuring you the service and savings of a 20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 

friendly local source. Call him for all your electrical needs. THOMAS & BETTS, LTD., MONTREAL, P. Q@., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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DIAMOND PORTABLE CORDS 
in RED-D-Prene’ and BLACK DIAMO 
Portable cords for mill and plg 
signed with tough, oil-resistag 
{Mill Duty) neoprene sheat 
dustrial Red for ready 
durable Black Diamond 


DIAMOND 
Smal! Diameter § 


Flame and moi 
DTW is thermg 
size lets you 
isting cond 
colors. U 


n $ 
a a 
DIAMO 

Cable 
May be 
to building % 
places not s 


Listed by Unde 


DIAMOND DUF’ T 
Thermoplastic insulated 
metallic sheathed cable 
and has excellent resista 
corrosion, fungus, abrasion. 


DIAMOND ABC Armored Bushed Cé 
Flexible steel armored cable ideal 

for general lighting and wiring in no 
proof homes. Two, three or four condu 


DIAMOND RANGE CORD SET 
Diamond three-wire range cord sets are 
36” long. Have rubber molded cap, molded 
on rubber jacketed cable — are complete 
with steel strain relief. UL approved. 


2) 


<P 
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« Wire and Cable 
* a 


3 < 
: AC < 
= 
PS) 
< 

+ 
# 
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nown for Reliability 
Performance and Delivery! 


Diamond Wire Products are accepted as being 
the best in the industry. A continuing program of 
production control, research and product 
development helps maintain this reputation. And when 
your order for a Diamond product comes in 


. the goods go out, promptly and with no delay. 


DIAM ON D 


WIRE AND CABLE COMPANY 


Sycamore, Illinois 
Birmingham, Alabama 





Here are the reasons why... 





Sylvania Fluorescents 
eive your customers 
more light— 


at lower cost than all other brands! 


Superior engineering makes Sylvania fluorescent 


lamps better in many important ways... makes 


every lamp a better tool of production 


to increase your customers’ profits. 


“Lopay , good lighting is more than illu- 
mination ... it 
duction and sales. Sylvania, with this 
important premise always at work, 


it is a basic tool of pro 


offers your customers a complete line 
of modern fluorescent lamps that as 
sures efficient lighting ... prov ides per- 
formance that means maximum service 
from their present fluorescent lighting 
system, and a higher return on their 
investment in the illumination of offices, 


factories or stores. 


Why Sylvania lamps 
are best 

It takes many things to make better 
fluorescent lamps. Chat’s why ordinary 
fluorescents cannot match Sylvania 
lamps for light output, lamp life and 

dollar-for-dollar lighting value. 
Che reason? Sylvania builds many im- 
portant major features into fluorescents. 
Check these many points of superi- 
ority. See for yourself why your cus- 
tomers get more and save more... 
why you make more. Notice, too, that 
Sy Ilvania makes its most important com- 


30 


parisons with other brands . . . not with 


Sylvania products of the past. 


Sylvania fluorescent lamps 
are as much as 14% brighter 


lests in the laboratory and working in- 
stallations demonstrate that Sylvania 
lamps consistently deliver more light. 

Equally important, during the past 
two years, an actual comparison of 
Sylvania fluorescent lamp performance 
with that of other brands shows 
Sylvania to deliver up to as much as 14% 
more light, depending on the lamp type. 

Thus, you get the maximum light you 
expect ... all the light you pay for... 
from the start. 


Sylvania’s greater maintained 
brightness means 7 lamps free 
for every hundred you use 
Sylvania fluorescents maintain their 
greater brightness throughout useful 
life. For example, at 3,000 hours, in a 
single-shift operation, 100 Sylvania 
lamps deliver the light output of about 
107 ordinary fluorescents. In effect, you 


and sales 


get a dividend of light equal to 7 free 
lamps ... more light-per-lamp from the 


power you pay for. 


Sylvania welds all bases... 
eliminates faulty lamp contact 
Sylvania welds the tube-to-base contact 
points in all its fluorescent lamps. Other 

brands use soldered contacts. 

By welding, Sylvania completely 
eliminates the corrosion caused by sol- 
dering. Faulty lamp contact so common 
with ordinary fluorescents is eliminated. 
As a result, Sy lvania fluorescents burn 
brighter far longer . . . save dollars and 
time in lamp maintenance. 


Only Sylvania’s exclusive 
coating process homogenizes 
phosphors for maximum brightness 
Year after year, Sylvania lamps have de- 
livered more light for a far longer time 
than ordinary fluorescents because of 
superior phosphors In fact, only now 
are some other brands being introduced 
with phosphors of a quality which 

Sylvania has long since improved. 
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In addition, Sylvania uses an exclusive 
coating process which more uniformly 
distributes these superior phosphors 
throughout the tube. This unsurpassed 
uniformity is made possible by homog- 
enizing the phosphors—and, in itself, 
contributes a minimum of 3% greater 
brightness over other processes now in 
use. 


Sylvania lamps are 99.9% 
free of performance defects 


Every lamp that leaves the plant is 
subjected to the infallible scrutiny of 








electronic devices that test and inspect 
for every possible flaw. One unit, for 
example, is so critical it can detect, in a 
fraction of a second, a lamp leak that 
would otherwise not become apparent 
until after many months of use. In this 
way you are assured of the highest lamp 
quality and performance. 
Revolutionary VHO— 
first lamp to give 250% as much 
light as a standard tube 

The Sylvania VHO (Very High Out- 


put) lamp represents a major break- 














through in fluorescent lighting. It pro- 
duces 2/2 times the light output w ithout 
changing the size or shape of the tube. 


The high intensity lighting “punch” 
of Sylvania’s VHO offers new lighting 
levels that make it practical for the first 
time to gain the advantages of fluores- 
cent lighting for High Bay installations, 
and for Outdoor illumination. 


VHO lamps cost less to buy —less to 
use, and maintain greater brightness 
throughout life than other types of very 
high intensity fluorescents 





These facts are presented in the interest 
of demonstrating how better lighting is 


possible at a lower cost. . 


. how it con- 


= 
lighting will earn the serious considera- 
tion of every executive or purchasing 
authority you sell... 





and add immeas- 








tributes to increased production and 
working efficiency, and supports the 


urably to your volume and profit. 
Promote the Sylvania line—take ad- 





many factors that reduce operating costs 
to improve your customers’ profits. 





vantage of the extra sales edge it offers. 
And for any assistance or literature, 
call your local Sylvania Representative 
or write us today. 












; We believe this concrete evidence of 
Sylvania’s superiority in fluorescent 


~ Gpanbe. LH 


F. J. Heary, President 


SYLVANIA Lighting Products 


A Division of SYLVANIA ELECTRIC PRODUCTS INC. 





Dept. 8L-2705, 60 Boston Street, Salem, Massachusetts 





In Canada: Syloania Electric (Canada) Ltd., Shell Tower Building, Montreal 
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Sola specialty transformers solve 


line voltage variation problems... 


FOUR product lines 
to stabilize voltage 
for lighting, electrical, 


and electronic equipment 


Constant Wattage Mercury Lamp Transformers are 
rapidly becoming the accepted standard by engineers 
and contractors, for both outdoor and indoor service 
The reasons are superior performance and depend- 
ity The init illustrated at the right is an 
indoor model 

Your customers will like the fact that Sola Constant Wattage 
Mercury Lamp Transformers for indoor use deliver energy to 
lamps constant within approximately +2 in spite of line 

voltage fluctuations as great as +13 
Lamp life is additionally extended due to Sola’s regulated 
current, and wattage input to lamps. This is particularly im 
portant in those hard-to-service, high-bay installations. Also 
outages due to line voltage drops are virtually eliminated since 
primary voltage must drop below 85 volts on a 115v line before 


the lamp extinguishes 


Your customers will also like the fact that the current-limiting 
characteristic of Sola transformers holds starting surge to little 


more than normal value. On new installations this eliminates 
the need for time-delay relays, oversize circuit breakers, and 
heavy wiring. On existing circuits, this same feature permits 


more lamps per circuit. Write to us and ask for the facts. 


Constant Wattage Fluorescent Ballasts for Constant Voltage Transformers for ac regu- Constant Voltage DC Power Supplies fo 
itive t ting of indoo and outdoor lation of ¢€ ectronic and electrical equipment out { l € ge egul 
quiet, cool, full rated lumen Stabilize output voltage within 1 tior I wit! l e input var 
‘ ballast, for which a with line fluctuations up to +15 easy i fluctuating r voltage- 
CBM certifiec to install, no mechanical adjustments, no tive load oO! g or adjustable 
t-start types moving or renewable parts, no tubes ‘ ! tul ompact and reliab 


Sola Electric Co., 4633 W. 16th St., Chicago 50, III., Bishop 2-1414 e Offices in Principal cities @ In Canada, Sola Electri 


SOLA 


be wer $ 


4 = 


MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP BALLASTS 
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ME W! pve 


_ ROYALOK 


TURN PULL (\ 


HEAVY DUTY 


INTERLOCKING 
GRIP CAPS 
AND CONNECTORS 

















stock PVC ROYALOK 


... right for every job! 


Now you don’t have to tie up cash and shelf space 
with attachment caps and connectors of many differ- 
ent materials. Only one... the new PVC’... has ALL 
the qualities necessary to make it serviceable under 
even the most severe conditions. PVC is a full line 
(including standard parallel blade types) of 2-, 3-, 
and 4-wire devices that, because of their unique, 
unbreakable vinyl construction, can replace most 
others and at lower cost than most. 


PVC, and only PVC, combines all these features: 
unbreakable * resistance to acid, oil, and grease 
chip-proof, crack-proof * blades, contacts and ter- 
minals can’t loosen or pull out * dead front caps ° 
one-piece connectors * speedy wiring. 

Don’t wait... order PYVC— TODAY! 


PVC caps and connectors are easier to wire! 
Simple wiring instructions with each unit 
PVC Royalok” fits all standard interlocking devices 





anew highin TURNwPULL devices 


UNBREAKABLE VINYL 


Molded-in construction e Engineered for safety and easier wiring 


Royal rockets ahead with the greatest ad- 
vancement in turn-and-pull interlocking 
caps and connectors — PVC ROYALOK. 
At last, here’s a complete line, for 2-, 3- and 
4-wire applications, 10 and 20 amp. ratings 

. . molded of modern, unbreakable vinyl. 
Like the Royal PVC non-interlocking caps 
and connectors, ROYALOK offers dura- 
bility, strength, safety and ease of wiring 
never before obtainable with old-fashioned 
constructions. 


ALL-VINYL — Cap and connector bodies molded of un- 
breakable vinyl. One-piece construction eliminates eyelets 
and rivets; solid brass blades, double-wipe contacts, and 
terminals are firmly anchored in vinyl by special Royal 
molded-in process. Nothing can work loose or fall out. 


UNBREAKABLE — Solid vinyl bodies can’t crack, chip, 
or break . . . highest impact strength and resistant to 


acid, oil and grease. 


SAFER, BETTER — Modern dead front caps are completely 
BACK-WIRED for positive protection. No dangerous ex- 
posed wires, no fiber washers to take off or lose. All screws 


- terminal and cord-clamp are staked; cannot fall out. 


hey 


—is yours for the asking! 
Write today on company 
letterhead. No obligation, of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 











Pvc ROVYALOK wav TURN PULL 


HEAVY DUTY GRIP CAPS AND CONNECTORS 


DESCRIPTION 


2-WIRE PVC ROYALOK 
Vinyl! Heavy Duty Grip 
TURN-and-PULL DEVICES 
Polarized 
10 amp. — 250 V 
15 amp. — 125 V 


Cord Diameter: 


Min. .250 — Max. .625 


SHIPPING CARTON 
Quantity Weight 


¥ ‘a 
50 8 Ibs. e 
‘4 ‘ 


© 
Cae 
cs 


CAT. NO, PACKED 


CONNECTOR 
No. 207 





3-WIRE PVC ROYALOK 
Vinyl! Heavy Duty Grip 
TURN-and-PULL DEVICES 
Polarized * Grounded 
10 amp. — 250 V 
15 amp. — 125 V 
Cord Diameter: 


Min. .250 — Max. .625 


CONNECTOR 
No. 208 





2-WIRE PVC ROYALOK 
Vinyl Heavy Duty Grip 
TURN-and-PULL DEVICES 
Polarized 
20 amp. — 250 V 
Cord Diameter: 


Min. .250 — Max. .690 


+ 

@ 625 

CAP | — 
Ot 


No. 158 


CONNECTOR 
No. 211 





3-WIRE PVC ROYALOK 
Vinyl! Heavy Duty Grip 
TURN-and-PULL DEVICES 
Polarized * Grounded 
20 amp. — 250 V 
10 amp. — 600 V 
Cord Diameter: 


Min. .250 — Max. .725 


CAP 
No. 157 


Wo.209  ~ i 





4-WIRE PVC ROYALOK 
Vinyl Heavy Duty Grip 
TURN-and-PULL DEVICES 
Grounded 
20 amp. — 250 V 
10 amp. — 600 V 
Cord Diameter: 


Min. .300 — Max. .812 


@. 


Each device indi- 
vidually carded on to inventory 
handy fact tag. identify . . 


Ten-pack cartons . . . easy 
. easy to 


easy to use. 


CAP 
No. 159 


CONNECTOR 


No. 212 
}—2.125—= 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone & Telegraph Corporation 
General offices: Pawtucket, Rhode Island 
Plants in Pawtucket and Woonsocket, Rhode Island 
and Los Angeles, California 


Litho in U.S.A. 





TIMES and TRENDS 





Reacting to the Recession 


The confidence of American business as it faces up to the recession is reassuring. 
Electrical distributoy, in particular, seem to be taking the situation in stride 
(page 38). There have been groans and wails, to be sure—but so far they have 
been surprisingly few. 

Most distributors we have talked to have carefully analyzed their short and 
long-term prospects. They have concluded that the potential is still there and 
that electrical distributing is still a sound business to be in. From this confidence 
has sprung a counterattack on the recession. 

Today, many are harder at work than ever—putting on product shows, partici- 
pating in industry-wide promotions, reorganizing territories for better coverage, 
increasing personalized services. In short, distributors are taking every conceivable 
step to create and build business. 

Naturally, cost-cutting is part of the picture. But it seems to be eclipsed, at least 
temporarily, by sales-creating activities. One reason may be that cutthroat com- 
petition has already trimmed whatever fat existed. 

As we see it, there are two lessons in this recession reaction. First, distributors 
are revealing their maturity and stability. They have busied themselves with 
solutions not screams. This is in contrast to politicians, union leaders, and others 
who seem to be stumbling over one another in their haste to push the panic button. 

Second, the intensity of current sales-creating efforts is more evidence that 
the order-taker label pinned on distributors is an undeserved generalization. Those 
who have been quick to pin it had better take a look around. 


Coming—An Audit and Appraisal 


O wad some power the giftie gie us 
To see oursels as others see us! 

lt wad frae monie a blunder free us, 
An’ foolish notion—ROBERT BURNS 

How does electrical distributing look to someone outside the industry? Where 
does it seem weak? How can it be strengthened? 

An expert’s answers to these questions will appear in the June issue of 
ELECTRICAL WHOLESALING. Under the auspices of EW, Dr. Edwin H. Lewis, of the 
University of Minnesota, has spent two years studying and appraising the market- 
ing of electrical apparatus and supplies. His heavily-documented and down-to- 
earth analysis is certain to arouse great interest in the industry. 

It will also, for the first time, give the industry the benefit of a much-needed 
look by an eminently-qualified outsider. 


What's Your Opinion? 


Varied or uniform cash discounts—which do distributors want from manufac- 
turers? We sampled opinion on this subject earlier this year (EW—Feb. 58, p.43) 
At that time, a clear majority of those queried favored a uniform 2% cash dis- 
count. Since then, this majority has increased (page 6). 

We have deliberately withheld our opinion in this matter. We believe this is a 
case where distributors individually should speak up. For the record, we'll count 
and publish these views. Then what the industry wants won't be a subject for 
speculation or debate; it will be a clear-cut set of statistics with a majority opinion 

What about you? Have you made your opinion count? If not, write to us on your 
letterhead or fill out the “short form” on page 6. 


neler —— 








“SLIDE” ... “leveling off” ... 
“readjustment” . . . or outright 
“recession.” These are some of 
the names used to describe the 
nation’s general economic down- 
turn. 

No matter what you call it, the 
slump has affected almost every- 
one—electrical distributors _ and 
their salesmen included. 

For the past two months, EW’s 
editors have been running down 
facts on the recession from the 
distributor's angle. The purpose: 
to bring you this 12-page special 
roundup on_ what electrical 
wholesalers are doing as individ- 
uals and as members of the elec- 
trical industry in the face of 
slipping sales. 

You'll find that they’re fighting 
back with constructive ideas and 
planning for the end of the re- 
cession and the start of a new 
era of selling in this growth indus- 
try. 

Here’s what’s in the report: 

e How Distributors Are 
Attacking the Downturn—page 
38. 

e How Salesmen Are At- 
tacking the Downturn—page 40. 

e Teaming to Push Power- 
Up—page 41. 

@ Sponsoring a Business 
Enthusiasm Show—page 42. 

e Revamping Operations— 
Outside and In—page 44. 

e Cutting Costs . . . What 
fo Do If You Can’t—page 48. 





LECTRICAL DISTRIBUTORS 

and their salesmen haven't been 

sitting on their hands in the face 
of the business downturn. 

They've been hurt sales-wise, but 
have bounced back with intelligent 
and positive counter-measures de- 
signed with an eye to preparedness 
for the end of the slide and the 
beginning of a new era of electrical 
growth needs 

That’s the consensus of answers to 
EW’s end-of-March mail, phone, and 
news bureau survey of electrical 
wholesalers and salesmen in the na- 
tion’s key trading areas. 

Here are the detailed results of the 
distributor survey: 


How Badly Has the Recession 
Affected Business? 


Few of the answering wholesalers 
doubted that the recession had hurt 
sales. Estimates ranged from down 
5% to down 25% for the first three 
months of 1958 

But most were optimistic about the 
long-range °58 outlook. Said one De- 
troit distributor, “We operated at a 
great loss in the first 90 days of 1958 
‘ we were very much in the red 
in Our greatest business setback for 
many years. But most of our trouble 
is back of us. Even now, we're over 
the hump and March was an im- 
proved sales month. A turning point 
has been reached .. .” 

From Atlanta, came these com- 
ments, “Even though our operating 
results are anything but satisfactory 
right now, we are optimistic about the 
future . ” and “. .. our sales are 
off, but we figure that if the minute 
a fire starts you pour on more fuel, 
you'll only make a bigger fire. » 

A Dallas wholesaler said, “Our busi- 
ness was off in January and February 
but March sales have increased to 
about even with last year. We're 
watching for a healthy last half.” 


Weather—or Not? 


Some distributors weren't quite sure 
whether the recession was responsible 
for their declining sales. Construc- 
tion-cutting weather, they felt, was 
the culprit. 

Reasoned a California wholesaler: 
“1 think the most telling factor has 
been an excess of wet weather. Build- 
ers say they have more plans ready 


to go than they can take care of. 
We'll see a pick-up shortly when the 
weather gets drier.” 

From Columbus, O.: “Unless build- 
ers change their minds on plans al- 
ready in electrical contractors’ hands 

we're not worried; we're just wait- 
ing for decent weather.” 


By Any Other Name... 


Some distributors were skeptical 
about terming the slide “a recession 
From Michigan: “This situation is 
more or less status quo . the gen- 
eral business picture is nothing out of 
the ordinary.” 

“I don’t even know that there is 
a recession,” reported a West Coast 
wholesaler, maybe it’s just a 
natural leveling off. After all, busi- 
ness can’t go on getting better and 
better forever.” 

From Ft. Worth: “There has been 
very little change in our business due 
to the recession—if you want to call 
it that. Our sales have increased over 
last year’s (first three months) and 
our gross and profits are up.” 

So there you have it. Most of those 
surveyed felt that something—call it 
“recession” or not—has hurt business 


What Are They Doing About It? 


EW’s survey found that distributor 
management has reacted to the down- 
turn in fight-back fashion. 

Most of the countersteps are posi- 
tive—based on the belief that the 
slide is a temporary problem and that 
wholesalers must plan ahead. 

Perhaps that’s why a surprising 
number have hired—or intend to hire 
—additional salesmen. Of all those 
answering, only one reported not 
replacing a salesman who had left 
in February. That was the closest 
thing to a sales personnel cut that 
the survey developed. 

A southern California distributor 
put it this way: “We've just added 
two new salesmen. Why? Because 
when this recession is over, these men 
will be fully trained and ready to in- 
crease the number of accounts we 
sell, step up the number of calls we 
make on each account and help us 
to broaden our base of operations.” 

Said a Midwest wholesaler: 
“We've added two outside salesmen 

and we're trying to reorganize 
territories to get better coverage.” 


ELECTRICAL WHOLESALING—May, 1958 





ELECTRICAL 
dale) (-t-t- li lars! 


Attacking the Downturn 


Harder Selling 


Besides adding to—or at least not 
cutting 
have generally stepped up sales activ- 
ities to keep pace with an 
ingly competitive market. 

These bounce-back | selling 
have taken a variety of forms, all the 
way from pep-talks to planned pre- 
scriptions for ailing quotas 

Reported a Chicago firm: “We're 
beginning to hold more sales meet- 
ings. Our idea is to impress salesmen 
with the importance of helping cus 
tomers with their problems 
Right now, you've got to work closely 
with the contractor 
only with problems but to stress that 
he has to try to make more 

Said another Windy City distribu- 
tor: “Our salesmen are knocking on 
more doors these days, trying for the 
business we passed up in the past. It’s 
surprising the business you can pick 
up this way. It means future orders, 


their sales forces, distributors 
increas- 


ideas 


more 
especially, not 


sales.’ 


too.” 

And from Dallas 
keener, so we're going 
tomers spending more time doing 
it, but also getting salesmen potential 
conscious.” 

“We're becoming more flexible and 
more competitive,” says a Far West 
wholesaler, and it’s a fight to 
hold on to the volume we have. We’re 
urging our salesmen to sell up and 
it doesn’t take much urging. Cus- 
tomers who used to have two ol 
three houses a week call on them, 
now have two or three houses a day 
calling.” 


“Competition’s 


after new cus- 


Service Cuts Few 


Not many of the answering dis- 
tributors indicated they were curtail- 
ing customer services as a Cost-cutting 
method. 

One who did, said, “We put a $10 
minimum on delivered orders—but 
we're reconsidering. Customers can 
see your side of it until they're 
squeezed. That’s what’s making us 
think twice.” 

To most, service has become more 
important as a weapon for improving 
competitive position. 

Said a Southern distributor, “Let’s 
face it. If we offered any more serv- 
ice, we'd be turning inside out. BUT, 
with volume down, you 
more attention to order.” 


can give 


every 


are echoed by a 
who 
service? No 


sentiments 
wholesaler 
customer 


These 
Southwestern 
‘Us—curtail 
sir! If anything, maybe we're more 
accommodating than ever i 


said: 


Where Are Costs Being Cut? 


Apparently, operating expenses are 
being trimmed in the logical and least 
painful places by 


tors 


electrical distribu- 
Survey answers point up that where 
bottlenecks dwindling 
volume has dictated 
natural 
Almost every 
in EW’s survey 
kind of buying, 
Atlanta 


overhead, we are 


once existed, 
permitted—or 
shaving of expenditures 
answering 
reported the tightest 
for example. Said an 
firm: “In attempting to cut 
purchasing with 
more than usual caution, being par- 
ticularly careful to cut any heavy 
spots We've 
overtime.” 

An Ohio ‘We're 
buying 25% tighter on individual pur- 
chases and buying more often to keep 
inventory down. Warehouse and office 
work has dwindled with the slack in 
volume and we plan reductions in the 
staffs.” 

‘We're down to 25 employees from 
our peak of 30,” said a New England 
wholesaler. “The cuts have been made 
gradually in the office and shipping 
departments.” 

From the Midwest 
viewing our office set-up with an eye 
to getting a good machine bookkeep- 
ing and billing system. With sales off, 
we've had to trim our clerical staff.” 

“We're getting more work done 
with fewer people,” said a California 
distributor. “The aim is at improved 
efficiency in the office and warehouse. 
For example, we just bought a fork- 
lift and have rearranged the ware- 
house so that one man can do the 
work of three in handling large wire 
cuts. We're also watching light and 
telephone bills more closely than we 
used to.” 

An Oregon wholesaler summarized 
the general feeling of those reporting 
on expense-trimming when he said, 
“We're reducing inventories a bit and 
cutting where possible, but 
there’s only one right way to operate 
no matter how business conditions are 
and that’s full speed ahead on all your 
functions.” 


wholesale! 


eliminated warehouse 


said 


distributor 


“We're re- 


costs 


Price Not the Answer 


Answering distributors were unan 
imous about price cutting as definitely 
not a solution to the downturn. They 
agreed there might be a softening in 
spots but felt that most other whole 
salers sensible enough to see 
that the downturn called for 


sales 


were 
positive 
creating steps not suicidal 
price-trimming 
‘Of course competition 
West Coast 
but don’t hold 
we break from 
- stock at 
full-gross-profit policy 
“Rather than cut take on 
cheaper lines,” reported a Texas firm, 
we are intensifying sales pro- 
retain 
more 


squeezes, 
manage! 

breath till 
no-item 

than 10° 


said a sales 
your 
away oul 
out - of - less 


price OF 


motion to 
We think 


and more new product shows 


customer goodwill 


calls, more service 
are the 
inswer 

And Seattle If we had to 
depend on price cutting we'd get out 
of the Sure, were competi- 
tive, but motto is: ‘Don’t just 
meet competition—MAKE it!" We 
hold sales meetings with dealers and 
city in the terri- 
tory, collecting about 12 to 20 for 
dinner meeting. Then 
them a education on 
profitable items. Takes a while to feel 
the effect but it’s the out.” 

“Keeping customers interested in 
doing business with us—that’s our 
main interest,” said a Chicago distrib- 
utor. “A real salesman uses his brains 
and personality—not an extra-sharp 


irom 


business 


our 


contractors in each 
an evening Or 
we giv e sales 


way 


pencil. 


Many Counter-Steps 


Distributors surveyed reported 
many other measures they are taking 
to offset the downturn. They're polic- 
ing credit and collections, stepping up 
operating efficiency, promoting 
through advertising and direct mail, 
cultivating the smaller bread-and-but- 
ter accounts and planning ahead con- 
structively. 

All agree on one thing: the down- 
turn hasn’t obscured their vision of 
the potential present and future mar- 
ket nor of their important role in 
serving it. The recession has only 
stiffened _ their determination to 
sharpen their performance as_ the 
spearhead for the sale of electrical 
products in our nation’s economy 


Turn page for how salesmen are attacking the downturn 
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What Salesmen Are Doing .. . 


“I am trying to do two things to assure myself of 
available sales : 

1) With the business decline, customers more than 
ever are planning wiring methods the most practical way 
possible. Taking advantage of this situation, I have at 
my disposal many items that would meet their demand. 
For example, showing items such as new compression 
tools, lugs, and connectors whose cost comparison with 
other mechanical means demand attention. Bus duct and 
trolley duct also afford emphasis for economical wiring. 
Now we can really show the savings that can be had with 
mercury vapor as a lighting source. Showing and talking 
money savers has become my by-word. _ 

2) With the business slump the prospective buyer is 
very cautious before he places any order. Once I have 
knowledge of this potential I make it my business to 
call personally with literature, prices, manufacturers’ 
reps, time and time again until I become automatically 
part of the order 

“The outlined procedure, I realize, should be carried 
out even through boom eras. But I consider these two 
practices the most important service a salesman can offer 
in these times 

Gerald Carroll 
Griffith Electric Supply Co 
Trenton, New Jersey 


* 


H. R. Everard 
Electric Supply Co 
New Orleans, La 


“More calls where traffic will bear .. . 


‘Less mark up, resulting in less profit but moving 
old stock. More competitive bidding. Selling up on 
better quality merchandise. Easing off on strict credit, 
which has resulted in additional sales. More foot work 
by outside salesmen.” 

Luther Brown 
Dorman Electric Supply Co 
Baltimore, Maryland 


“More sample selling . . . developing new accounts 
(small retail outlets) . . . taking a refresher course in 
electricity . . working closer with architects, getting 
our material specified. Trying to call on at least one 
extra account per day.” 

R. W. Holman 
Osborne Electric Supply 
Las Vegas, Nevada 


“Il am making more quotations, giving more time to 
assisting in job lay-outs, etc., and also delivering some 
merchandise sold to the customer in my auto. (Especially 
if the customer needs it in a hurry.) And last, but I 
think most important of all, I stress optimism and con- 
fidence in the future. | tell him about the good jobs 
coming up and point out any encouraging signs of the 
local economy and demonstrate any new improvements 
in our equipment and new items. In other words—Keep 
smiling,” and make yourself useful 

P.S. You know, during the past four or five years 
business has been pretty terrific and I’ve found that | 


40 


was skipping a number of smaller buyers, in favor of a 

picked, chosen group of the ‘big operators.’ Now tha! 

business is down somewhat, | find that am getting 

reacquainted with some of my old friends and getting 
some additional business, too "i 

A. D. Kinsley 

Phoenix Electric Supply Co. 

Phoenix, Arizona 


“More calls per day—plus lining up new accounts, 
which I never could get around to, when business was 
real good .. .” 

Robert Hoebbe! 
Johnson Eleciric Supply Co. 
Cincinnati, Ohio 


“Spending more time with each account. Selling a 
little harder. Checking new accounts closely. Watching 
engineer's offices more closely.” 

J. R. Hitchcock 
Gulf Coast Electric Supply Co. 
Houston, Texas 


“My sales dipped at the end of 1957. Since then I 
have followed these steps, and I am happy to report that 
my sales have increased over that of early 1957: 

“Step 1. The real problem has been private industry 
hurt by the present downtrend in business. I do not 
encourage my industrial accounts to over-buy or over- 
stock. However, I do encourage them to put their ma- 
chinery and equipment in top condition now—to check 
for hazards, overloaded equipment, and ways to increase 
production. 

“I am convinced that when things break, the companies 
that are tooled up and in perfect condition will get 
the jump on everyone else. This will show increased sales 
for them and the electrical wholesale salesman as well. 

*. . . now is the time for salesmen to look out after 
the customers before they do themselves. 

“Step 2. Putting more time into increasing my O.E.M. 
business. This has helped me steady my sales during the 
present slump. 

“Step 3. More money has been poured into the United 
States government and its subcontractors. At present this 
is where the sales potential is and will be for some time 


to come... 
Jack Buse 
Barrett Electric Supply Co. 
St. Louis, Missourt 


“Spending more time working with customers—trying 
to sell service rather than price. I am also picking some 
special item from stock each week as a door opener .. .” 

Vv. L. Gross 
Nunn Electric Supply Co. 
Amarillo, Texas 


“I have tried to work harder with each individual 

customer and help him with his problems. 
“I also have tried to make more calls yet not make 
Continued on page 63 
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The Sponsors* .. . 


the Show. They’re .. . 


Teaming to Push Power-Up 


OOPERATION 
tributors, a 


enabled two dis- 
manufacturer and a 
utility to get the “electromation” 
message across to more than 900 Bal- 
timore area key industrial guests via a 
90-minute “Power-Up” road show. 
Key officials of Westinghouse, Tri- 
state Electrical Supply, WESCO and 
Baltimore Gas and Electric arranged 
the show, held April 8 


“Rehearsal” 
n late February 


e Plenty of 
tions beg in 
the 


contractors 


Prepara- 
Each of 
ol 


electricians 


sponsors contributed names 
engineers, 
This built 

about 2,400 names 

The week of March | 
mailing piece went out. It 
tential to the 


spelled out their stake 


and buyers 


ol 


mailing list 


0, the 


alerted | 


first 
1%) 
guests coming show 
the dollar 
benefits of electrical modernization 
An official 
two “theater 
of March 
week 


in 


invitation 
tickets 
17 


before 


containing 


went out the 


week 


\ the performan 


And Some Audience Reaction... 


George W. Coleman, foreman 
and electricity, 
“I really enjoyed the show 


power 
American Standard: 
W ish 


pe wel 


my 
boss was here to get a few 
of lite. It's tough to get 


the long-run savings to top brass 


up 


facts 


across 
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J. Harold Cornelius, v.p., Brown & 
Heim, Inc., industrial contractors and 
engineers: “It 

this they'd 


headaches late! 


more industrial people 


saw listen to us and save 


it would help us sell 


better pment for more efficiency 
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L. A. Woolley Inc. believes that when there's a need for 


mo’ business, there's no business like show business to get 


OLD—Specia!l feature at 
electrical 


cluded 


it. That's why last month found them... 


exhibit, 
lection of com 
equipment pre 
; identified 


Old Timers 


Sponsoring a Business 


HEN it’s time for stimulating 
sales, L. A. Woolley, Inc., be- 
lieves in going all-out. And the 
Buffalo, N. Y. firm’s April “Electrical 
Industrial Show” was just the kind of 
enthusiastic effort that produced such 
comments as “informative,” “surpris- 
ing,” and “best of its kind I’ve seen.” 
Tucked tidily the substantial 
accommodations of the show room in 
Buffalo’s Hotel Statler-Hilton were the 
show manufacturers, 
who played host to 600 of this dis 
tributor’s the 


into 


booths of 30 
customers during 
nights of the show's run 

e Enthusiasm Generated 
within the framework of 
talk from 


verbal interchanges 


two 


Pep talks 
a bigger pep 
and easy 
Woolley 


their 


resulted the free 
between 
salesmen and 


Enthusiasm 


officers and VISI- 
not 


circult 


tors was generated 
only 


breaker 


over a new type of 


just as much likely grew out 


42 


Enthusiasm Show 


of the elbow-to-elbow buffet dinner 
served to all who attended 

e Anti-Recession Step?—-Was the 
show an anti-recession step? “Not en 
tirely,” said the firm’s vice president 
John Woolley 
out, “it 
by our 


“Actually,” he pointed 
was conceived two 
manager, John 


*‘But—“But,” 


years ago 


Wells.” 


said 


sales 
e Important 
Woolley, “it’s safe to say the recession 
the actuating force. It definitely 
accelerated our plans and made right 
the time to hold it 
“Regardless of the importance of 
the recession in our holding it at this 
had one 
a better share 


There are many people 


Was 


how Imperative 


time,” he added, “we only 
specific purpose: to get 
of the business 
with for 


been business 


who 


we've doing 
don't 


this 


years know we carry cer- 


tain lines they for 


themselves 
e Manufacturers 


Way can see 


Cooperate—V ital 


was the 
manufacturers. Wool- 
of his major suppliers, 
cooperation, 


to the success of the show 
cooperation of 
ley wrote to 32 
and as- 
sured them that they would be charged 
nothing. Only two out of 32 declined 
e And So Do Customers—Likewise 
cooperative were this distributor’s cus- 
tomers. Woolley 
turn on the 1,000 invitations he mailed 
out 


asked for their 


reported a 60% re 


was scheduled 
ilso included space 
on the return card so that they might 
check which night planned to 
attend 
Among 
other distributors 
town. Said summarizing 
show: “I'd heard a lot 
looked forward to it, 
appointed 
Similarly 


Because the show 
tor two nights, he 


they 


those in attendance were 
several from out of 
the 
about it, I'd 
and I’m not dis- 
I'm glad I came.” 

comments 


other show- 


one, in 


enthusiastic 


were forthcoming from 
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NEW—Clusters 
equipment wa 
maintenance f 
Woolle 


remer 
y (second trom 


at manufacturer t t 


look 


said 


goers. “I got a at a circuit 
breaker tonight,” an electrical 
inspector, “that I was very impressed 
with. It can be locked in an open po 
sition with a padlock so it would be 
especially good around gas pumps, as 
an added safety measure. There were 
other things at the show that I liked,” 
“but it would have been 
worth coming for this alone.” 

A purchasing agent for an indus 
trial concern expressed a more gen- 
eral appreciation. “I came as a mat- 
ter of education,” he said. “It wasn’t 


he added, 


BEFORE 


uncomm 


scenes like 
W 


show t underway 


He ce president olley 
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comm ght at 
Ww was attended by 
nitects, ultant 


ht | ung ver with 


ne were n 
ndustrial purcha 


and 


Sh 
ntractors 


gr f 


for public relations or camaraderie 
as a matter of fact, I make it a policy 
not even to go to lunch with anyone 
But here I learned something. I had 
not realized they carried certain lines 
that will certainly be of use to me 
either now or in the future. Probably 
weeks or even months afterward, I'll 
need something and remember that I 
saw it at this show.” 

A contractor reported the show had 
helped him solve a particularly irk- 
some problem. “I new methods 
here for splicing and ‘bug- 


Saw 


and tools 


thi were not 


(right) turns tal 


ing agent 
other 


manutacturer 


+ 


t ths where 
plant engineer 
Here, John 


ntat 


distributors. 


turer repr 
ture é 
) j f 


ve 


: rs, something we've 

with in the past. 
This is just what we need to take care 
of that problem. That’s one 
I'd say the show was well worth while.” 
e Time Will Tell—Woolley antici 
will be some time before he 
the show’s results, but is 
its value as a sales-creating 
“If the interest here was 
indicative,” he said, “we can look for 


no re- 


ping wire ineck 


LO 


always had trouble 


reason 


pates it 
can evaluate 
of 
stimulant 


certain 


increased sales—recession or 


cession and we hope to see this sales 


increase soon 


like 


ifacturer 


ked more thie 
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Despite unfavorable economic conditions, 


Dauphin Electric officials have refused to 


become pessimistic. To meet the situa- 


tion realistically, here is how they began... 


Revam 


NREALISTIC attitudes may 

sometimes prove dangerous. At 

least that’s what officials at 
Dauphin Electrical Supplies Co. have 
found. 

When economic conditions began to 
affect at the Harrisburg, Pa 
firm several months ago, President 
A. J. Musser and Sales Manager 
Hare take 
immediately continue on a 
And their new 


is based on an Over 


business 


George decidea to action 
and not 
“wait-and-see” basis 
program, which 
already re 
volume 


Dau- 


all reorganization, has 
sulted in an 
and efficient 
phin’s sales territory 

Take this last phase, for example 
Dauphin salesmen in 
about 20 Pennsylvania 


increase in sales 


more coverage of 


travels nine 
counties in 
Of these salesmen, two specialized in 
although they 


in apparatus and sup- 


appliance sales, were 


often involved 
plies selling 
In mapping a chart of Dauphin’s 
Hare found that many of 
the territories overlapped that often, 
customers 


sales area 


were calling on 


were his ap- 


a&S men 


in the same towns as 


pliance salesmen 
“This that 
we were duplicating our efforts,” the 
“Our thinking 
why spend time and money 
than 


the same locality when one can do the 


was a clear indication 


sales manage! Says 


was this 


sending more one salesman to 


yoo 


iob of both in a given area 
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Electric to assist 
Manager George 
Palmer, wt ire 


e Territorial Changes—TIo offset this 
situation, Hare began reassigning ter- 
The two appliance men were 


placed in areas predominant in appli 


ritories 


ance sales. The other salesmen, al- 
though stressing supplies selling, now 
cover the appliance customers left 
available when the reorganization was 
made 

Now, no one person travels in the 
same area, which has reduced duplica- 


tion of efforts and costs drastically 

“Our main purpose along this line 
of thinking,” “was to cut 
while there still time. We 
knew that if we didn’t, we would have 
to make personnel 


changes later on in order to meet the 


Hare adds, 
costs was 


some drastic 


economic situation 

To assist in revising the entire sales 
program, a consultant 
firm was called in to study the situa- 
tion and help make revisions. Work- 
ing closely with Hare, the consultants 


management 


suggested a self-managed sales pro- 
gram, which has been put into effect 

The program is comprised of six 
major steps: 
1A 


will 


which each sales- 
management 


himself that he ts calling upon active 


system by 


man assure and 


accounts and prospects as frequently 


as business justifies 


2. The establishment by the sales 


man of a systematic use of his time 


and travel to reduce costs while im 


MANAGEMENT CONSULTANT 


Hare 
checking pre r é territory 


called in by Dauphin 
sale r F » program. With Sales 
rig e Char NM. Hall and Frank L 


£ VV 


ping Operations 


proving time spent with the customer 
3. The 
travel 
4, The 
an exception to 
example, the 
from the 


reduction of duplicated 


that there 1s 
principle. For 
salesman must be free 
established trip 


plan if he feels the need 


recogniticn 


every 


to deviate 
5. All accounts and prospects must 
be analyzed to determine the need 
for personal calls as against the use 
of the telephone by an inside man. 
6. The 
that all 


being serviced 


assurance to management 


accounts and prospects are 
as their business justi- 
fies 
Each 
required to list the names of all his 


prospects on 


salesman at Dauphin is now 


active accounts and 


cards also in- 


classification 


cards These 


3x5-in 


clude the address and 
of the customer 

kept up to date 
deletions. All 


master list 


These lists are 


by additions o1 cor- 
rections are made on a 
and 

“The 
count 


always 


mailing list 
total sales made to each ac- 
during the preceding 
recorded oun the 


year is 
card,” Hare 
salesman in- 
will make calls 


says. “In addition, each 
often he 
prospect, the ac- 
tual date of each call and the amount 
of the sale, if any 

Each 


riod of 50 weeks. Hare emphasizes that 


dicates how 


on the customer o 
salesman's file 


covers a pe- 


ELECTRICAL WHOLESALING—May, 1958 








As a scientific approach to a 


his entire sales area 


Figures were broken down for 
to the total 
and the number of 

Hare found the 
example, the salesman listed in 
the shown 
The 


Because of 


number of active 
towns he 


situation 


chart 1s 
salesman, 626 


this situation, 


second 


Hare that before 


says 


our desire to remove a lot of 





each 


accounts, 


quite 
the 


to have 175 


territorial 
being reviewed thoroughly and will be reassigned to 
balance the weight for each salesman 

reassignments 


ever, some are suspects rather than prospects 


dead 


Dauphin Starts With Chart to Review Sales Territory 


review ol 


counts, Hare devised a working board (right) ol 


Pins were spotted in each area where salesmen 
travel, showing a total of 286 towns being covered 


salesman as 


prospects 


serves. 


unrealistic. For 
first column of 
active accounts. 


coverage IS 


are made, 


a complete review of customers will be made 
“Actually, we have about 6,000 accounts 


How- 
It is 
wood.” 


ss : 
—" 4 a to 335 Qe ++ 
ee ae ae ae ae 
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Outside and In 


through constant use of the file and 
complete adherence to the set-up, 
salesmen can self-manage their 
efforts. 


own 


e Future Preparation—‘This is pos- 
sible because the salesman has a ready 
reference of where he has been and 
just where he wants to go in making 
sales,” the official “For in- 
stance, we work on the assumption 
that an outside man can make approxi- 
mately 2,450 year. By 
determining what his sales for eact 
customer have been in the past, he 
can make plans for the future. 


States 


calls each 


“He knows where he can make sales 
without effort and where he will 
have to work hard to sell. In a 
sense, he sets a plan of selling for 
each customer, and even plan 
from his file just how much money he 
wants to make in total 
profit and commissions.” 


can 


sales, gross 


Each 
the 


e Monthly Conferences Held 
month, Musser and Hare review 
accomplishment of each salesman 
The number of and amount of 
sales are noted; pending business and 
special situations discussed, as 
are any adverse conditions within or 
outside the firm which might affect 
present or future sales or business 
relations with customers. 


calls 


are 


In addition, recommendations 
made to management concerning re- 
assignment and disposition of 


are 


ac- 
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counts and 

“We are constantly 
sales personnel may be calling on the 
wrong people,” Hare “That is 
why monthly about 
our Customers and prospects are im- 
portant. As far as the card file system 
constant 


good prospects. 


aware that our 


Says 


these discussions 


is concerned, it 
and instant check on the present and 
potential the custome! 
and a check on the salesman is 
handling the account.” 


gives US a 


business of 


how 


In attempting to find new and ad- 
ditional business in the building in- 
dustry, Hare checked with local utility 
Officials to obtain the names of all 
builders in the surrounding area. 


When he had obtained the names 
and locations, he made calls on these 
builders in order to see which electri- 
cal contractors were involved in in- 
Stallations. With these names, he as- 
certained which were active customers 
for Dauphin and which were pros- 
who for 


pects could be called on 


future business 

e Shipment Schedules Available—As 
far as shipment is concerned, Hare 
keeps close tabs on where and when 
deliveries will be made. 

Most deliveries are made by Dau- 
phin’s own trucks. In his office, the 
sales manager has posted a chart in- 
dicating the exact day deliveries will 
be made to a specific area. 


“Our trucks are in a specific area 


By Robert S. 


week,” 


custom- 


the time or times each 
Hare explains “Most of 
ers know exactly when to expect de 


they and 


same 
oul 
livery. However, if call us 
ask when a delivery 
we can check the chart to give them 


answel 


will be made, 
an immediate 

“One thing is certain: our custom- 
the important factor to 
business. Particularly in 


are attempting to do every- 


er 1S most 


our these 
times, we 
thing to keep him satisfied.” 
e Adheres to Own Thinking—Hare 
refuses to let the present economic 
situation him. He 
maintain an _ unrealistic 
“do nothing.” 

“Changes have to be made to meet 
the 


doing 


upset refuses to 


attitude of 


we're 


our sales 


situation,” he “and 
them in 
program 

“First of all, it’s our plan to ignore 
trends and We 
realize the trends are present, but we 
them influence us to 
where falls 


Says, 


revamping 


outside influences 
refuse to let 
the 
considerably 

‘We think for 
and plan our own type of program to 
with the 


pessimistic and allowed every outside 


point our volume 


have to ourselves 


cope situation. If we were 
then we wouldn't 
With 


noticed a 


trend to depress us 
be in long 
new program, we have 
healthy improvement, 
to keep it that way 


business very Our 


and we intend 


Turn page for inside solutions 
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Revamping Operations (cont.) 





Inside, New 


QUESTIONS concerning « 
Hare at 


were able t 


cussed with 


’ le 
Df 3} 


HERI are tew bette 
make changes within an organiza- 


tion than to obtain suggestions from 


ways to 


employees themselves 

And that is just what management at 
Dauphin Electrical Supplies Co. did 

“At the outset of this recession we 
were that kind of 

both outside and inside—had to be 
taken to stem the economic drop fot 
us,” Hare explains. “What we wanted 
many ideas for 
That’s 
all sales personnel with 


aware some steps 


were as solutions as 


possible when we called a 
meeting of 
management.” 

e A True Picture—At this meeting, 
management presented a realistic pic- 
ture of the situation and 
explained that changes in the operat- 
firm had to be 


more serious steps 


economic 


ing structure of the 
made fast 
involving personnel were required. 
After the overall situation was ex- 
plained to Hare divided 
them into permanent groups of five 
He then requested that they hold pe- 
riodic meetings and try to make con- 
Structive answers to management- 
posed questions (see opposite page). 
“In each discussion group, we tried 
to include a cross-section of 
our personnel,” Hare says. “In other 
words, we did not want similar sales 
personnel meeting together. We were 
trying to aim for a high point in the 


before 


personnel, 


good 
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nNpany reorganization 


meeting 


Solutions Were Sought 


In an attempt to work out 
solutions for better operations 
inside the supply house, 

Hare asked for suggestions 
from all personnel. 


After an entire staff meeting, 
personnel were broken 

down into groups of 

five. From problems posed 
came these suggestions. 


pr 


of inside per 
> many suggest ns f i]s 


Ogran 


stimulation of thought by having per- 
sonnel work at different jobs 
comprise each group.” 

e Ideas Valuable—Suggestions were 
made quickly—and still are being 
made. Some of the suggestions ranged 
from a request that cross reference in- 
made available at the 
assistants field 
“any- 


who 


formation be 
counter, to sales 
salesmen, to such statements as 


and 


one entering the front door is the best 
guy in the world.” 


As suggestions are received from 
the various groups, they are typed; 
copies are then distributed to all 
personnel 

“All the suggestions 
good,” Hare says. “Some 
adopted and others are 
consideration. Any 
employee is valuable.” 

In addition to obtaining suggestions 
from employees, Dauphin Electric has 
seen the need to increase the selling 


have been 
have been 
still under 


idea from an 


interest of the contractor and dealer. 
e Emphasize Meetings—Because of 
this, dealer and contractor meetings 
are being held at the firm once each 
month. 

“We are attempting to plan our 
meetings around subjects that are 
strong enough to command the in- 
terest of our customers,” the 
manager states. “It would be 
for us to hold sessions just for the 


sales 


useless 


purpose of having meetings 

“Our main here is to in- 
terest the customer by telling him 
what he needs to know in selling up.” 

Other programs designed to stimu- 
late sales involve more complete direct 
mailings to customers to make them 
aware of what Dauphin has to offer, 
participation in local 


purpose 


and a greater 


trade shows 
e Complete Acceptance Among 
other things, Hare is pleased with the 
way Dauphin personnel have accepted 
the changes. 

“They have felt the necessity of 
the many changes we have been bring- 
ing about,” he explains, “and are 
cooperating with management to 
make the program a success.” 

As for the overall program, Hare 
says that the results of it show an 
upward swing for volume. Figures for 
March, he says, showed gratifying 
results. About 90% of the goal for 
volume set in March obtained. 

“We know that much of the present 
situation is factors over 
which we have no control,” Hare says 
“The only thing we have to be sure of 
rendering is service to our customer, 
which will help offset demand and cut 
prices. We are striving to be more 
efficient by cutting But this 
will also help to increase our service 


to customers.” 


Was 


caused by 


costs 
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How’ can’ field salesman’s efforts be made more productive? 


Possibility of too much time spent with too few accounts 

Sales assistants to meet accounts. 

Credit manager to meet accounts 

Allied selling 

Confidence in associates (outside men are not order-takers ) 
Outside man to have preference when in store 

Outside man to pass more information on to assistants 

Anyone entering the front door is best guy in the world 

Lessening of back orders. (Salesman has to explain away B.O. before taking new items 
Better follow-up of back orders 

Sales assistants to call all active accounts once during 30 day period 
Sales meetings to deal more with psychology of selling 


What can be done to increase sales and better service 
to our contractor accounts? 


Suggestive selling: samples 

a. Operating type 

b. New item on each call 

c. Know your product, comparison, etc 

Contractor-dealer meeting; new product discussion and old product review, approximately 
every two months 

Card or catalog digest, showing manufacturers’ names and products of the manufacturers we 
carry. 

Salesmen should make more calls on the smaller accounts and spend less time on the larger 
ones (fewer calls) which would result in a greater number of calls per day and new accounts 
each week (plumbing and heating accounts) 

Suggest salesmen join electrical associations in their territory 

Broader selection of products in a few lines now carried 


What can be done to increase the doilar volume of each 
sale made, whether by an outside or inside salesman? 


Sell related items. Get your customer taiking 

Sell impulse specials 

Displays 

Salesmen carry samples 

Carry larger stocks of related items 

Cross reference information available at counter, sales assistants, stock control, field salesmen 
Continuous school stressing the application of products we handle 

Correlate with national advertising, special promotions, purchasing, mailing, samples, countet 
display, concentrated sales effort 

Minimum billing; consensus of opinion if no minimum billings 


How can we get more dealers and contractors buying from us? 


Prospect lists 

Builders—yellow pages 

Use mailing by salesman 

Use samples of our services, such as lighting submission folder, etc 

Field men would have more time for calls if they didn’t price orders. This wou 
earlier mailing which would correct the problems caused by late receipt 

Less duplication of manufacturers—to concentrate on one line 











May, 1958—ELECTRICAL WHOLESALING 





HE SMALL DISTRIBUTOR has 
to do something other than cut 
costs to maintain his profit posi- 
when there is a 20-25% area- 
wide drop in volume, says Tom Sa- 
vasta, president, Savasta Electric Sup- 
ply Co., San Carlos, Calif. 

Cutting the 
IS not practical to cut expenses 
further than 


wholesaler 


tion 


costs 1S answer be- 


not 
cause it 


much the point which 


a small has reached long 
ago to stay competitive, he points out 


Savasta’s is a six-year old suburban 
one-house independent located in the 
San Francisco-Oakland 
branches of the national 


the neighbor hood of 


shadow ol the 
chains and 
the branches 
several mult 
W e have 
there were a recession 
It is the key to 
small distributor Volume never 
the that permit 
us to indulge in inefficiency or exist 


house independents 
ilways operated as if 
Savasta states 
success for any 


reaches level would 


in an atmosphere of waste. Therefore, 
when volume in the market area drops 
we cant offset it by a whole sweep 
of economies 

We the problems of a 
declining market by 


have met 
intensifving those 
features of our which are 
our strongest competitive strength, and 
reached the 
a natural advantage 


have 


operation 
into areas of business 
where we have 
In the 


forts 


last year we put our ef 


toward 


maintaining volume and 


profit by 
1. Re 


iching for better-margin bus 


2. Seeking more of the steady in 


dustrial maintenance business 
3. Increasing personalized service 


to hold accounts 
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Cutting Cost .. . 
What to Do If You Cant 


By Howard J. Emerson 


4. Costing invoices to get constant 
knowledge of the profit picture.’ 

e Getting better margins on the 
business you handle can be a big 
compensation for any overall drop in 
gross volume, says Savasta. So his 
salesmen have cultivating the 
hardware and variety stores so numer! 
market, and for 
good measure have started calling on 
the T\ 

The hardware and variety stores are 
providing Savasta with many small but 
profitable counter 
from 


been 


ous in this suburban 


sales and service shops 


orders for 
‘A $50 
may 


$200 order 


goods 
and lamps orde! 
of these 
dollar 


contractor, 


one 
much 
from a 
And 
finding themselves wel 
They 
equipment 
from the hard- 
and it is surprising how 
often the hardware 


stores Carry as 
pront as 
Savasta points out 
our men are 


comed in most of these stores 


are experts in electrical 
unlike the 


ware jobbers 


salesmen 


store owner needs 
expert advice when he is ordering 
‘Take the knowledge of local codes 
our men won't let a hardware dealer 
sheathed 
knob and tube wir- 


San 


stock up on non-metallic 


BX 


ing IS permitted by 


cable or only 
the Code in 
Mateo County 

Television sales and service shops 
become a market for 
men shops 
sizeable quantity of materials for in- 
stallation, including thin-wall conduit, 


have lucrative 


Savasta’s These buy a 


ind many are now keeping a counter 
The 
and 


of electrical goods for resale 
small, but 
written at normal markup 
[o get this better margin business 
from hardware, variety and T\ 


Savasta’s have to make 


orders are Steady 


stores 


men many 


more calls, but with the drop in con- 
tractor business these calls fill in their 
time profitably. Most of the time re- 
quired is that on initial visits when the 
salesman must build the confidence of 
the retailer in the advantage of hav- 
ing a local distributor service his elec- 
trical goods needs 

industrial maintenance 
business has been the goal of Savasta 
Electric Supply Co. “It is an ace in 
the hole for the small distributor when 


e More 


construction business goes through one 
of its periodic slumps,” says Savasta, 
but the 
than want it and 
able to handle it 

“Industrial 
isn't 


has to do 


like it, he 


distributor more 


has to be 


maintenance — business 
but it is the 
nearest thing to recession-proof of any 
market we serve,” he When a 
small can't fur- 
ther, this industrial business has many 
and the 
than 


depression-proof, 


feels 


distributor cut costs 


local distributor 


norma! 


advantages 
chance of 
says Savasta. It 


better 
the 


“tau 


has a 
business, 
profit 
that 


getting 


is all business” and it ts 


steady business presents no in 
ventory problems 

When, as in 
of the 


for new 


market, 


have set 


today s most 


industrials aside plans 
moderniza- 
their contact with the large sup- 
sened. At the same time, 
maintenance of existing equipment be- 
more important to the 
More put on 
maintenance department to 


shutdowns or 


construction of 
tion 
pliers is le 
comes indus- 
the 

avoid 
making 
man conscious 

immediate 
from parts and equipment suppliers. 


rial pressure is 


costly delays, 
the maintenance 
of the 


more 
need for service 


[his is the ideal atmosphere for the 
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1. BETTER MARGIN BUSINESS 
asta seek t Id profit in 
tores O'’Brien’s Advance 
manager Jack Tisc 

To Savasta it 


cepre é 
like Hardware 


ria 


3. MORE PERSONAL SER 


r 
+ 


Coccor San Mate 


like Eugene 
nigner 
tight 


make yUICK 


margin busine 
market, appreciat 


decision 


local distributor to sell his services 

personalized attention to orders, local 
stocks, immediate delivery, and expert 
salesmen available to work with main 
tenance men on the solving of any 
electrical problem they 
why Savasta’s organization 
combing the San Mateo 
San Benito and Monte 
areas for the last year to 


concern 


face 
This is 
has been 
Santa Clara, 
County 
every 


rey 


add possible which 


staffs a maintenance electrician. In ad 


dition, Savasta 1s ittention to 


the development ot 


paying 
more industrial 
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2. MORE INDUSTRIAL 


g 


KNOWING 


business from the accounts itt has 


served in the past. Because sales man 


Jack 


engineered products, Savasta’s has sup 


ager Tiscornia is a specialist in 


plied many panelboards, motor con 
rols, etc., to electrical contractors 
for installation in 
On the strength of the good will 
and that these have 
created, Savasta’s is pushing for more 
business from the mainte 
nance departments of these same in 
dustries 

e “Reaching for a larger percent- 


industries in the 
area 
satisfaction obs 


electrical 


BUSINESS part 





COSTS 


age of our contractors’ business is 
another of our efforts to hold our vol- 
ume and profit—and we are in a better 
position than ever to get this business,” 
Tom Savasta. 


strength lies 


indicates 

Our eemphasis ot 
sales storys px rsonalized 
contrac 


ce the 


has a vital nes more service 


from his distributor today’s mar 
ket, the contr 
h 


sions that m 


actors e¢ split-second 


auec either ther 


vetting o may mean 


on poge 99 
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KEEPING commandment—"serve’’—is Dick Kastner (c.); he founded a... 


Distributor Salesman's Decalog 


There are strange things done ‘neath the selling sun 
Where the hidden persuaders dwell, 
But a set of commandments with some amendments 


Are helping this salesman sell 


by John Martin 


How His Philosophy Works Out in Practice 








SEVERAL COMMANDMENTS are brought int ay in abov SERVING EMPLOYER (‘Commandment N 2 Kastner get 
cene as Kastner, after plowing through mu “ommsz mer help on call report from Sales Manager Fred Elley. Under the 
careful not t tep on customer toe (C mand Rowe ystem, Kastner fill ut a daily call report, listing 
t ‘ account, date of last call, individual ntacted and main items 
jiscussed. Similarl 1e make it a weekly planned call 

rt ’ which YT: projec [ for Veer sthead 
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EN selling commandments, formu- 

lated by and followed by salesman 

Dick Kastner, are giving him an 
escalator lift up the stairway 
every novice must ascend. 

An experienced counter grad, Kast- 
ner began a full outside sales schedule 
for his employer, Rowe Electric Sup- 
ply Co. Inc., Rochester, N. Y., only 
this past March. 

Previous one-day-a-week missionary 
trips to the field had sold this salesman 
on the value of a selling gospel, one 
which would have this distinction: it 
would be practiced, not preached 
e Kastner's Commandments — The 
gospel eventually took the form of a 
set of personal commandments, aimed 
right back at their creator. 

“Kastner,” Kastner told himself, 
“thou shalt heed these ten command- 
ments and thou shalt implement them 
to your sales salvation, and verily, 
those tough orders shall come to pass.” 
Translated from the original Kastner- 
ese, the decalog reads as follows: 

e I—I shall know my competitor 
as myself. 

e Ii—I shall serve my employer 
and my customer with equal loyalty. 

e IIi—I shall be prepared, even to 
carrying a pair of rubbers with me 
at all times so that, if I must walk 
through mud to make one appoint- 
ment, my shoes shan’t show it at the 
next, 

e IV—I shall observe as thoroughly 
as I shall be observed, even to keeping 
an eye out for labels that tell me who 


sales 


my competitors are. 

e V—I shall be ready to solve any 
problem that confronts me, and if I 
know nothing about it, I shall learn. 

e VI—I shall meet as many people 
as can possibly influence a sale, many 
who can’t, and all gladly. 

e VII—I shall step on no one’s toes; 
and so that I shall not, I shall walk 
lightly on my own. 

e VITI—I shall honor my .com- 
pany’s name and shall try to plant it 
firmly in my customer’s mind. 

e IX—I shall spell all names cor- 
rectly, and I shall pronounce them all 
correctly, and I shall know many. 

e X—TI shall speak my customer’s 
language. 

How do these commandments serve 
their commander under fire? Com- 
mandment No. 1—‘“know your com- 
petitor”—provides one example. 

“When I call on a new prospect,” 
says Kastner, “I explain that I’m not 
trying to take anything away from his 
regular suppliers but that, instead, I 
want to show him something his reg- 
ular suppliers don’t have. If I know 
what they don’t have, I’m on the right 
track.” 

Commandment No 10—“speak 
your customer’s language’’—is another 
case in point. 

“Each type of account has its own 
parlance,” Kastner. “Take hos- 
pitals—‘OB’ room, ‘OR’ room, and so 
on. Well, if you know that ‘OB’ means 
‘obstetrics’ and you’re told they need 
lamps, you know what kind of lamps.” 


Says 


¥ 4 ‘ ” 
Commandment No. 4 observe”— 


also provides a practical illustration 
Back in his part-time outside salesman 
days, Kastner ran across a newspape! 
article that discussed a new state law 
which had made it mandatory for 
New York state nursing homes to have 
one of two anti-fire systems: spriakler 
This was his cue 

e Moves Fast—Kastner immediately 
got ahold of a list of nursing homes 
in Rochester and surrounding counties, 
of the state law 


or alarm. 


rounded up a copy 


that applied in the case, clipped ger- 
mane newspaper articles (one headline 


read: ‘Ban Prepared on Three Nursing 
Homes’), and thus fortified, went to 
work writing letters and making calls. 
To date, he has sold alarm systems 
to eight different homes, has made 
Rowe customers of several of the con- 
tractors involved, and is still getting 
written queries about it 
Commandment No. 3—*“be pre- 
basic 
decalog. One 


pared”—is perhaps the most 
commandment in the 
application of it was Kastner’s first 
important pre-selling move—that of 
securing the “Industrial Directory of 
Rochester,” a publication which he 
says has been invaluable to him in not 
only getting the complete picture of 
Rochester industry but in learning 
about new as well. 

e All Apply—aAll of the command- 
ments—some, _ self-evidently—apply 
But the list is not a static one. Trust 
to this “Moses of mercantilism”, to 
mend it for the best 


businesses 





GETTING NEXT to a customer, literally, Kastner checks item 
at electrical 
Broad general contact 
Kastner on friendly 


Barton, maintenance head 
ment of one of Rochester’s hospitals. 
(Commandment No. 6) puts 
electrician Louis Filingenzi, left, whose 
provisions of Commandment No 


with Frank 
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name is 


9 pell names 


depart- isn't 


basis with when it comes 
covered under 


correctly.” onal customer cc 


THOU SHALT KEEP THE DOOR OPEN 
ne of Kastner 
the Rowe salesman keeps the door 


with him is Mike Schifano, a | 


We 1 
10 commandments, but it 
ypen figuratively, anyway, 
policy-holder 


A 


ital electrician. C se, 


that 
as afe bet 


maybe 


4 
making sale Open door 


per - 





e's Selling 


Specialty 


Electronics 


>... 


~ 


FIRST STOP at beginning of salesman Frank 
of Braid Electric Co. Inc 
Nashville firm’ 


is at desk 
of the 


week 
manager 


Bel: give 


Making the swing around his electronic selling circuit, 


salesman Frank Belote of Braid Electric Co., Inc., Nash- 


ville, Tenn., stresses sound systems—in the process do- 


ing everything connected with them except installation. 


Here, in pictures and print, EW takes you on tour with 


Belote on one of his typical daily selling journeys. 


ELLING specialty electronics is 
S the No. 1 occupation of salesman 
Frank Belote, who makes his 
biggest sales noise on sound systems. 
Belote his selling for Braid 
Electric Co. Inc., Nashville, Tenn., an 
distributor that entered the 
radio parts business in 1920 
e Big and Small—In selling a 
range of commercial radio and tele- 
vision parts and his forte—sound 
equipment, Belote handles everything 
from a 10c resistor to a $1,200 
tube for stations 
two or this item 


does 


electrical 


wide 


television 
three of 


camera 
(and sells 
a month) 

He has 
within a 
They include the 
need” customers—the radio and tele- 
vision stations and the sound studios; 
and they include the customers who 
are still more potential than in-his- 
pocket—the manufacturers, the pub- 


approximately 100 
20-30 mi. 


cus- 
urban 
“always in 


tomers 


radius 


lic schools and the colleges 

e Mechanical Interest—Of his in 
terest in the field, Belote this 
I picked up my knowledge of elec 


Says 


52 


when | 
because I’m 


tronics was in the service 
and, mechanically in- 
clined, I naturally took a liking to it. 
I enjoy putting together a sound sys- 
tem just as much as I do building 
model airplanes (and his large col- 
lection of them indicates a consider- 
able interest).” 
Belote, who has been with Braid 
for six one of a six-man 
staff that comprises the firm’s elec- 
tronics department, which itself is one 
of four divisions of this department- 
ized firm. Two other outside salesmen 
sell mainly to dealers but occasionally 
call on specialty electronics customers. 
[Two countermen and manager Bob 
Jarratt—who has been with the firm 
13 years—back the outside force. 
An operating rule-of-thumb | that 
decides who, in borderline cases, will 
have what customer is the three-call 
agreement—any account that Belote 
or other outside salesmen Ken Mc- 
Nabb or Bill Mathews call on three 
times is the property of that 
man. But such cases are rare because 
of the and the 


years, IS 


sales- 


territorial division 


Jarratt 


Belote’s work 
left, 
Here, 
the coming week 


Bob Jarratt, 
electronics department 


hi ale tinerary for 


difference in customers. McNabb, for 
instance, usually calls only on city 
dealers and radio servicemen. 
e “Political Connection”—Belote has 
parlayed his technical knowledge and 
an easy-going approach into a busy 
schedule and some big jobs. Biggest, 
from a standpoint of detail, was his 
sale of 128 microphones (96 in the 
house, 32 in the senate) and super- 
vision of their installation by a con- 
tractor in the state capitol building. 
“That sale,” Belote, 
based on bother-saving. It was a lot 
of bother for a representative to walk 
up to the one and only mike every 
time he wanted to speak. This way, 
all 96 can speak from their desk. 
Same for the senate. And as a matter 
of fact, we sold the city council 21 
mikes of their own by pointing out 
to them the advantages their state- 
supported colleagues were enjoying.” 
About his easy-going approach, 
Belote has this to say: “I’m not in a 
hurry to see everybody. If it takes 
longer to see one customer than I’ve 
anticipated, that’s all right. It isn’t 


says “was 
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EARLY MORNING finds Belote at contr 
for Nashville’s Life G Casualty Insurance 
tallest building in the city. Belote designe 
upervised its installation. Here he - 

mene Eake uses if f page it 21 u 


the number of calls, it’s the impression 
you make while on them.” 

The Belote selling philosophy is 

further amplified by these comments 
“I try to learn selling in one of two 
either by analyzing my own 
mistakes or by observing other sales- 
men. I'll this—I do a lot more 
listening than I do talking. There’s 
very littlke you learn by talking, and 
there’s an awful lot to learn about 
specialty electronics.” 
e Profit Good—Braid president Ben 
S. Gambill illuminates the Braid role 
in electronics with this comment: “We 
went into the field we felt 
it was a coming industry and that it 
would be a healthy way to diversify 
And today, although the electronics 
department accounts for than 
10% of our sales, it’s profitable.” 

And along with being a profitable 
business—in Nashville, at least 
Gambill also points out that it’s quite 
popular. “There are seven other out- 
lets right here in Nashville selling 
electronics,” he smiles. “Sometimes | 
think it’s a little too popular 


ways 


say 


because 


less 


A LITTLE LATER 
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IN AFTERNOON, Belote first \ ashv radi ation WLAC (abov 








h < ith 
e talks with engineer Claude Sweeney. Later. he caution Mr Barbara Ramer a 
ne operates control console (below) he t uilding f e in |} 
f 2 j é 
4 
n Microphone set for member P ide utlets for recording their speech. 




















HEN IT COMES TO functional warehousing, Elec- 
tric Wholesale Supply, Inc., of Jackson, Mich., goes 
all out. And it’s paid off 
“The answer to many a distributor's problems is better 
use Of space,” explains Keith Jensen, vice president and 
treasurer. “After a number of years of trial and error, we 
feel that we're now layed out to get the most out of our 
32,000-sq ft and to perform as a full-functioning dis 
tributor should,” 





e A Place for Everything—Though all Electric Whole 
sale Supply departments integrate efforts to serve the 





firm’s customers best, each one has a specific room ot 
area assigned with a logical eye to related functions 
The Kardex room, for example, adjoins the purchasing 
agent's office, which in turn is adjacent to the vice presi 
dent's and the credit manager's offices. The inside sales 
men’s room (4 on diagram, opposite page) overlooks the 
counter area (9) and adjoins the outside salesmen’s room 
(3), the fixture display room (2) is connected to the 
main building by a single door, yet is close to its stocking 
area (shaded). The warehouse area is arranged just as 
logically, using the first-in-first-out method and out of the 
way storage of slower moving and heavy inventory (se¢ 





page 56) tor top efficiency 
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1, Key operating supervisors at Electric 
Wholesale supply are Keith Jensen (left 


vice president and treasurer and Blair 


McGowan, general manager 


2. Lishting showroom—-separated from 
main building is run by Elaine Arnold 
seated at remote control desk). Con- 
tractor-sent customers are sold on basis 


of good lighting, de woman's touch 


» 


4. Order service salesman Nick Welliver 

left) and Forrest Race check order pric- 
ing in their workroom. Window at right 
looks onto counter area, enables them to 
spot specific customers they want to 
talk to 


3. Salesmen’s office has eight desks, is 


also closed off from rest of operation 


~ >> & ( 
ee ele | 


Here, outside salesman Fred Benson takes 


- 
<? 
+s 


call, ha atalogs handy for use 
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32,000-Sq Ft 
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5. Purchasing agent, E. M. Hansen (left) and his assistant 6. Kardex concentration located in room adjoining p.a 
Dick Beaghan, review Kardex file as they discuss buying and ffice. At file for Adrian branct eft lanet Lasich: for 
present state of inventory. They do all purchasing for mair Ann Arbor center Mary Krallmar right, rear Edna 
nia anil Gee two brantiv traub, Jackson, and Glady ar ting mer 


For Electric Wholesale Supply's warehouse ideas, turn page 


Getting the Most out of 32,000-sq ft (cont.) 


And in the Warehouse .. . 


7. WHold-order stock takes up spa l 
serving the customer. Warehous yerintendent Phil Spry 
checks |-year supply of ility-ordered | ; used in tower 


nstruction, delivered a 





nsidered vital t 


lesale Supply 


8. Shipping desk workers, Art Remillard (rear) and Joe Cope- 
land (bending over, foreground), keep orders moving. Well- 
lighted packing desk has wire empty carton rack slung over 
head to keep space-hogging boxes handy but it of the way 


9. Counter area is big and open. Unlike other counter opera 


tions, it's not ‘‘out front’’ but away ffice and faces sid 


treet. Customers can see not only tock area, but als: 


a major portion of firm's impre and deep inventory 


me A oy eT 5 


same fork lift 


to m Mic 11. Versatility is demonstrated as Gann 
listributor in saving with special adapter to stack ‘ 
pal ze ( ily t ave space and the time and 


10. Modern materials handling is important 
thus helping 


s time. Fork lift helt shipping r 
; re 


Bil nm 
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Billing Four Times as Fast 


¢ Through new system, Lighting Fixture & Supply Co. has cut down 
on billing personnel and time involved in writing invoices. 


@ No typing is involved. Once invoice is written and processed, it's 
ready to go to customer—often on same day as order. 


NOW: easy and fast system 


With the new method, a day’s billing now takes about 
three hours. 

“And what’s more,” Breitenmoser adds, “only one 
woman is involved in the process. As the operator (Mrs 
Irma Brisolara, right) becomes more familiar with the 
machine, | am sure we can cut even more time off the 
present three hours.” 

The general manager says that he put this system into 
operation because of economical reasons and to speed 
the invoices to the customers. The system has already 
freed two typists for other office duties 

With this system, invoices do not have to be typed 
All checking of figures for accuracy is done carefully now 
at the counter. Before the machine was installed, all 
sales personnel were cautioned to write as legibly as 
possible because the customer would get the invoice just 
as it had been written 

In addition, warehousemen were cautioned to check 
the order carefully and to make a notation on the order 
as to who checked it 

“We believe that an expensive invoice doesn’t create 
business,” Breitenmoser says. “But it can take a lot of 
valuable time. This system doesn’t require any more time 
to process a large form than a small order. It won't take 
long for the system to pay for itself.” 
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THEN: time-wasting method 


Until last November, three clerks at New Orleans 
Lighting Fixture & Supply Co. spent about 24 hours a 
week typing invoices and checking them for accuracy 

As far as General Manager Ned A. Breitenmoser and 
other company officials were concerned, this was a waste 
of much time for the firm and for the clerks, such as 
Miss Lillian Gullino (left) 

“Until we made a change, we had three billings each 
week,” Breitenmoser says. “In reality, it took our person- 
nel about one day to do a day’s billing. In addition, the 
clerks had to spend much time in checking invoices to see 
that they were correct.” 

Because of its size—52 
Louisiana, Mississippi and parts of Florida and Texas 


,0O0-sq ft—and its territory 


saving time spent in billing is vitally important to the 
company 

Because he believed that valuable time was being 
wasted, Breitenmoser investigated other methods 

One system he liked involved the Bruning machine 
which he checked thoroughly. After seeing the machine 
in use at various firms, he contacted the manufacturer, 
who agreed to install the system at Lighting Fixture & 
Electric Supply for a 90-day trial period 

“That really showed us how to save time Breiten 


moser says. “We really changed our system then.” 
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Ist—Lighting a ‘Penthouse in the Clouds’ 


HOUGH specializing in residential lighting, Mrs 
Edna P. Fortier, lighting advisor for Electrical 
Supply Co. of New Orleans, was asked to make 

suggestions for an extensive installation in a_ hotel 
penthouse 

Mrs. Fortier found it necessary to accomplish the 
lighting objectives without requesting structural changes 
to the penthouse. She was told by the hotel owners that 
the lighting had to be an integral part of the structure 
which would not detract from the overall decorating 
scheme the owner, decorator and architect had in mind 

After making specific recommendations for recessed 
incandescent, recessed fluorescent and cornice lighting 
at several meetings, the lighting advisor’s ideas were 
accepted, and the job got underway 

‘An illustration of what was required to highlight an 
effect created by the architect ts in the entrance foyer,’ 
Mrs. Fortier says. “A handpainted scene on a mirrored 
wall is highlighted by a recessed lighting unit with a 
150-watt PAR 38 flood lamp 

“This unit has an adjustable socket directed toward 
a vertical movable reflector opposite the lamp within 
the same housing. Light from the reflector is directed 
to the handpainted scene. The general light in this area 
is achieved with three recessed units.” 

In addition to the foyer, ten other areas were involved 
in the new lighting project. These included a powder 
room, living room, den, kitchen, bedroom, two baths, a 
dressing room, an outside patio and a terrace 
e Recessed Units Used—tThe living room is generally 
lighted by two 150-watt incandescent baffled recessed 


is highlighte y rec -d unit whict 
cket dire ward vertical movable 
: site the lamg t ’ mM ing. Light 
units and a cornice over the draperies. The cornices in ois: thie dations ta iioarend RE A cn age ee 
this area are lighted by two of the reflector-type general light in this area is a sad spill Co 
recessed units used to highlight the mirrored wall in the affled recessed units. This tyo lighting was meant to tie 


foyer, giving an illusion of spaciousness to the area n with the effect created by 
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5—RESIDENTIAL 








BEDROOM lighting comes from two decorative 150-watt re 
essed fixtures with gold colored lens bottoms. These pr« 
vide general illumination. Lighting for the bed comes from 
unit recessed in the wall with only a small aperture visible 


his is equipped with a special lens adjuster 











DEN LIGHTING is accomplished by three 40-watt deluxe 
warm white fluorescent lamps in cornices over the window 
and sliding glass doors. Varying intensities of light on the 
desk for the different visual tasks involved are provided by a 
baffled 150-watt recessed fixture controlled by a dimmer. In 
the bar area, colored lighting and a translucent figured plastic 
wall make this the center of attention. A section of plastic 
wall impregnated with leaves and butterflies serves as a 
golden background for the preparation of refreshments. ‘‘The 
lighting brings out the warmth, cheerfulness and the beauty 
»f this room, as the lighting does in all parts of this pent 
house apartment,’’ the residential lighting advisor say 
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LIVING ROOM 


jescent baffled rece ed unit and a rnice ver the draperie 
rnice lighting is provided by a ntinuou row f lamp 
nsisting of 3 eight-foot units and four-foot unit. Portrait 


lluminated by recessed light 









rhe 
using a recessed unit with an adjustable lens over an 
unusual table. The dining table is lighted by a recessed 
unit with a magnifying lens system projector type fixture 





focal point in the dining area is achieved by 


with a 250-watt prefocused spot lamp, providing 
adequate lighting on the table 

The dressing room combines clothing compartments 
with dressing facilities. The compartments are lighted 
by recessed directional 150-watt units mounted in the 
ceiling outside the compartments 

A built-in vanity is lighted by a cornice along the 
mirrored wall using three 40-watt lamps and a 20-watt 
lamp behind a plastic diffuser on either side of the 
dressing table 
e Outside Scheme Enhanced—Pool and garden lights 
illuminate the patio, which is accessible from the den 
[wo upright portable units equipped with 150-watt 
incandescent lamps light corners of the patio. Mushroom- 
shaped portable garden units highlight the color of flowers 
and foliage in the planting areas 

Five 150-watt incandescent under-water lights recessed 
in the side of the pool provide a silhouetting background 
for flowers floating on the water 

Ihe terrace is lighted by three 2-lamp surface fixtures 
mounted on the overhang. Two decorative 19-in., three 
lamp wall brackets and two 150-watt special vapor proof 
units are used in the planting area 

“This lighting job was a combination of efforts by 
the architect, decorator and myself,” Mrs. Fortier says 
“We all worked very hard to enhance the coloring, 
texture and beauty of the furnishings. The result pro 
vided accent lighting which was concealed as much as 
possible. 

“This job has satisfied the owners very much in pro 
viding them with the lighting effects they desired.” 


















Lighting Competition Winners (cont.) 





2nd—Using an Installation as a Sales Tool 


THIS HOUSE, \ was used 3 sale t 1e distribut 
aid to nave more elec than any 
tne sin 


yderground 


A JOINT venture by an electrical distributor and the 
Central lowa Adequate Wiring Bureau resulted in 
an outstanding lighting job in the home of the distributor, 
Carl R. Butterfield, president of Butterfield Electric Co 
of Cedar Rapids, la 

[his installation, which was awarded second place in 
the residential classification, was submitted jointly by 
Butterfield and Harry De Poy, director of the Iowa 
Electric Light and Power Co 

The new installation, in which flexibility and conven- 
ience of lighting was stressed, combines fluorescent and 
incandescent illumination in a total lighted area of 
+.312-sq ft. In addition to wanting a well lighted house, 
Butterfield was desirous to use the job as a sales tool in 
selling up lighting 
e An Open House 
more than 2,500 persons inspected the house in a period 


After the residence was completed, 


of one weekend. These persons were taken on guided 
tours by members of the electrical industry, who ex- 
plained the entire lighting and electrical systems 

‘Many prospective home owners still wish to go 
through the house,” Butterfield says. “A great many 
lighting outlets have been added in the homes of these 
people because they see just what good lighting can do 
good living.” 
Ninety-nine fixtures were used in the lighting job 


for 


Each type of fixture was selected to fulfill the decor and 
beauty of the new home 

Because of the straight. smooth line of the home, 
Butterfield could have chosen either simple or complex 
lighting. His final choice was a combination to give an 
attractive and colorful appearance. For instance, the 
simplicity of flush mounted recessed down lights is 
combined with a star cluster fixture near the front entry 


60 


At night, lights recessed verhang illuminate the 


exterior. Floods light the | ard. If all lights are off, it 


till is easy to find the hous j he house number is al- 
vays lighted. A post lamp light front 


THE FIREPLACE in the living room illuminated by three 
jownlights which throw light acr its face. Nearby draperies, 
vering the picture window, are enriched by three rapid start 


tubes behind a valance on one side of this room 
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CENTERED OVER TABLE in dining room is a six-lamp chande A MURAL over 
lier suspended to provide the general source of illumination. A watt rapid start del 
number of atmospheres may be created with this unit by a to end and shielded by a 
variable dimmer. For added beauty, a valance is provided from ntrol on the c 
wall to wall. A shielded 40-watt strip displays crystal in the mural a 

china cupboard, shown at right in photo above reading 


Centered over the table in the dining room is a Six- 
lamp chandelier suspended to provide the general source 
of illumination. With this unit, a number of atmospheres 
may be created with the variable dimmer 

For added beauty and spaciousness, a_ wall-to-wall 
valence was added, containing two 40-watt rapid start 
and one 20-watt instant start tubes. A shielded 40-watt 
strip in the top of the china cupboard displays crystal 
effectively. 

In the living room, downlights direct attention to the 
fireplace. Draperies, covering the picture window, are 
enriched by three 40-watt tubes mounted behind a 
valence 

Included in the master bath fixtures are a wall bracket 
sun lamp at each end of a built-in vanity and a pedicure 
lamp in the space underneath the vanity 

Each of the three bedrooms have, in addition to three 
ceiling fixtures, two 40-watt rapid start strips behind 
valences above the windows 

The basement stairs are adequately illuminated with 
a 100-watt incandescent recessed fixture at the head of 
the stairs, a 150-watt fixture at the foot and a 100-watt 
incandescent wall bracket mounted half way between 
e Outside Lighting—Eighteen permanent fixtures illu 
minate the outside perimeter of the house, including a 
150-watt post lantern located by the front walk and six 
75-watt down lights located in the overhang to light the 
stone facing of the house. Seven weatherproof outlets 
have been provided for other portable yard lighting 

[wo recessed cabinet lights provide illumination for 
the work counters in the kitchen. A two-light 20-watt 
instant start tube is recessed in soffit over the sink. The 
planning desk and telephone are dramatized by a wall THE MASTER BATH, with a built-in uminated by 





three 4 watt rapi t } Ty Ww aeliuxe warn 


bracket fixture of 100 watts with a decorative shade 
“The results of this installation have been pleasing,” 

Butterfield says. “The quality of light is excellent. The 

color quality can be varied almost at will. Almost any 


mood or atmosphere can be created. Because of the 


white 


fixture shields, valance, frosted glass or recessing, no 
sharp glare ever meets the eye 
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jrd—Utilizing good 
light combination 


KITCHEN LIGHTING consist f pull down fixture over the 
table. Four dome lights, each 150 watts, are placed over im 
portant kitchen working areas 


HEN Albert Torres was approached by a contractor 
customer to make suggestions for a lighting layout, 

he was told that the home owner, who lived in Tijuana, 
Mexico, wanted a lighting installation which would look 
like ones he had seen in many American magazines. 

After talking with the owner, the salesman for Coast 
Electric Co. of San Diego, Calif., drew up a layout 
and showed pictures of similar installations. Three months 
later, the layout was approved and the fixture order 
awarded to Coast Electric 

“It was my desire to create an atmosphere of luxury 
and lighting comfort in the home,” Torres explains. “As 
it turned out, every lighting fixture, regardless of the 
cost, has become a living part of the decor of the rooms. 
This, of course, should be the function of each lighting 
fixture. In addition, the home was done according to 
American standards.’ 
e A Combination—At the entrance of the house, Torres 


combined the modern architecture with the traditional 
of the bronze and cut crystal, giving a warm feeling in 
addition to adequate lighting. 

Because the owner wanted the bar in the house to be 
outstanding, the distributor's salesman used cove lighting 
with warm white lamps to add interest to the wall paper 
in the background. In addition, downlights were used to 
bring out the beauty of the bar. This area is equipped 
with a dimmer for recessed lights. 

In the outside dining area, spots provide ample light 
for tables. A three-level marble fountain is equipped 
with a color cascade. 

The kitchen area is well lighted with a pull down 
fixture over the table. Four domes also were installed, 
each one positioned over an important kitchen working 
area. The illumination for each dome is 150 watts. 

“The home owner is completely satisfied,” Torres says. 
“It gave him what he wanted—a showplace.” 


3rd—An all-electric ceiling installation 


1 


AN ALL-ELECTRIC CEILING provides most of the lighting in 
this basement recreation room. Small fixture provides light 


for corner table 


“ 
iy rec 
a 


CONTROL SWITCHES are located behind bar. The low volt 
age system provides eight switches plus one master switch 


ble control t eiling 


" i DEFENDING his layout by making comparisons 


with other layouts and actual installations, Daniel W. 
Greenfield, lighting specialist at Reliable Electric Supply 
Co. of Newark, N. J., was able to sell an all-electric 
ceiling to be installed in a recreation room. 

In his layout, the specialist stressed a striking overall 

system, lighting flexible enough to meet the various 
moods and requirements of an all-purpose room, lighting 
to blend with and complement the room and a lighting 
budget not to exceed $500. 
e System Controlled—To light the ceiling, a low voltage 
system with eight switches and one master switch was 
chosen. This provided two switches to control alternate 
rows in each quarter of the ceiling. Because of this, eithe: 
25 or 50-ft c could be furnished in each section 

In addition, a special effect was produced by an 
apertured downlight for a 75-watt lamp over a corner 
table. In another part of the room, a false window 
framing is used for a photo mural. Two fluorescent 
channels are used—one above and one below the fram- 
ing. A 40-watt blue tube gives a night effect. 

“Too often,” Greenfield says, “a $40 lighting job is 
installed in a $4,000 room. This was not the case here. 
The owner of the house was willing to spend the money 
for an outstanding job. He realized that in this present 
age, lighting can make a house a home. 

“Both the incandescent and fluorescent sources provide 
a warm and pleasant light. The appearance of the silvery 
brown plywood walls can be varied by the two types of 
light, and is enhanced in each case.” 

Greenfield adds that the brightness contrast can be 
varied for dramatic effect, which at no time becomes 
objectionable. “Under all conditions, the completed 
lighting job presented a sufficient amount of warm, 
comfortable illumination,” he says. 
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WHATS HAPPENING IN WASHINGTON 


@ Housing—The new government aids to housing should be spurring an 
increase in home construction about mid-May if the experts are right 
Housing Administrator Albert Cole says starts this year should hit 
1 ,050,000—about a 6% increase over last year. New lower down-pay- 
ments permit the buyer to purchase a $15,000 house with a $630 down- 
payment, compared to $1,050 before the new law was signed. Lenders 
are showing a growing interest in GI mortgages at the new higher interest 
rate. Some field offices report a huge upsurge in request by builders for 
appraisals. 





The housing year got off to a bad start, mainly because of weather 
the seasonally adjusted annual rate was 1,030,000 in January, 890,000 
in February, and 880,000 in March 


REA Sales Push—The Rural Electrification Administration, spurred by a 
request from President Eisenhower to stimulate the sales of electric 
appliances as an anti-recession move, is marshalling rural co-ops, manu- 
facturers and trade associations into a “grass roots” campaign to increase 
sale of appliances, equipment, household wiring, and farm and home 
water systems 

REA Administrator David Hamil called on the co-ops to set up one or 
more meetings with dealers in their areas to push appliance sales in the 


period between May 19-June 14. 





Attacking the Downturn (cont.) 





What Salesmen Are Doing 


Continued from page 40 


the calls shorter, which is done by working longer hours. 
I have been also intensifying my efforts to sell material 
that, for one reason or another, I believe my customer 
might be buying from competition. 

“I also have been trying to drum up business for 
customers and letting them know of any new jobs that 
are being figured.” 

J. R. Hanrihan 
Coast Wholesale Electric 
Burbank, California 


Am taking the positive approach to the downtrend 
and feel my customers readily react to my attitude. It 
enables me to sell up and has resulted in one case of 
opening a very profitable account with a large contracting 
concern 

“I believe this way of doing business creates confidence 
both in the salesman as well as the customer.” 

R. A. Hinz 

Hollywood Wholesale Electric Co 

North Hollywood, California 


“Working harder and longer hours—more calls to a 
day—studying my products for more product knowledge 
and for a new sales pitch.” 

Ray Spencer 
Afton Lemp Electric Co. 
Boise, Idaho 
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“Here are my four counter-steps: 

1) Since more consumer buying is the key to recov 
ery, I am encouraging customers to go after more 
business, reminding them 

a. While unemployment is serious, fear is the only 

reason for those still employed to be off the 
market and unless they continue normal buying. 
unemployment will get worse and they may be 
next 

The farm situation is improving, especially in 
this territory which went through a six year 
drought which ended about a year ago. In a few 
weeks, crop prospects for this year will begin 
to shape up. Encourage farm business so the 
farmer will be inclined to return to the market. 
especially if prospects look good 

The collection situation has improved except in 
heavy unemployment areas. Credit financing is 
strong. Encourage more credit buying 

Individual savings are the highest in history 
) New small businesses have started. Those that 
seem to be holding up and have prospects of becoming 
good future customers are being developed as new ac- 


d 
~ 


counts 
3) IT have been avoiding low profit business. In 
order to maintain volume, and consequently employment 
in our industry, I am now quoting more large jobs to 
contractors and large orders to industrials. Distressed 
competition is getting a lot of this business but we are 
receiving some nice large orders that are profitable 
4) A break for the better is coming. Do not know 
whether it will come next week, next month, or next 
year. In anticipation of this, I am continuing to make 
calls on all regular customers even though the prospect 
is only for small orders or none at all. Doing this in 
such a way as to give the impression that we are not 
deserting them just because the going is rough.” 
Howard Lieber 
Kansas Electric Supply Co 
Topeka, Kansas 





THE SALESMAN’S TECHNICAL NOTES 
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Pinpoints the Information You Need on . 





Service Equipment-II 


By W. J. Novak and 
J. F. McPartland 


WIDE range 

hardware is available for use in 

residential and other relatively 
small capacity service entrance ar- 
rangements. This includes the equip- 
ment used to support and protect the 
service conductors from the point at 
which they attach to the building into 
the point at which the service panel 
is located, and the equipment needed 
for effective grounding of the system 
neutral and the enclosures of equip- 
ment. For any overhead residential 
service from a utility pole line, the 
details of the service assembly will 
vary with the type of house and the 
type of wiring used for the service 
entrance conductors. 


of devices and 


Definitions 

In residential overhead services, the 
conductors from the utility line to the 
main service switch or panelboard are 
known as the service conductors. The 
run of conductors from the connec- 
tions on the pole to the outside con- 
nections on the house are further de- 
fined as service drop conductors. The 
conductors from the outside connec- 
tions down into the service switch or 
panel are referred to as the service 
entrance conductors. The service drop 
is generally an assembly of two insu- 
lated wires with bare neutral. The ser- 
vice entrance conductors may consist 
of a 3-wire cable or three insulated 
wires in conduit. 


Typical Service 


For conventional 2-story houses and 
split-level houses, the service consists 
of a service drop to a bracket on the 
outside of the house, up near the roof. 
From there, a cable or conduit-and- 
wire provides the SE (service entrance) 
conductors down to a meter mounted 
either outside or inside the house. The 
meter is a watthour meter which 
measures the amount of energy con- 
sumed. Both indoor and outdoor type 
meters are made for 2-wire, 120-volt, 
single-phase services and 3-wire, 240- 
volt, single-phase services. These me- 
ters may be mounted in either a meter 
socket or a meter trough, which is 
wired in the SE conductors and pro- 
vides for ready plugging in of the me- 
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ter. Meter troughs may be ganged for 
mounting a number of meters 
by-side. 

The conventional method of termi- 
nating the SE drop is by means of a 
service rack which consists of spaced 
insulators on a metal bracket fixed to 
the side of the house. The strain of 
the drop wires is taken by the bracket. 


side- 


Service Head 

When the service entrance wires are 
contained in conduit, a special fitting 
is placed on the conduit at the top 
of its length, adjacent to the service 
rack. This fitting is called a service 
head or weatherhead and provides for 
entry of the SE wires into the conduit 
while closing the top of the conduit to 
rain or other water or condensation 
which might fall on top of the con- 
duit. A wide variety of shapes of ser- 
vice heads is available, but they are 
all basically the same in that they 
cover the conduit from the top and 
allow the wires to come into the head 
from underneath. Service heads are 
made with threaded and non-threaded 
hubs for ready use on thinwall and 
rigid conduit. 

When the SE wires are contained 
in a SE cable, suitable service heads 
made especially for cable are used. 
These have provisions for attaching to 
the wall of the house and contain 
clamps to hold the cable in the head. 


Hardware 

Where SE conductors pass through 
the wall of a house, from outside to 
inside, provision is made for this sharp 
right angle turn whether the wires are 
in cable or conduit. In the case of 
cable, metal sill plates attach to the 
outside of the wall and effectively en- 
close the bend in the cable, assuring 
protection at this weak point. In the 
case of conduit entering the house, 
weatherproof elbows with removable 
covers provide the 90° angle in the 
conduit which is mounted up against 
the wall. 

For installations using SE cable, 
special clamps are available for at- 
taching the cable to the outside wall 
of the house. Rubber bushed connect- 
ors are also made for SE cable con- 
nections to boxes. 

A number of devices are made to 
meet the requirements for grounding 


at a service entrance. Pressure type 


ground clamps are made to provide 
solid connection of grounding con 
ductors of various sizes to water pipes 
or ground rods. bolt type 
devices which tightly grip the pipe or 
have connection for the 
grounding wire. They afford ready 
compliance with code requirements 
tor grounding of the system neutral 
on 120- and 240-volt circuits and all 
metallic non-current-carrying parts of 


These are 


rod and 


equipment and enclosures 

And because the code requires that 
all metal parts be bonded together 
and connected to ground, effective use 
can be made of grounding bushings 
bond together 
enclosure, 


and rings to service 
raceway, meter 
panel enclosure and other enclosures 
at the service location, and to connect 
these parts to the grounding conduc- 


tor. 


service 


Service Masts 


With the exception of the 
rack arrangement, all of the foregoing 
details apply to low or ranch type 
houses as well as to 2-story houses 
But for bungalows and ranch houses, 
termination of the service drop and 
arrangement of service head frequently 
require special attention. The Na- 
tional Electrical Code and other build- 
ing codes and utility codes require a 
minimum clearance between ground 
and service drop conductors. The NEC 
states that the drop must be not less 
than 10 feet from the ground or from 
any platform or projection from which 
it might be reached. And, generally, 
the point of attachment to the build- 
ing must not be less than 10 feet 


service 


On ranch houses and other houses 
a conventional service 
ruled out because 
the edge of the lower than 
10 feet above the ground. To meet 
such conditions, above-roof 
mast assemblies are These are 
commonly made up in kits of all re- 
quired parts and hardware to bring 
the drop into a service head on top 
of a length of conduit which rises 
above the roof and extends down 
through the eave of the roof and 
along the side of the house. Accessor- 
ies include: roof flashing and seals, 
mounting brackets, clamp insulators 
and any special fittings 


with low roofs, 
rack 


assembly is 


roof 1s 


special 


used 


Next Month: Panelboard 





Se 


Proper steel plus! 


The best cold rolled steel, unless properly fabri 
cated and finished, will lose its ductile properties 
Circle processes are designed to retain the natural 
bendability of the selected high grade steels it 
uses for CIRTUBE EMT 


Lifetime exterior finish! 


No matter how severe the bends, there's no chip, 
no flake, no peel. The galvanized finish is hard for 
durability; has a polished satin lustre for lasting good 
looks. A completely automatic, electronically con 
trolled process guarantees this uniform protection 








Better welding makes a difference! 


Note how ordinary EMT split early in pressure test 
while induction welded CIRTUBE EMT held fast, 
surpassing minimum UL requirements. High fre 
quency induction welding not only means bead-free 


welds for easier fishing —but stronger tube as well 


Automated quality control! 


Very little has been left to human error in the 
manufacturing control of CIRTUBE EMT. Wherever 
possible, completely automatic controls have been 
built into equipment to assure contractors com 
plete and continuing uniformity of product. 








The fishability is all in the finish! 


You need more than a slick surface to make wire 
pulling ea c 30 need a sort of built-in lubri 
: tive coatir containing 

ts gives BE EMT 


Tight, easily handled bundles! 


{ J sible 


Circle has au ate operation to 
make your j , for example, is 
completely y y > range colored 
tape jentify RT les securely 


together for easier handling on and off the job. 











CM ig ae 


making CIRTUBE EMT 


T TOOK well over two years of extensive research to 
develop CIRTUBE EMT ’ 

First we surveyed the needs of the contracting industry. 
Then we investigated the latest manufacturing methods 
equipment special techniques and techniques, examined available equipment and mate- 

’ rials — even hired a famous consulting engineering firm to 


design special machines. 


New plant, ultra modern 


combine to produce new | 
3ehind all of this we put Circle’s 37 years of know-how 
and skill developed in manufacturing a top quality line of 


CIRTUBE EMT — unsurpassed 


building wire and cable. 
for quality and workability PURPOSE: to produce EMT with the right combination of 
bendability, fishability, durability, and appearance. 

The final result is CIRTUBE EMT —a quality electrical 
metallic tubing that permits contractors to make better, 
faster, more profitable wiring jobs. 


CIRTUBE EMT is available now. Order it! 


Fast, friendly service! 


First with building wire and cable — and now with 
CIRTUBE EMT. Wholesalers and contractors are as- 


sured of the same fast, dependable service through 

Circle’s nationwide network of 22 well-stocked WIRE & CABLE 

warehouses. a subsidiary of 
Cerro pe Pasco Corporation 


PLANTS: Maspeth and Hicksville, N. Y SALES OFFICES & WAREHOUSES: in al! principal cities 


RUBBER COVERED WIRES & CABLES * VARNISHED CAMBRIC CABLES + PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES «+ IRTUBE” EMT 





Revere Logistics... 


Stockpiling like this means prompt delivery 
during Revere’s move into big, modern plant 


The production departments of Revere Electric Mfg. Co. have been 

working overtime to build up stock to insure continued prompt 

deliveries of outdoor lighting equipment while the company is 

moving into its new plant 
According to Murray J. Whitfield, Revere president, “We 

expect to be in our new plant in Niles, Illinois in May. This move 

has been carefully planned to avoid any inconvenience to our cus- 

tomers. Your orders will be filled from equipment which we have 

produced in anticipation of the move. Substantial supplies of flood- . . , “ 

‘ : . ‘ rs ise New 110,000 sq. ft. plant for Revere Electric Mfg. Co. 

lights, poles and luminaires are ready for immediate shipment. Seaniaedk harthineet ad Chlenaé ta elidel alee. 
“There will be no interruption or slowdown of our prompt pgp mace nto nigh stones seit Ag tg 

delivery policy We have seen to that!” ping facilities assure fast, efficient movement of products. 


OUTDOOR LIGHTING 


Revere Electric Mtg. Co. . 7420 Lehigh Ave. * Chicago 371, lil. 


Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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Don't miss out on prof ts 


Connectors 
make 675,000 advertising 
appearances this year to help you 
sell these 3M Electrical Products!” 


“SCOTCHCAST” Resin a SPLICING KITS 


Bis 
Fee 





“SCOTCH” 


= 
“SCOTCHCAST” SPLICING KITS “SCOTCH” 0.27 Tape “SCOTCHFIL” Putty 





3M’s line of electrical splicing products gives you extra profit 
opportunities because it is the only line to meet every customer's 
needs. In addition to famous “ScotcH” Brand No. 33 Electrical 
Tape, it includes such extra-margin profit builders as “SCOTCHLOK” 
Electrical Spring Connectors, the revolutionary “ScoTCHCAST” Splic 
ing Resins and Kits, “ScoTCHFIL” Electrical Insulating Putty, and 
“SCOTCHKOTE” Electrical Coating—extra sales opportunities all! 
And 3M is also the only line to give you the services of a full-time 
experienced technical representative in your territory who writes 
orders full-time for you—is ready to give you help or advice on any 
insulating or tape engineering problem. 




















ONLY 8 STANDARD BINS hold all the “SCOTCH” 

= ; : Brand Splicing Materials for splicing any type of 
Remember, it’s the extra items and extra service in the 3M line cable material manufactured today! 

that build extra profits for you! 


3M Eleetrical Products 


TVUinnesora Miinine AND TVUANuracturinG COMPANY 





- WHERE RESEARCH IS THE KEY TO TOMORROW 
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EASY TO INSTALL 


revolutionary low-voltage 


BRYAN 


brings you satisfied customers and extra profits 


Multi-Control is easy to install. It puts more money into 
your pocket because it takes no longer to install than ordi- 
nary wiring systems. Contractors are making $25 to $75 
extra profit installing Multi-Control in a home—and their 
customers are delighted with the results. 

Multi-Control adds new convenience to electrical living. 
It’s the most modern means of controlling lighting and 
appliance loads. Master Selector Switches permit control 
of numerous circuits from any point. Additional switches 
may be added as needed. 

Your customers will take pride in owning this system .. . 
saves steps, saves time and makes for easy living. 

On your next job, suggest Multi-Control. Once your cus- 
tomer understands what it is, he’ll want it. 

It’s easy to sell—it’s easy to install. 


AAVAN THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT 2, CONN. + CHICAGO + LOS ANGELES 


Ss 





how low-voltage 
Multi-Control system works 


A. Transformer supplies 24-volt current 
B. Relay controls 125-volt current at outlet. 











C. Pushbutton switch (momentary contact) 
controls relay, thus outlet. 


D. Standard duplex convenience outlet. 








In the Home—controls de- 
sired outlets inevery room in 
house, garage and grounds. 


Commercial and Industria! 
Uses—controls lighting 
power and machinery at one 
or more central locations. 











In Schools—controls hall 
and classroom lighting with 
lock-out circuit. Only the 
master's station retains con- 
trol until lock out is released. 


HI 


For Hospitals and |nstitu- 

tions—required by public 

buildings where contro! of 

lighting must be under strict 
* 





IDEAS FOR I-T-E DISTRIBUTORS 


Only I-T-E has manual quick- 
make operation available in 225 
through 1600 amp frame sizes 











Only handie moves. Energy is stored in rful springs. Contacts 
don’t move at all during first 90 ndle tr | 


Easier upkeep. Removable cover and pullout construction give you Too fast for the eye to see. At crossover point, stored energy is released, 
access to complete circuit breaker from the front and sides. Illustrated closing contacts within 5 cycles. In these pictures, both arc chutes and 
is the K-600 model, rated at 600 amp, continuous current interphase barriers have been removed 


New K-Line circuit breakers 


NOW INDIVIDUALLY ENCLOSED 


They were just introduced last November. But already 


the new K-Line I-T-E low voltage power circuit breakers 

lave won the praise of electrical engineers everywhere. 

And users have put them first in sales... ahead of all 

other makes. Now they are available in individual 

enclosures too. This is I-T-E’s way of helping you make 

the maximum profit with today’s most advanced line. 

So be ready. Many of your customers will ask for the 

K-Line by name. Point out the advanced features. Talk 

about their safety, versatility, easy upkeep. If you want i. 

engineering help, call your nearby I-T-E office. I-T-E New versatility. Expanded range trip device equips every circuit breaker 
Circuit Breaker Company, 19th 


Philadelphia 30, Pa. meet the specs and make delivery on time. 


& H | S with extra protective capacity. If specifications are changed after the 
_ < ) 
amiliton bsts., order is placed, a simple adjustment takes care of the change. Presto! you 


I-T-E CIRCUIT BREAKER COMPANY 


PHILADELPHIA, PENNSYLVANIA 
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ite] mm Tah’ 


cable size! 


MY29-3 HYTOOL connects copper and aluminum...without changing dies! 


Vo die inserts to change... to identify ... to store or mislay'! A twist of the wrist, and you're 


ready to connect any of the wire sizes #8 thru 250 copper... #8 thru 4/0 aluminum... with 


a single stroke! The cable-size scale (below) positions the nest die for copper. An aluminum 
scale on reverse side of tool doubles its versatility. MY29-type Hytools also install mining, 
aircraft, flexible and extra-flexible cable. and other special conductor 


This rugged. lightweight tool is inexpe ve, too 


JMMERCIAL CABLE 
COPPER 


Zitteetiiee only... $3600 


mn 


isk your Burndy distributor for a demonstration. 


Norwalk, Connect. © Toronto, Canada 
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THE M087 COMPLETE LINE 


of indoor mercury lamp ballasts in the industry 


1-100 watt 

1-175 watt 

1-250 watt 

1-400 watt 

1-400 watt Low Temp. 
2-400 watt 

1-700 watt 

1-1000 watt (H12) 
1-1000 watt (H15) 


Wi Dhiwi Bb!) S|) 2) Bb! a! a 


1-100 watt NONE 
1-175 watt NONE 
1-250 watt be 

2-250 watt 

1-400 watt 

2-400 watt 

1-700 watt 

1-1000 (H12) 

1-1000 (H15) 


*Per published information 2/15/58 


oY | 


hoo EL Glefferson Hus Features 


(STANDARD ON MOST MODELS) 


Flight ouepa - FAST DELIVERY 


Propet ps { ag g 
lwo roomy wiring compartments from the most 


Combination wall and pendant mountings complete stock in the 
( olor-coded leads 


industry 





Easy-to-read diagrammatic name plates 


Jefferson ELECTRIC COMPANY 


Bellwood, Illinois 
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PRISMOID GRATELITE’ 

THE NEW PRISMATIC LOUVER-LENS FOR LIGHTING 
FIXTURES BY THE EDWIN F. GUTH CO., 

2615 WASHINGTON BLVD., SAINT LOUIS 3, MISSOURI 


1O0O GSI 
ATELITE 
*TM Reg. U. S. & Con. Pots. Pend 
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BUCHANAN pres-SURE-connectors 


c INSURE R | 








A single Buchanan pres-SURE-tool, with only 2 sizes of Splice Caps 
and Insulators and only one size Termend lug, handles all normal circuit 
wiring requirements. (Splices from 2 #18’s thru 3 #8’s or 2 #6’s,—terminates 
from 1 #16 thru 1 #8) 





No other single tool has so broad a wire range. 
No other splice insulation is as easily and quickly applied. 


Write for distributor information on pres-SURE-connectors 


and other acceptance-proven Buchanan products. 











seas 


Pa —> 
- fs ‘ = Er f * {) * BUCHA on 
| BBE LaBA ASS ae v | Vt \ ELECTRICAL PRODUCTS 
CORPORATION oe 
HILLSIDE, NEW JERSEY J” 





, e Staples 
nal Block 














Representatives in principal cities throughout the United States and Canada 
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Wholesalers who stock and sell Whitney 
oom Blake DYNAPRENE Portable Cord find 
can OPENS UP oe new markets open to them with other WB 


TT products purchased by industry, 
NEW rit institutions, municipalities and others... 


MARKETS | = | | | It’s worth investigating. 


DYNAPRENE Portable Cord provides 
premium service to your customers at a 
price that is competitive yet provides 
a comfortable margin of profit. 


Write today for this 
complete catalog 


... free of course. 


Well Built Wires Since 1899 


WHITNEY aS COMPANY 


reree 
|b dol . 








ee 


NEW HAVEN 14, CONNECTICUT 
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=) to sell the 
pile thoroughbred name! - 


erate : | 


Me 
F “a il D 


There's a he = wo 


BULL DOG TAPE 
for every purpose 


¢ FRICTION You sell tape without effort when your cus- 
tomers see the famous BULL DOG name. And 

* RUBBER BULL DOG’S blu2-ribbon performance brings 
them back for more! Smart packaging attracts 

* PLASTIC the eye — keeps stock fresh and new. Self- 
service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 
Tape on your “want list” now! 





Sold only 
through verified 
wholesalers 


Another quality product of 


WOVEN HOSE & RUBBER COMPANY 
42OsS e or * ROSTON 3, MASS 


Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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THE 


DUAL-GRIP 
ENTRANCE HEADS* 


LOOK FOR THE PATENT NUMBER— 
YOUR PROTECTION AGAINST COPIES! 
*U. S. PAT. NO. 2,739,999 


“Dual-Grips"’ save your customers time and money. 


When ‘‘Dual-Grips"’ are used on EMT, 
your customers know they're ‘‘on to stay"’ 
—with no special fittings. 


With rigid conduit, the electrician just slips 
the head on and tightens the screws. 
No valuable time wasted cutting threads. 
Lightweight aluminum alloy—moistureproof— 
rustproof. Eight sizes: '/2”, 34”, 1”, 1/4", 
W/o”, 2”, 21/2”, 3. 


NEW COMBINATION ENTRANCE HEADS 

... head and reducer in one compact, 
easily installed unit! No mast threading. 
For 2” or 2 Y2" rigid conduit or pipe. 


MR. WHOLESALER: 


J. A. WEAVER 


telephone CEntral 1-8100 
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Blackhawk Industries’ SNAP STRAP 


...{he original snap-on clamp... 
Snaps tighter <<a 3 holds its grip 
easier to Sell hecause it’s easier to use 


Why it’s better... 


The B-I SNAP STRAP has the “‘hold- 
bump” at the open end of the bracket 
really grips—resists slips like an 
alligator wrench! Ribbed bracket adds 
to the snap, provides rigid contact 
support of the conduit. 


Quick installations, 
more jobs, more sales 


Faster installations mean more profit for 
your customer and for you-—and 
Blackhawk Industries’ SNAP STRAP 
means faster installations... 
eliminates time-wasting fumbling, . “Patent Pending” 
dropping, annoyance—all the temper 
is in the SNAP STRAP. 
The SNAP STRAP is made of heavy 
gauge steel, zinc plated after fabrication. 


Made in a wide range of sizes for a . im <> ns ™ 
rigid and thinwall conduit. ~ <I 
2 
specify B-1 when you bu 
sold only through 


Electrical Wholesalers 


Write for 
lackhawk FREE catalog 
Jagustries vilteniiiii 

5a 
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Carol 18 and 16 gauge S & SJ 
wire, portable cord and heater 
cord... one 250 ft. spool per car- 
ton. Easier handling, storing, inven- 
tory control. 


“No-charge” Plywood Reels for 14, 
12 and 10 gauge portable cord. 
500 or 1000 feet per reel. 


Sturdy, quick-opening, self-dispens- 
ing carton for 14,12 and 10 gauge 
portable cords. Exclusive Inventory 
Keeper minimizes waste. 250 feet 
per carton. 


Lamp Cord and Thermostat Cord 
packed four 250 ft. spools per 
carton. Keeps weight to a practical 
limit for easier storing and handling. 
Cartons can be used for reshipment. 


Packaging with a Pay-off 





See us in Booth 516 
N.A.E.D. Show—San Francisco 


ae 


WHEN YOU CALL FOR “NEMA® 


CABLE, CALL FOR... SST 


Tues 
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Carol planned packaging pays off in three ways: 
(1) Easy-to-read color-coded labeling lets you spot 
the cable you want at a glance. (2) Extra sturdy, 
easy stacking, quick opening, self-dispensing. (3 
Handy Inventory Keeper minimizes waste. 

Take advantage of the packaging pay-off you get 
with top quality Carol Cable. 


CAROL CABLE COMPANY 


Division of the Crescent Co., Inc., Pawtucket, R.I. 















































NEwest MAY 


Lovely, oh such lovely profits are being made by many distributors 
and dealers who are stocking and displaying beautiful Swanson 
Recessed Electric Wall Clocks. You'll find them in homes, offices, 
factories — just about everywhere except out back. Why don't you 


sell them, too? 








, - WALTHINGHAM Model 
Recessed Electric Wall Clock 


™* 
=> 
ai 


__ 
== 
— 





fp N 














THE WESTCHESTER THE LINCOLNSHIRE THE KENNILWORTH THE DEVONSHIRE 


\ly 
| WANNA 
FREE This attractive counter display is given free to any = me GUILT IM CLOCKS 
dealer who orders twelve or more clocks. Made of Tl i Ee 
‘1 


DISPLAY extra heavy-duty materials. eee ev 


ie 


Full details and price list may be had by writing: 


MANUFACTURING COMPANY 
607 S. WASHINGTON STREET 
OWOSSO, MICHIGAN 
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DISTRIBUTOR COSTS STAY IN HAND 


with conveniently packaged Columbus fittings 


There’s extra profit for you in Cotumbus 4) Fittings protected from damage. 
brand fittings — they’re packaged for fast 5) Cartons stack . . . save space. 
and efficient handling, shelf-storage and selec- 
tion. Handy-sized cartons with easy-to-read 
labels identifying by type, size and quantity 7) Unit sales increase as you sell by the 
carton. 


6) Customers prefer packaged fittings. 


give you these big advantages: 
Keep your costs in hand . . . and sell more 

. with Cotumbus packaged fittings. 
There’s no extra charge for packaging service. 
Eleven conveniently located warehouses for 
3) Handling is easier . . . faster. fast delivery. 


1) Easy to inventory—only one carton of a 
particular fitting is open at a time. 


2) Accurate count in filling large orders. 


Look for the U.L. label 


when you buy conduit fittings 


Sold only through recognized wholesalers 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY —-— COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES * ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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Copper and Aluminum Paranite Service Entrance Cable 
Bare and Weatherproof Products 75°C. Wet or Dry 


® 


From Source to Service with 


PARANITE 


Indiana Marion, Indiana; Tiffin, Ohio 


PARANITE WIRE AND CABLE DIVISION 

, MANUFACTURING PLANTS: Birmingham 
Essex Wire Corporation Alabama; Anaheim, California; Jonesboro, 
WAYNE 6, tNDIANA i i 


Il 


8) 


FORT 





Paranite Paraflex Paranite Type UF Cable 
Non-Metallic Sheathed Cable With and Without Ground 



































. Sold only through Recognized Electrical Distributors 
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Sales Offices in all Principal Cities 
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New concept in construction fastening means 
continuing profits for you—when you sell the 





REMINGTON 
aly 
i 


Power-Mate “=~ 


Driver Kits 








K-1. CAPTIVEGSTUD KIT—designed to pre- K-2. LIGHT-DUTYKIT—producesall-purpose K-3. MEDIUM-DUTY KIT permits use ¢ MEDIUM- AND HEAVY-DUTY KIT for 
+ fac bs. Designed for use with 


vent free flight of studs when base material is tool. Handles 80% of your fastening in con diameter Remington Studs with low-cost 22  toughes stening 
inadequate. Used with “Power-Mate,” this crete or steel. K-1 and K-2 use 4%” diameter caliber Power Loads. This assem? ZiveS ” diameter Remington Studs and scientif 
is safest Stud Driver ever designed Remington Studs and 22 caliber Power Loads. top performance economically ally graded r aliber Power Load 


Most versatile tool ever designed for . 
fastening wood or metal to concrete or steel Cnunont On 
Now you can stock one basic unit—Remington “Power- 

Mate”—which is adaptable for all light, medium or heavy- STU D DRIVER 
duty construction fastening jobs! Your customers have the EES i ee . 


power they want, the stud size they need. Operation is R ton Arms ( 
fast and simple. Just a squeeze of the trigger anchors Po Sy aera ee sn re 


wood or metal sections to concrete or steel ith ll Remengies Ase Company, Sac 

a ¢ ela SEC 101 concre e or steel with alloy Industrial Sales Division, Dept. EW-S 
steel Remington Studs. Scientifically graded Power Loads 
furnish exact driving force needed. No pre-drilling, no 


outside power! 


Bridgeport 2, Connecticut 


Please send me full informatior 
he Reming 


tised tool. You not only profit on original sale, but you 
continue to profit through repeat sales of Remington 
Studs, Power Loads and accessories. For complete infor- 
mation about this profit-making tool fill out and mail 
the coupon today! 


ddress 


i 
! 
1 
1 
| 
! 
I 
It pays to demonstrate and sell this nationally adve: ' 
| 
! 
I 
i 
i 
i 
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Match the conditions in your customers’ plants 
with these Anaconda Control Cables 


ANACONDA TYPE ANW-RUBBER-INSULATED CONTROL CABLE. Peak re- ANACONDA THERMOPLASTIC CONTROL CABLE. Multiple-use: aerially, 
ibility, outstanding heat resistance. Cable is also highly resistant to in conduit, underground in ducts, direct burial in earth. Available 


tanaing 
ids, alkalies, other chemicals. Unusual overload « apacity with polyethylene (600 or 1000 volts) or Densheath* vinyl resin 
iging characteristics. Individual conductor covering and (600 volts) insulation and Densheath over-all jacket. Densheath 


over- all jacket of neoprene. jackets over polyethylene-insulated conductors on request. 


E & 
— 
™ Fs 
“a. 


i 
oh 
é j 
r Mey 


4 
ih 


; 
ANACONDA BUTYL- INSULATED CONTROL CABLE. Ozone-resist: vat control ANACONDA TYPE PND CONTROL CABLE. For general-purpose use where 
ibl In dividual conductor covering and over-all jacket of neoprene space is limited. Allows installation of a 12-conductor cable in con 
vide maximum insurance against moisture, mechanical injury duit carrying a 6 or 7. Individual conductor covering of abrasion-, 
h-quality soe Ha with outstanding performance record, oil-, gasoline-resistant nylon Over-all Densheath jacket. 


APPLICATION CHART FOR ANACONDA CONTROL CABLE 





TYPE AND VOLTAGE RATING CHARACTERISTICS GENERAL APPLICATIONS INSTALLATION METHODS 





RUBBER —Insulated Control Cables - 


- Excellent moisture heat resistance Lon 

Rubber-insulated 600-Volts . g 

aging _ ; ss 7 General-purpose and station Installed aerially, in conduit, underground 
Ozone -Resistant Rubber— Ozone-resistant. Proved moisture resist control requirements. in ducts—or buried directly in earth. 
Insulated 600-Volts ance, heat stability. long- aging. 


THERMOPLASTIC —Insulated Control Cables 


Excellent moisture “and chemical resist- 


ance. Highly resistant to electroendosmosis : F 
ong-lived. General-purpose control Installed aerially, in conduit, underground 
L 


—— a virements. in ducts—or buried directly in earth. 
DENSHEATH °-Insulated Thermoplastic cable. Excellent moisture 9 


600-Voits and chemical resistance. Long-aging 
Anaconda Type PND* Poly- 
ethylene-Insulated-Nylon Con 
ductor Cover 600-Volts** 


Polyethylene-insulated 600 
Volts 








General-purpose control re 
quirements where space is a 
limiting factor 


Dependable chemical and abrasion re 
sistance. Small diameter. Long-aging 


Installed aerially, in conduit or under 
ground in ducts 


Polyethylene-Iinsulated |00C Peak moisture and “chemical resistance | Ins stal led a aerially, in conduit, , underground 
Station contro! requirements 

Volts Heavy insulation thickness. Long-aging in ducts—or buried directly in earth. 

*“IPCEA y = le — ee - ———__—__—__—_——— 


s if requeste 





For full information on any of Anaconda’s complete line of control cables — including cables engineered for more 
specialized control requirements — see the Man from Anaconda. Anaconda Wire & Cable Company, 25 Broadway, New 


York 4, New York. 


R240W 


M4 «SEE THE MAN FROM ANACONDA 
Jonwius FoR CONTROL CABLE 


“eraicr™ 





You Can Always Rely On RACO 


ADJUSTABLE BARS 


vy QUICKLY POSITIONED 
Y EASILY INSTALLED 
VY SAVES TIME 

















NEW STOP-LOCK 
Prevents bar from slipping apart accidental’ 


Permits separation of bar if desired 


SELF-GAUGING 


SERRATED NAILS ARE 
PRE-ASSEMBLED TO THE BAR 


Ready for immediate installation. 


No hunting for nails. 


SHALLOW OFFSET DEEP OFFSET 


Place gauging lug against Straighten gauging lug 


Vv EXTRA STRONG paperanian yor rs 
THE ONLY BAR ON THE MARKET WITH 
* 
RIGID “MA’’” CONSTRUCTION 


RACO Adjustable Bars have been vastl) 
improved. Note these extra advantages... 
pre-assembled serrated nails for easy in- 
stalling .. . self-gauging lugs for fast posi- 
tioning . . . friction stop-lock that prevents 
bars from accidentally slipping apart. High 
quality electro-galvanized finish. Write 
today for new bulletin describing these ONLY 4 BARS DO THE WORK'OF 16 
superior Raco Adjustable Bars. Simplifies stock control . . . requires less investment 


in inventory. Two sizes fit most every job 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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— do three jobs... 


VOLTMETER 
AMMETER 
OHMMETER 
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“New” is a word that’s used so 
“eh ; 


osely it’s getting shopworn. But 

the AMPROBE RS-3 is really 

new. It gets extra sales for you because it measures ohms as 

well as volts and amps. Just think—one versatile instrument 

that measures current, resistance and voltage! It traces cir- 
ts, af 


tests for opens, checks relays, armatures, field resist- 





ances...in fact, it handles 99.9% of all your customers’ test 
needs. There’s new business waiting for you on the RS-3. 
You don’t have to sel/ it—just tell your customers you’ve got 
it. For details write to Pyramid Instrument Corporation, 
Lynbrook, New York, manufacturers of famous REMCON 
simplified low-voltage switching devices. 

In Canada... Atlas Radio Corp., 50 Wingold Ave., Toronto. 


»/40/100/300 amps; 3 volt 
nent, voltage test leads and genuine cc 





NEWS FOR THE INDUSTRY 





New ALA Program Aimed at Industry 


¢ Academy readies 1958 target for 100 local pro- 


grams. 


¢ Cross-section of electrical industry to participate. 


HE Academy of Lighting Arts’ pro- 

gram to chase harsh shadows from 
poorly lit American homes is avail- 
able now to all segments of the elec- 
trical industry. Conceived and pro- 
duced by General Electric’s Large 
Lamp dept., it is for the professional 
training and continuing of education 
in the planning, specification and sell- 
ing of residential “light for living.” 

At the recent Edison Electric In 
stitute sales conference, James C 
Forbes, manager of residential sales 
in GE’s Large Lamp dept., said that 
the ALA was “the most ambitious 
program yet developed to advance the 
cause of better lighting in America.’ 
e War Baby Boom—In talking about 
lighting potentials in the mushroom- 
ing residential market due to the war 
baby boom, Mr. Forbes said, “resi- 
dential lighting has progressed much 
less rapidly than lighting in 
Offices, schools and even factories 
The enormous potential of the home 
lighting market is well known and 
promises to be greater. Some 70 sock- 
ets are needed to adequately light- 
condition a home by today’s stand- 
ards, yet the average home has only 
21.5 sockets, not all filled 
e Purpose of Academy—‘“The pur- 
pose of this academy is to improve 
the situation by indoctrinating the 
thousands of persons who sell home 
lighting equipment in the benefits of 
good lighting and in the modern tech- 
niques of applying it.” 


stores, 


History 


GE explains it undertook this pro- 
duction only after extensive scientific 
research in market studies, begun in 
1955, showed that in all elements of 
the residential lighting market, and in 
all areas of the U.S., education was 
needed to capitalize on the huge sales 
opportunities. The marketing experts 
believed that the electrical industry 
could plug in more effective sales or- 
ganization to the growing public de- 
sire (whetted by advertising and pro- 
motion) for light conditioning, and il- 
luminate light-conditioning’s value as 
a major producer of sales dollars 

In August, 1957, the GE Lamp div 
contacted the Interstate Power Co. of 
lowa, which had been selected along 
with the Cincinnati Gas and Electric 
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Public Service Co. of New- 
concerning the possibilities 


Co., and 
ark, N.J 
of running the first field presentations 
of the new program. Following sev 
eral with the GE 
tatives, the Dubuque District of the 
Interstate Power Co., arranged an or- 
ganizational meeting involving the top 
executives in the Dubuque electrical 
industry. The reception was enthusi- 


astic. A second meeting was arranged, 


sessions represen- 


this time inviting a cross-section of the 
industry to participate 

e Distributors Meet—Local distribu- 
tors and utility representatives met to 
discuss costs. It was decided that the 
Interstate Power Co., would purchase 
the pre-packaged priced at 
$2,500, and furnish an instructor. The 
distributors, six of were en- 
rolled in the starting on 
Nov. 5, split the costs of the gradu- 


course, 


whom 


course 


attendance prizes 
e First Graduates—tThe first half of 
the instruction ran until Dec. 10. It 
resumed on Jan. 14, 1958, for 
half, and the ALA’s first 
‘S58 graduated 27 members 
on Edison's birthday 

e Results—Although it was designed 
to produce long term results, many 


ation dinner and 


Was 
the second 


class of 


increases be 
with cus- 


students reported sales 
fore the course 
tomers setting the added service of 
dealing with people who had more 
than a superficial knowledge of light- 
ing. It also acted as a motivating force 
in the distributors 
to initiate residential 
showrooms 
e Target Set for “58—One hundred 
programs are planned for this 
And there’s a potential of al- 
amount,” Forbes 


Was OveCT, 


decision of local 


plans for new 


local 
yeal 
most double that 


stated 


Current Activities 
Now that the first full-scale course 
Continued on page 100 
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“Us—overstocked with fans? No, sir 


lad 





BUSINESS INDEX for February 1958% 





NATIONAL PICTURE: 


1947-49=100%->_—*| 
240 
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See 
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100 



































dhecdh riisiit Sees seers 


1956 1957 





INDEX % CHANGE 
Feb. ‘58 Feb. '57 3 1958 from 1957 
136 151 153 12 
Inventory ... 130 150 144 sesh 


REGIONAL PICTURE: SALES INVENTORY 


(% Change) % Change) 
From From 1958 From From 
Jan. ‘58 Feb. ‘57 From 1957 Jan. ‘58 Feb. ‘57 





18 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC | 12 13 8 
**Two months 1958 from two months 1957 


*For electrical apparatus, supplies distributors. Source: Bureau of Census 
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extra flexible 


NEOPRENE 
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WHOLESALE PRICE INDEX 


Product (1947-49—100) Mar. 1958 Feb. 1958 %% Change Mar. 1957 % Change 





 eiaieiass itis, Msi 120.9 120.9 . 145.2 —16.7 
. Building Wire, type RH-RW , : icéee. 120.3 . 139.7 17.0 
. Non-metallic Sheathed Cable , 74.4 78.2 f 90.7 18.0 
. Varnished Cambric Cable 146.0 146.0 i 164.0 11.0 

Flexible Cord type SJ 130.6 134.0 140.4 — 72 


. Lighting Panelboard, fuse type 132.3 132.3 ' 131.0 1.0 
. Lighting Panelboard, circuit breaker type 139.1 139.1 } 136.3 2.1 
. Safety Switch, 2 pole, type A, 250-volts 175.4 175.4 ; 159.1 10.2 
. Safety Switch, 3 pole, type C, 575 volts 184.5 184.5 ’ 168.5 9.5 
. Air circuit breaker, 250 volts 179.7 179.7 F 179.7 0.0 
. Power Panel, fuse type, 250 volts 143.5 143.5 . 143.6 0.1 
. Power Panel, circuit breaker type 149.6 149.6 ; 149.5 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 184.6 184.6 ; 177.6 
14. Motor Control, a.c., 25-30 hp., 220 volts 174.6 . 163.5 
. Motor Control, a.c., 50 hp., 440 volts 205.4 : 189.6 
. Motor Control, a.c., 75 hp., 440 volts 176.9 : r 164.4 
. Motor Control, d.c., 10 hp. 239 volts ; : 196.2 ‘ . 181.8 
. Renewable Cartridge Fuse, 250 volts 125.7 ' 125.7 
. Non-renewable Cartridge Fuse, 600 volts 126.3 . 126.3 
Plug Fuse, 125 volts, non-renewable 114.3 R 111.4 


. Motor, d.c., 1/6 hp., 115 volts 174.5 F 172.4 
. Motor, a.c., 1/4 hp., 110-115 volts 114.1 , 112.2 
. Motor, a.c., 1/2 hp., 220-240 volts 110.4 ; 118.5 
. Motor, a.c., polyphase, induction, 3 hp., ball bearing - 140.1 : 140.1 
. Motor, a.c., pholyphase, induction, 10 hp., ball bearing P 159.9 ' 157.2 

Motor, d.c., 5 hp +. 193.8 ’ 181.6 


. Fan, under 12 inches ae - 121.8 r 117.9 
. Fan, propeller type, 24-30 in. wheel diameter, direct connected 164.8 i 167.6 


. Drill, production line, | /4 in. 127.5 ’ 123.1 
. Drill, production line, 1/2 in. 120.2 , 122.2 
. Saw, production line, 6-8 in 99.8 . . 103.1 
j2. Pliers, 6-in., long nose 200.0 ‘ 186.0 


Lamp, 60 watt, 110, 115, 120 and 125 volts. Inside-frosted 160.5 160.5 


. Distribution Transformer, 15 kva 135.2 . 143.5 
. Distribution Transformer, 45-50 kva. 128.5 ; 134.7 
. Dry Type Transformer, 15 kva 149.7 . 136.8 


. Dry Cell Battery, flashlight, type D 189.1 j 189.1 
. Dry Cell Battery, portable radio "B' pack 67'/2 volts 146.3 t 146.3 
. Dry Cell Battery, general purpose, No. 6 type I'/2 volts 179.7 y 164.5 


. Voltmeter, portable type, 3!/2-6!/2 inches, 0-300 volts 212.4 : 194.8 
. Ammeter, portable type, 4-6!/) inches 203.4 ' 187.2 
. Watt-meter, for instrument transformer, 100-150 volts 191.6 ¥ 169.5 


. Toaster, automatic, ‘pop-up 91.5 . 93.5 
. lron, under 4 pounds 102.0 . 99.1 
. Cooking range, standard size 106.0 F 105.9 
. Washing Machine, non-automatic, wringer type 111.2 5 112.3 
. Washing Machine, automatic 106.2 ; 107.3 
. Electric Dryer 110.6 : 109.2 
. Vacuum Cleaner, tank : } 99.4 
. Refrigerator, capacity 7.4-9.5 cubic feet and over t , . 96.7 
. Home Freezer Chest, 8-12.4 cubic feet . . . 101.8 
. Water Heater, 52 gallon tank, 230 volts a.c . . 102.5 


. Radio, table model ‘ ; 90.8 
. Hi-Fi Phonograph, console : . A . 99.9 
. Radio, portable model ics ; ‘ ‘ 91.7 
. Television, table model ; . e 68.6 
. Television, console model ‘ E d , 69.1 





NOTE: Six of the usual commodity groupings have been dropped by Bureau of Labor Statistics. They are: Motor, 
a.c., polyphase, induction, 3-hp., open sleeve bearing; Motor, a.c., polyphase, induction, 10-hp., open sleeve bear- 
ing; lroner, table model; !roner, portable model; Vacuum cleaner, upright; Radio-television-phonograph combina 
tion. A new grouping has been added: number 48, Electric dryer 


All % changes are increases. Decreases are indicated by minus sign. 
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FRICTION, RUBBER SPLICING, and PLASTIC TAPES 


Send today for our most recent bulletin 
describing details. 











CCURATE 


MANUFACTURING CO. 
GARFIELD, NEW JERSEY 





NAED Reports to the Industry 





Exploding a Myth 


HAT?’S just exactly what the Electric 

Heating Committee of NAED did 
recently—not so much an explosion 
as it was an exposition of plain fact. 
Che myth?—that not enough electrical 
distributors are interested in 
heating. 

rhe truth—established from 
the results of an extensive survey 
among the NAED membership—is 
that a great majority of NAED dis- 
tributors sold on the idea of 
electric heating; they are interested in 
promoting it to the consumer; they 
are concerned with solving the major 
problems connected with the pro- 
motion and sale of this product. 

The results show conclusively that 
the electrical distributor—the NAED 
member particularly—is an important 
factor in the distribution of electric 
heating. The survey shows that 90 
per cent of NAED members are 
actively promoting and selling this 
product. Of those distributors who do 
not now handle electric heating (10 
per cent), over half of them stated 
they were interested in taking it on 

Before going into the problems 
which NAED members say exist in 
this industry, let’s review the types of 
electric heating equipment they say 
they handle. (See Chart No. /). 

It’s interesting to note that a num- 
ber of members electric 
heating are active in promoting and 
selling the heat pump, a comparative 
newcomer in the electric heating 
field. And a majority of these 
tributors are located in the northern 
section of the country! 

No survey of this type is complete 
without touching on the subject of 
rates. Since the electric utility is a 
predominant factor in electric heat- 
ing sales, the committee wanted to 
know the extent to which local util- 


electric 


real 


are 


who sell 


dis- 


ities have developed special power 
rates for electric heating and, also, 
if utilities require load regulators. 
Here’s what the committee found 
out: (See Chart No. 2). 

How many NAED members es- 
timate heating requirements and what 
methods of estimating do they use? 
[hese questions in the committee 
survey brought out these interesting 
findings: (See Chart No. 3). 

Now, what do electrical distributors 
consider to be their major problems 
in selling electric heating? Of these 
NAED distributors who are active in 
this field, a majority of them men- 
tioned particular problems they have 
encountered in the distribution of this 
product. Of those who mentioned 
particular problems: 

e 52 per cent said electric power 
rates in their areas are too high for 
consumer acceptance. 

e 30 per cent indicated a big 
problem is lack of promotion by 
their local utility. 

e 24 per cent reported a lack of 
interest and know-how on the part of 
electrical contractors. 

e 20 per cent think there is a great 
need for consumer education. 

e 10 per cent called “unorthodox” 
selling methods in their areas impor- 
tant problems. 

e 9 per cent state their salesmen 
need more training and several be- 
lieve the financial return on electric 
heating at this time is not commen- 
surate with the effort and expense to 
train these men. 

e 7% per cent 
need for proper 
emphasized enough. 

5 per cent report a 


said selling the 
insulation is not 


e 5 lack of 
interest by builders and/or architects. 

e Only | per cent report consumer 
resistance to high installation costs. 


... And Offering Suggestions 


need for 
rates 1S 


| is Obvious that the 
attractive electric power 
one of the main reasons why 
heating is not being accepted in cer- 
tain sections. But it’s not 
problem as some might imagine 

More and more, we read of elec- 
tric utilities adjusting their power 
rates to the point where electric heat- 
ing is competitive with other types of 
heating. 


electric 


so big a 


94 


And electric heating is beginning 
to get assists from sources quite un- 
related to the industry. It is interesting 
to note that the United Mine Workers 
have become interested in electric 
heating for the home. Their reasoning 
is sound. Coal no longer is considered 
a major factor in the residential heat- 
ing market while electric power com- 
panies are the largest consumers of 

Continued on page 96 


CHART NO. 1 


OF THOSE NAED MEMBERS WHO 
SELL ELECTRIC HEATING ... 


THIS MANY HANDLE 

05 per cent Heat Pumps 

06 per cent Central Furnaces 

51 per cent Ceiling Cable 

54 per cent Commercial and 

Industrial Types 

Radiant Wall 

Panels (Glass, 

Ceramic or Metal) 

80 Built-in Wall Re- 
sistance Heaters 

$1 Baseboard Units 

95 Plug-in Portable 
Heaters 


55 per cent 


CHART NO. 2 


SPECIAL POWER RATES* 
26% Do 74% Do Not 


LOAD REGULATORS 
REQUIRED* 


07% Do 93% Do Not 


*Percentages used above based on 
number of reporting members. Pos- 
sible some utilities included more 
than once. In areas where more 
than one power company was re- 
ported serving area, figures cover- 
ing all reported were included. 


CHART NO. 3 
ESTIMATE HEATING 
REQUIREMENTS 
64% Do 
OF THESE, THIS 
MANY 


36% Do Not 


SAY THEY USE 
Methods as sug- 
gested by manu- 
facturers 

NEMA standards 
Rule of thumb 
method 

ASHAE standards 
NWAA Manual 
Other methods— 
local utility sug- 
gestions, IBBR 


*Many distributors use more than 
one method for computing heating 
requirements. No effort has been 
made to combine these percentages. 


73 per cent 
33 per cent 
18 per cent 
1412 per cent 


03 per cent 
03 per cent 
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CRESCENT @ 


Insulated Wires and Cables 


Pictured and described here are just a few of the many wires and cables 
that are made by CRESCENT 


he = 8 O.8 





ABC ARMORED CABLE 


Has prefrabricated breaking lines which make installing 
easier, quicker and safer. A flattened bonding wire to contact 
with the underside of each convolution of the armor assures a 
permanent low resistance of armor. 





SYNTHOL BUILDING WIRE TYPE TW 
For both wet and dry locations. Insulated with a special tough 
thermoplastic compound. High dielectric and mechanical 
strength. Smallest outside diameter for same conductor size 
permits more or larger conductors in same space. 


00 000 CM GOOV RH-75CorRW-60C 





ENDURITE BUILDING WIRE TYPE RH-RW 


A dual purpose wire, for either dry or wet locations. Type RH 
has a greater carrying capacity because of higher permissible 
operating temperature, which allows use of smaller size cable 
at less cost. 







——— ea 
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TYPE -USE-8-600-V-IMPERVEX TRENT HWIRE 


IMPERVEX TRENCHWIRE — TYPE USE-RR 
Single conductors for direct earth burial. Has a heavy Neoprene 
jacket over the rubber insulation. Provides low cost, permanent 
underground cable installation. 





STEEL TAPED PARKWAY CABLE 
Designed for direct earth installation without additional pre- 
tection. All standard types regularly supplied and special type 
cables made to customers’ specifications. 





IMPERIAL PORTABLE POWER CABLE 


Illustration shows Type SH-D 5000 WYolt Trailing Cable for 
supplying power to electric shovels, dredges, ete. Covered with 
extremely tough Neoprene jacket. 


Ymca 12/3 CRESCENT -TYPE UF - 32/3 CRESCENT 
— ea 





TYPE UF AND TYPE NMC 
Used for direct earth burial as am underground feeder, also used 
for branch circuit wiring in damp or corrosive locations 


BUILDING WIRE TYPE RHW 


Braid or Neoprene covered 
Highest quality insulation, fer use in beth WET and DRY 


locations at 75° C. 


CRESFLEX 


Most suitable lowest cost for rural, residential and farm build- 
ings. Clean gray paint finish. 


SERVICE CABLES TYPE SE 
Both Style A (armored) and Style U (unarmored) are approved 
by Underwriters Laboratories as service entrance cable and 
may be run down the side of a building without additional 
protection. It is tamper-proof, flexible and lightweight, moisture- 
resistant and flame-retarding 





—o 
NEOPRENE CRESCORD 


Heavy duty, oil-proof portable cord, Underwriters’ Laboratories 
Type SO. 





INTERLOCKED ARMOR POWER CABLE 


Provides a flexible, metal-enclosed method of wiring for power 





VARNISHED CAMBRIC LEAD ENCASED CABLE 


Varnished cambric insulation has high dielectric strength and 
long life. Not affected by oils and greases. This cable is supplied 
with lead sheath for wet locations or weatherproof braid for dry 
locations. 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON 5, N. J. 
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ELECTRIC HEAT... 


Are you growing with 


this 


OO 


Chromalox Baseboard Heater 


Chromalox 
Electric Unit Ventilator 


tast moving market? 


Chromalox 
All-metal Radiant Panel 


Chromalox Floor Drop-in Heater 


Cash in with CHROMALOX 
the complete quality line 


No doubt about it — electric heat is 
winning acceptance everywhere. In 
homes, churches, factory offices, 
schools, motels — in fact everywhere 
that comfort heat is needed. 

Not only new structures, but existing 


structures, use this modern method of 


heating. And this doubles your market. 
Electric utilities, too, are devoting 
promotional time to developing this 
huge market. Are you tying in? 
Why not learn the electric heating 
story now? Write for full details. You'll 


find nation-wide distribution and local 
Chromalox engineering assistance to 
back your efforts. 

You'll like the Chromalox line, too — 
renowned for quality the world over, 
yet it costs no more. With quality, 
there’s customer satisfaction, without 
call-back for you. Long life, fast in- 
stallation, attractive appearance — are 
all in your favor with Chromalox. 

See our complete line in Sweet’s 
catalog. Write for details now — so 
that you can heat better — electrically. 


2663 


Chromalox Electric Heat 
Edwin L. Wiegand Company 


7595 Thomas Boulevard 
Pittsburgh 8, Pennsylvania 
CHurchill 2-6400 





NAED Reports to Industry 
Continued from page 94 


coal. Anything that will build up 
utility like electric heating- 
will build up more demand for coal. 

It is also interesting to note that, 
even in those sections of the country 
where electric power rates are not 
too low, many distributors are doing 
a fairly good job of selling electric 
heating—even though its operation is 
more expensive than other types of 
fuel. The reason—these distributors 
are doing a selling job on electric 
heating’s many advantages. 

When greater interest on the part 
of the consumer for electric heating 
is built up, utility rates will adjust 
themselves to meet the consumer de- 
mand. Our economy has shown us 
that, whenever there is a great con- 
sumer demand for a commodity, 
some means will be found to meet 
this demand. In the case of electric 
heating, this might take several years. 

How to build up consumer interest 
in electric heating is one of the pro- 
grams the Electric Heating Committee 
of NAED is undertaking. For one 
thing, the committee is encouraging 
the membership to establish closer 
working relationships with local elec- 
trical contractors, builders and archi- 
tects to sell them on the advantages 
of selling and installing, using and 
specifying electric heating equipment. 
It is also encouraging members to 
closer liason with their utilities. 

Our members feel that there is also 
the need for the distributor himself to 
publicize and promote electric heating 
directly to the consumers in his area. 

Many distributors who participated 
in the NAED survey said that this 
can be accomplished through local 
advertising. They also stated that it 
would be highly desirable if more 
electric heating equipment manufac- 
turers gave serious consideration to 
providing for more advertising of this 
nature at the local level. 

In other words, to create consumer 
demand the industry must embark on 
a campaign of consumer education— 
by all trades in the electric heating 
field. Once this demand is created, 
the electric heating industry will real- 
ize a tremendously dynamic market. 

The Electric Heating Committee of 
NAED will do its utmost to be instru- 
mental in helping. 


loads- 





Because EW believes in keeping 
our 11,750-plus readers up on 
developments in NAED’s pro- 
gram of service to members and 
the industry, we devote this 
department to NAED-prepared 
material covering today’s big 
subjects of interest to you. 
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Why more 

and more 

alert distributors 
are handling 

the complete 


CLARK LINE! 











The CLARK line also includes 
“AMERICAN” Service Entrance Equipment 


With the CLARK-AMERICAN line you can offer your 
contractor customers a type and size of service entrance 
equipment for any domestic load—up to 200 amperes. 
For auxiliary use, there is a range of small fuse panels. 
For small homes and summer cottages, there are 60 amp. 
service entrance units, with main pull-out switches and 
additional pull-outs and branch circuits as required. To 
meet adequate wiring standards for medium size and 
large homes, there are 100 and 200 ampere units with 
main pull-out, up to 6 auxiliary pull-outs, and up to 
24 plug fuse branch circuits. 


Plenty of easily removed knockouts, generous wiring 
space, solderless lugs on terminals, slotted upper 


With the Clark Line you havea 
Control Specialist on your staff 


Always available for help in 
selecting and applying the 
proper controls, CLARK fac- 
tory-trained field men not only 
give you the benefit of their 
own “know-how”, but can call 
on specialized experts in our 
home office for unusually 
complex jobs. 


mounting holes, mounting brackets on flush type boxes, 
etc. are some of the features that mean faster and 
easier installation 


More and more contractors are installing Clark-American 
Service Entrance Equipment because they save time 
and labor costs on house wiring jobs 


Once installed, this equipment can be counted on to give 
dependable, trouble-free service. This is because every 
step in production is carefully controlled to maintain 
Clark’s high quality standards 


A FEW OF THE MANY OTHER OUTSTANDING 
PRODUCTS IN THE CLARK LINE 


TYPE “Cy” 
STARTERS 
SIZE 0-4 


Type “DM” 
Limit 
Switches 





CLARK Type “PM” 
Relays 
2-12 poles 


CLARK 
Bulletin 141 
Reversing 
Drum Switches 


For more information drop a line to our Manager of Merchandise Sales 


/ko CLARK (©) CONTROLLER Company 


Everything Under Control 
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1146 East 152nd Street » e 
IN_ CANADA: CANADIAN CONTROLLERS, LIMITED e 


Cleveland 10, Ohio 


MAIN OFFICES AND PLANT, TORONTO 
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28900" 
PUSH 
BUTTON 
CONTROLS 


“RA” 
STARTERS 


rere 
MANUAL 
STARTERS 








“RAC” 


COMBINATION 


STARTERS 
“NE” 
MANUAL 
STARTERS 


WHEN LOOKING FOR 
GOOD PRODUCTS... 


LOOK FOR A GOOD NAME 


The motor controls ehown above, and all the 
other products in the complete ARROW-HART 
motor control line, bear a name that has earned 
a high rating in the electrical industry during 
the past 67 years. This fine name — ARROW- 
HART — is your assurance of motor controls 
you can rely on for quality and dependability. 


Outstanding service — on-the-job assistance 
from field engineers for Arrow-Hart Distribu- 
tors, Electrical Contractors and Plant Engineers 

is another reason for ARROW-HART?’S fine 
reputation. This combination of a complete line, 
a superior product and superior service makes 
ARROW-HART motor controls the logical 
choice. Write for a free copy of new Catalog No. 
12 to The Arrow-Hart & Hegeman Electric 
Company, Dept. EW, 103 Hawthorn Street, 
Hartford 6, Connecticut or contact your nearest 
Arrow-Hart distributor. 


ARROW ‘AH HART 


uidd MALL 4E9O 


ENCLOSED S 
WIRING 


MOTOR CONTROLS 
APPLIANCE SWITCHES 
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ft 
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Letters 
Continued from page 6 

across the country to express their 
opinions and we are very anxious to 
find out what the consensus of 
opinion will be. 

LesTER B. MERREFIELD 
ENGLEWOOD ELECTRICAL SUPPLY CO. 
SOUTH BEND, INDIANA 


Sales Aid... 


Dear Sir: 

Our company has just recently tak- 
en a subscription to your magazine 
“ELECTRICAL WHOLESALING” and the 
writer has found the entire magazine 
extremely interesting and informative. 

For some time we have been con- 
cerned with the problem of education 
for our various sales personnel, and 
we are very impressed with the 
monthly article by Messrs. J. F. Mc- 
Partland and W. J. Novak. 

At the present time we have articles 
49 and SO, and if it would be possible, 
we would like to receive articles 1 to 
48 inclusive 

R. G. ELLERKER 
MANAGER 


NORTHERN ELEC. CO 


FORONTO, ONTARIO, CANADA 
e Reprints available at 50¢ each 


| Hot Idea 


| earlier ads, 
Can you give us more information 


| FARRELL-ARGAST 


Dear Sir: 

We were very much impressed with 
your February issue and _ looking 
through the ads in particular were 
struck with an idea we might use for 
our open house in May (at our new 


| branch) 


Enclosed you will find some ads 
of our important manufacturers ap- 


| pearing in this issue. 


Is it possible to obtain suitable 


| reproduction of these ads, say double 
| this size, suitable for use on posters 


to be placed about the building . . .? 

In other words, these ad sizes run 
about 7'4x11l-in. and we would need 
at least 14x22-in reproductions to 
make a uniform size of poster. The 
ads should impress not only the 
advertisers (manufacturers), but our 
customers 

There are some other manufacturers 
whose ads we didn’t see (such as Ana- 


| conda, Jefferson Electric, Wadsworth, 


and Wiremold). They may have had 
and should be included. 


? 

CHARLES ARGAST 
FLEC co 
INDIANAPOLIS, INDIANA 
e EW is glad to assist reader Argast. 
Are others interested in this idea? 





Cutting Costs... 


Continued from page 49 


the difference between profit and loss 
on the job they get. We can give such 
decisions—whether they involve stock, 
delivery, specifications, or credit. With 
us the contractor is dealing with the 
management or with salesrnen who 
are empowered to make decisions in 
the field. Most of the big distributors 
have a lot of policy and channels— 
necessary, of course, for a big oper- 
ation—that prevent a small contractor 
getting a decision immediately. 
“Right now the contractors have a 
particular need for advice on credit. 
Jobs are scarce and the competition 
is terrific. Any good distributor can 


provide the help the contractors need 


—but we feel that we can do it 
quicker and better, and that is our 
strength in seeking their business to- 
day. Salesmen for the distributors in 
San Francisco and Oakland have 
refer credit information on new 
counts back to their credit manager. 
So do most of the local branch man- 


agers. The personal contact is lost, so | 


is time. We are getting much of this 
contractor business because we main- 


tain the personal relationship with the | 


contractor and we act immediately 


“In today’s market, a big advantage | 


in seeking this extra contractor busi- 
ness is the better margin that can be 
had when the account is sold on the 
advantages of local, personalized ser- 
vice. 


e “Knowing costs can be more | 


important than cutting costs,” states 
Tom Savasta. “And it is really vital 
to the small distributor who must op- 
erate at maximum efficiency. Our big- 
gest help comes from costing every 
invoice. We are not alone in doing this, 


to | 
ac- | 








although it is surprising how many big | 


distributors still don’t cost their sales. 

“The advantage comes not only in 
knowing our profit from month to 
month—but in several other ways very 
important when we are operating in 
a market that is off 20% or more. 
For example, it provides a check 
against clerical errors in extension of 
prices—preventing in one case sev- 
eral $15 items from being billed at a 
$15 per hundred rate. It helps from 
a sales management point of view too. 
We can know where we are making 
a good profit and direct our sales ef- 
forts toward more sales either of a 
particular type of goods or to a spe- 
cific market. 

“We do our costing the simpler 
way—using the current cost of the 
item rather than using the cost of the 
item at the time it was purchased- 
but it is so close that the difference 
would not be worth the trouble and 
time of going back to the files.” 



















SAFETY 
ALWAYS 
SELLS, You'll 
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ARROW-HART 


LOUVRE LIGHTS ana 
uiette TAP ACTION 
SWITCHES 


Wiring devices that help your customers offer im- 
portant extra value always sell better. And no value 
is more widely appreciated than ADDED SAFETY. 
That’s why A-H Louvre Lights will move from your 
shelves fast! Installed on stairways and landings and 
in bedrooms, nurseries and sickrooms . . . everywhere 
that darkness can be dangerous . . . these devices pro- 
vide subdued illumination that insures safety. Avail 
able in several switch and pilot light combinations 
with brass, stainless steel, brown or ivory plates and 
brown or ivory handles. 











ia 
“4 

















Ideal companion to the Louvre Light-——and to every 
fluorescent or incandescent light and convenience 
outlet—-is the A-H Tap Action Quiette Switch. Turn 
ing quietly on or off with a touch of the finger-tip, hand 
or elbow, these switches provide your customers a 
lifetime of electrical convenience at no additional 
cost. Fits any standard toggle wall plate. Available 
for 15 and 20 amp, 120-277 volt service, ac only 
Write for free literature to The Arrow-Hart & Hegeman 
Electric Company, Dept. EW, 103 Hawthorn Street, 
Hartford 6, Connecticut. 


ARROW © HART 
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SED SWITCHES 
DEVICES 


MOTOR CONTROLS «+ EN 
APPLIANCE SWITCHES 






WIRING 


MR JOBBER: Tie into this big contest! 
Your customers are reading this 
ad in their favorite magazines... 





25 miles to the gallon. Thousands of dollars worth of the world’s 
most modern motor-vehicle engineering. And it’s free to the 
man who submits the most imaginative and practical use of 
REMCON on an actual installation. 


Just pick up your Entry Envelope (with entry blank, full in- 
formation and helpful suggestions) at your REMCON dis- 
tributor — or write REMCON Division, Pyramid Instrument 
Corporation, Lynbrook, N. Y 





New ALA Program 

Continued from page 89 
has been completed, two more are 
underway at Cincinnati Gas and Elec- 
tric Co., and the Public Service Elec- 


tric and Gas Co., in New Jersey 
| Classes will end in April and May of 
| 1958. 


e Cincinnati, Ohio—28 lighting fix- 
ture distributors, retail outlets and 


| 
| electrical contractors are enrolled in 


classes there. Progress report indicates 
problems from a cross-section of the 
industry are ironed out in question 
and answer periods. 

e Newark, N.J.—38 have been ac- 
cepted for classes. Several lighting fix- 
ture distributor salesmen have re- 
ported increased sales of better type 
fixtures as a result of instructions re- 
ceived 


What It Teaches 


ALA teaches the fundamentals of 
zood home lighting; how to apply the 
principles; how to sell them to the 
customer. It is designed to broaden 
creative skill, understanding and ex- 
perience 
e Student Body—25 to 35 persons 
will be enrolled for the typical Acad- 
emy course. The student body will 
include salesmen on the wholesale, 
etail and manufacturer levels, de- 
signers, architects, contractors, buyers, 
and a wide range of electric utility 
people 
e Teachers—In most cases the Acad- 
emy will be conducted by the electric 
utility. After purchase of the course 
an instructor is appointed by the spon- 
soring utility service company or other 
local sponsor. The announcement is 
then made that the Academy is avail- 
able in the community. Tuition is not 
mandatory, but recommended to 
heighten student interest, insure at- 
tendance, and to partially liquidate 
the sponsor’s expense. Although pre- 
training for instruction is not required, 
the instructor is entitled to two days’ 
preparation, under the supervision of 
the ALA staff 


How It Teaches 


The schedule of classes for the 
Academy is in three phases. The first 
seven sessions teach lighting funda- 
mentals. Here the student is intro- 
duced to both the quantities of light 
needed for easy seeing, and the qual- 
ty of light design essential in com- 
fortable seeing. Separate classes are 
devoted to light sources, fundamen- 
tals of fixture design, and understand- 
ing of structural or “built-in” lighting 

The next phase of training teaches 
wiring, switching and dimming for 
light control. Each person is assigned 





to prepare a “Light for Living” layout 


as a Class project 

The final phase, the last four ses 
sions, covers selling and demonstra- 
tion. 
e Training Aids—The 1,350 pieces of 


training equipment, run the gamut | 


from teacher’s exams to color and 
sound motion pictures. They are pre 
packaged, and “mechanized 

e The Graduates—Graduates of the 
Academy will be given national status 
as “Certified Residential Lighting 
Consultants.” To the consumer he will 
be an authority on the latest lighting 
developments. 

e The Alumni—Permanent ALA or- 
ganization will be set up as a means 
of disseminating new and additional 
information, and group meetings will 
be organized, using the facilities of 
new distributor showrooms and the 
utility showroom. 

e Planning Needed Forbes con- 
cluded his address to the EEI confer- 
ence by saying that “Adequate Light 
for Living in an average size house 
of 1,200-sq ft can be had for as 
little as $200, retail value, in fixed 
equipment—when planned by a quali- 
fied lighting specialist such as the 
Certified Residential Lighting Consult- 
ant of ALA. 

“However,” he continued, “* ‘light- 

conditioning’ means quality of lighting 
installation as well as quantity of 
sources. The greatest drawback to the 
sales of light-conditioning is that—un- 
like the electric range —it can’t be 
bought in one piece or one place, 
complete. And frankly, too often the 
people who sell the pieces have no 
real conception of the job that can be 
done.” 
e Program Backed—The ALA is 
backed by the National Association of 
Electrical Distributors, the American 
Home Lighting Institute, the Edison 
Electric Institute, the Live Better 
Electrically organization and the Na- 
tional Electrical Contractors Associa- 
tion 





GE Launches “1958 Power 
Groove Parade” 


CLEVELAND, OHIO—In order to 
raise the quality and level of lighting 
in the nation’s classrooms, stores and 
factories, the GE Large Lamp dept., 
has switched on a campaign aimed at 
representatives of lighting fixture 
manufacturers. Awards and national 
recognition are given for the best 
lighting installations put in this year 
with GE’s new Power-Groove fluores- 
cent lamps. 

Judging will be completed by Janu- 
ary 31 1959, by a panel of GE light- 
ing engineers. 





MR. JOBBER: Your customers are reading this 
ad right now in their favorite magazines... 














new 
Remcon 











Pilot 
Lite 
Switch 








a new concept in 
Remote Control Switching 
by Remcon 


This most beautiful switch of all tells at a glance whether lights are 
on or off anywhere in the house. It’s the ultimate in remote control 
light. Each switch on the hi-fashion Remcon plate has its own tiny 
6-volt gem-light. The pilot lite circuitry employs the three wires 
used for wiring switch; no additional wiring or transformer 
needed. That’s real convenience ... real remote control. That's 
Remcon. On your next job, use easy-to-install Remcon Pilot-Lite 
switches and relays. Just a few pennies more than conventional 
switches. See your jobber or write Pyramid Instrument Corpora- 


tion, Lynbrook, N. Y., makers of the world-famous AMPROBE. 








Mew deed cud Exe 


for conduit threading 
by power drive... 











No. 504, 1”’ to 2” 
No. 502, 2" and %”” 
also available offering 
same time-saving 
features. 


No. 504 Quick-Opening Self-Contained 
1’ to 2” Threader 


Talk about time-saving efficiency! . . . only one set of famous 
FRIE801D dies in tHe 504... fast, easy adjustment to 1”, 1%”, 
16" or 2” or over or under size. Quick-opening lever retracts dies 
instantly under power—no slow backing off! And it’s full of other 
features your customers want. They sell — keep these RIFAID 
Quick-Opening Threaders in stock . . . order today! 
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Business Plans 


e New technology seen as path 
to future sales success 


Business plans are to stabilize capi- 

tal expenditures sometime in 1959 and 
maintain that new level in 1960-61. 
This is one of the key findings in 
the McGraw-Hill survey of “Business 
Plans for New Plants and Equipment.” 
Present plans indicate capital spend- 
ing of $34 billion in 1958, $31. bil- 
lion in 1959 and 1960. The amount 
of expenditure in 1959 is within 8% 
of the estimated spending for 1958 
and close to the annual rate of spend- 
ing in the latter part of this year— 
indicating that the worst of the capi- 
tal goods decline is over. The planned 
expenditures for 1960 and 1961 ($31 
billion and $30 billion) are already 
as high as for late “58 or °59, and 
as new projects are added, the ac- 
tual rate of spending seems likely to 
increase. The largest plans for 1958 
are by the electric and gas utilities 
($6.4 billion). 
e New Products, Projects — Almost 
half of all manufacturing companies 
are now working on new products. 
Some of these are long term projects, 
but a substantial number will be in- 
troduced in the next few years, with 
large requirements for __ capital 
spending. The fuel for a later boom in 
capital spending is also being gen- 
erated by research and development 
programs. For 1958, $8.3 billion will 
be spent on research, and this figure 
will rise to $9.9 billion by 1961. 11% 
of all manufacturers are now working 
on new processes. Their expenditures 
will be sharply reduced in 1958, and 
somewhat further in 1959, due mainly 
to cut backs on capacity. A larger 
share of the expenditures will be sunk 
into replacement and modernization of 
factory equipment. 


The New Technology 


Industry sees that the future vol- 
ume of sales will increase. Companies 
now plan to have 12% of 1961 sales 
in new products—“not made in 1957, 
or products that are __ sufficiently 
changed to be reasonably considered 
as new products,”"—compared to the 
1957 plans for 10% of the 1960 sales. 
With conventional markets growing 
more and more slowly, new products 
will become more important in the 
next few years, due to the pressure 
of the new technology and the com- 
petitive pressure to cut costs and im- 
prove the quality of products. 

e Plans Soar—1957 was a _ record 
year for research and development, 
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1958-1961 


with a total of $7.3 billion sunk into 
it. This year industry plans to supply 
$8.3 billion, 14% more than 1957. 
The plans soar higher, with 10 billion 
by 1961 (this is a conservative esti- 
mate, if we are to follow past trends). 
Of course the actual investment in 
1958, and later years, depends greatly 
on the recovery of the general econ- 
omy, corporate profits, and the fed- 
eral tax policy. Though a large part 
of the figure mentioned for the 1958 
research program is due to the in- 
creased requirements for national de- 
fense, the over-all trend in practically 
all industries is that research be in- 
creased. 
e Rapid Pay-Off—Over 90% of the 
companies involved in research pro- 
grams expect it to pay off in five 
years or less, going beyond the mar- 
keting and laboratory stages. This 
quick return is probably due to prod- 
uct improvements that do not require 
lengthy research, but it would also 
seem to indicate a rapid flow of new 
materials, machinery, and industrial 
processes over the next few years. 
The impact of research on current 
plans for new capital equipment is 
still very gradual—particularly for 
short-run investment plans. In last 
years survey, only 38% of the com- 
panies questioned expected their re- 
search programs to lead to substantial 
capital expenditures in 1959 or later. 
But the number of companies who 
are building or adapting facilities to 
make new products has grown signifi- 
cantly in the last few years. It is clear 
now that research and development 
have become significant forces in mar- 
ket development—both of completely 
new products and of improved quality 
in existing products. 


Sales Upturn 

The companies surveyed expect a 
lower sales year than 1957—as a 
whole. However, they also seem to 
agree on the advent of some upturn 
before 1958 is over. These companies 
(the larger firms in their respective 
industries) estimate unit sales volume 
for all of 1958 at 2% below 1957— 
which is less of a decline than the 
rate in the first months of this year. 
e Plans for an increase—Manufactur- 
ing companies, as a group, plan to 
increase unit sales volume 20% from 
1958 to 1961. Significance: 
e Industry is not figuring on a long 
slump in the economy 
e Indication of definite plans for 
solving the problem of excess capac- 
ity. 

Continued on page 104 
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of this Extra Efficient 


Rikaalb 
400A Power Drive 


that operates all hand pipe tools 


Does More Work—easily, smoothly, powerfully—as scores 
of thousands in use have proved. 

Saves Work Time—operates forward or reverse, speeds 
conduit jobs—no waste of costly time. 

Serves Longer—hardly a week’s wages more than the 
cheapest machine, yet gives better service years longer. 


Stock and sell the FeITe2([> 400A — your customers prefer it! 


Check the Specs: Capacity, conduit and bolts to 2’, with 
geared tools to 12”. Fast easy chucking with RiIG@eip 
Speed Chuck, guaranteed grip both ways, any kind of conduit 
or rod. Replaceable chuck jaw inserts. Electric power for any 
job, extra-life motor brushes, longer commutator. Bench, stand, 
wheel-stand models. Keep them on hand—order today. 








STOCK IT! 
CATALOG IT! 
DISPLAY IT! 
and they'll 
BUY IT! 


No. 420 


Every year, hundreds of thousands of mechanics— 
including your customers—buy the Channellock No. 
420. They prefer it because it’s the handiest plier 
of them all. They like its pipe-wrench grip... its 
non-slip adjustability... its strength... its all round 
usefulness. And they'll buy it from you if you stock it 
... Catalog it...display it. Send for our new catalog. 


IT’S EASIER TO STOCK JUST 
ONE LINE OF PLIERS 


IT’S PROFIT-WISE TO STOCK THE 
GENUINE CHANNELLOCK LINE 








Business Plans 
Continued from page 103 


For the entire period 1957-1961, com- 
panies expect sales to be up 18%. But 
they are only scheduling 14% more 
capacity. If the plans are carried out, 
the rise in sales will reduce id'e capac- 
ity and raise the average operaung 
rate in manufacturing to about 82%. 
e Opportunities for Investment—aAl- 
though companies have stated in the 
past that they prefer to operate around 
90% of capacity, they may come to 
accept 80-85% as a rate that is more 
typical of a highly competitive econ- 
omy. Such a rate would still provide 
many profitable opportunities for 
large plant investment 


Regional Shifts 


[his is the first major breakdown 
of manufacturer’s plans for new plants 
and equipment in the 5 major regions 
of the United States. Business Plans 
for the 1958 investment dollar are 
as follows 

34% to the North Central region 

27% to the Northeast 

16% to the South 

13% to the South Atlantic 

1% to the West 

The biggest increase in shares of 

capital spending from 1957 to 1958 
is going to the Northeast. 
e Electrical machinery companies in- 
creased their share of the investment 
dollar going to the South Atlantic re- 
gion (from 5% to 14%) and to the 
Northeast (from 39% to 45%), while 
the North Central region is expected 
to lose a big—45% to 31%- share. 





Square D Builds Regional 
Headquarters 


PITTSBURGH, PA.-——Construction 
is underway on a_ 10,000-sq ft re- 
gional headquarters building for the 
combined activities of Square D Co., 
and Electric Controller & Mfg. Co. 

Scheduled for completion in early 
summer, it will provide warehouse 
facilities in addition to housing re- 
gional and district offices. 

Frank Roby, Square D’s vice pres- 
ident of marketing, said that the com- 
pany’s expansion and increased invest- 
ment in the Pittsburgh area is “both 
a reflection of the growth of our 
business here in recent years, and the 
faith we have in the future potential.” 

As a result of setting up a new 
region for Pittsburgh, Buffalo, and 
Rochester, Joseph D. Brick and 
Charles W. Duffett have been named 
East Central regional manager and 
district manager, respectively. 
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bles 50% easier to pull 


with Rome’s new invisible lubricant! 


Two almost identical groups of wire of 
the same size were pulled through 
identical lengths of %” conduit. Yet 
one group was 50% easier to pull! Why? 


An Actual Test 


In the illustration above, you can sec 
that the force needed to pull nine wires 
No. 14 AWG) through the bottom 
section of conduit was approximately 
150 pounds, These wires were coated 
with the conventional paraffin-type 
lubricant 

Now, note the top half of the test 
Same size wires. Same number of 
wires. Same %” conduit. But—thes 
wires were coated with the new Rome 
Cable emulsion. Pulling force needed 
Less than 75 pounds. Less than half 
the pulling force needed for paraffined 
wire. You cant see the coating—but 
you can see the result, and it’s pe 
manently bonded to the insulation. 


Easier Installations 


This new improvement in wire coating 
can save money for you. With wire and 
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cable pulling easier, you cut installa 
tion time and labor costs. There’s no 
problem with the coating flaking off 
because it is virtually “married” to the 
insulation. Rome’s new emulsion will 


not “pile up” to plug conduit or 
freeze” cables in position 
Furthermore, exte nsive heating and 
iging tests have proved that this new 
emulsion coating will not be absorbed 
by the insulation, nor will it disappeai 


through volatilization 


Available now 


This new extra-low-friction coat 


ting iS 
iow standard on many of the Ro 
| 


wires and cal les which have 


Synthinol insulation. A list of wires and 


' ‘ 
cables coated with the new emulsion 


me 


re 
\ ) 


is shown at the right 


order buil 
ur electri 


ible § new ¢€ 
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ROME CABLE 
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INDUSTRY-WIDE PROGRAMS 


THE NEW NEW Results, ‘‘Excellent;”’ 
Plans for 1959 


NEW YORK, N. Y For the sec- 
ond time in its four-year history, the 





challenging, result-getting program of 
National Electrical Week was staged 
as a simultaneous, all-industry, nation 
wide observance. From Feb. 9-15, the 
liith birthday of the “Wizard of 
Menlo Park” was celebrated with 
crackling enthusiasm throughout the 
entire electrical industry 

[he distributor, his suppliers and 
customers, were reminded that they 
were a part of a team, organized to 
light up homes and factories, and to 
show the contribution of electricity 
in our way of life 

The program itself was designed 
as a springboard to launch the various 
educational and promotional activities 
that would be not only a display of 
industry solidarity and patriotism, but 
also a means of getting a greater slice 
of the consumer's dollar—one in pro- 


4 
PRESS ] FED KX portion to the services the industry 
renders to society. Information jobs on 
improved wiring; increased under- 
i oH =a standing of a company’s role in the 


life of a community, and greater cus- 

tomer appreciation of electrical living 

° were some of the objects related to the 
featuring industry that were put in the spotlight 


All these uses of NEW were car- 


A New Conception in Hinged Frames ried on to create a cumulative impact 
for Recessed Lighting Fixtures that would be felt throughout the U.S 


° ° ° é nd ( anada 
Available int _ i , 
: e in two sizes—the 1014 Series e Results excellent at the national 


(150W), and the 1317 Series (200- level: an “atmosphere of observance” 
300W). These units utilize Dielux was created by network television and 
die cast frames employing the revolu- radio announcements (100 million 
ary new “PRESLOK"’ principle which heard salutes) and national! mavcazine 
allows finger-touch i cada and advertising There were 49 national 
closing. Spring loaded hinge enables advertisers participating ‘1 1958 NEW 
megs frame to be easily removed for e More than °57 at the local com- 
maintenance. Lamp and socket are in munity and company level there was 
vertical position so that the unit may be every ‘indic ition of considerably more 
serviced with relamping pole. Un ts widespread activity than in 1957, with 
Diels PRESLOK"’ employ critically some individual companies increasing 
Prin engineered full their participation 
reflector for maxi- e Its Scope—The NEW committee, 
mum performance. whose duty was to provide the stimu 
lus, information, 1 is and materials 
for the 1958 observance, received 
reports or other lications of NEW 
activities from some 250 communities 
With a touch of the finger or lamp pole ; rm boty sy aoe poten base hr 
changer the inner frame with lens swings om chats a lia ge! van ene 
down for cleaning or relamping, yet locks ; mieten ie ved ety ule 40 action 
firmly in closed position. Special shock ab D. ¢ ae tig eniians Waite 
sorber prevents glass breakage. Write for your copy ae aia 
Available in a wide range of glass and lens of the Complete = 
styles as well as several frame finishes. PRESCOLITE Catalog 
The Values Gained 


PRESCOLITE MANUFACTURING CORPORATION i gine ala iar Wiaiaaitly. ade 
HOME OFFICE: 2229 Fourth Street, Berkeley, California ing the 1958 observance sprung from 
FACTORIES: Berkeley, Calif. © Neshaminy, Pa. © EI Dorado, Ark. Continued on page 108 
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A supersonic fury, the Air Force's all-weather F-102 is shown with auxiliary power unit con- 
nected which can feed up to 250 amps at 28 volts for starting power and also to energize 
the electrical system for maintenance procedures; thus relieving strain on aircraft batteries 
Twin, parallel type Okocords are widely used to connect auxiliary power unit to aircraft 


On today’s supersonic fighting craft, an auxil- 
iary power unit is used to energize the plane’s 
electrical gear while it’s on the ground . . . and 
to feed in the extra jolt of juice needed to 
start it on its skyward lunge 


Okocord cable is widely used for this critical 
chore. It stands up with unfailing depend- 
ability to being dragged along concrete run- 
ways... to being left for hours on end in water 


where there’s electrical power... there’s OKON ITE CABL 


450 


Surer starting, time affer time 


-e with OKOCORD 


and oil...to wide variations 
in temperature ...to being 
run over by various air- 
strip vehicles. 


Sle 


Twin parallel Okocord 

From any standpoint: reliability, flexibility, 
strength and extra long life—Okocords are the 
best bet to end your portable cable problems 
once and for all. Facts, figures and specifica- 
tions in free Bulletin WH-1108, The Okonite 
Company, Passaic, New Jersey. 








HOW TO MAKE 
BETTER 
ENTRANCES 


... choose 
Heinemann 
indoor service 
entrance 
equipment 








Easiest route to a successful wiring installation is through a 
Heinemann indoor service entrance unit. 

Easiest, because Heinemann equipment is built with the installa- 
tion in‘mind. Boxes are quickly mounted . . . there are plenty of 
knockouts . . . and ample room in which to spin a screwdriver with- 
out skinning knuckles. Yet the unit is compact, occupying less than 
half the space required by comparably rated fused safety switches . . . 
and costs little more. 

Successful, because the Heinemann circuit breakers inside em- 
ploy the most dependable type of operation ever devised , 
hydraulic-magnetic actuation. Heat never affects the rating of the 
Heinemann magnetic sensing coil . . . you can locate the breakers 
next to steam pipes if you have to. Hydraulically-controlled time 
delay prevents nuisance tripping. 

Heinemann’s simple two-position handle means the breaker is 
always clearly ON or OFF, never at a confusing intermediate position. 

It all adds up. To fast, easy installations. To satisfied customers. 


Heinemann Series XH9000 
Indoor Service Equipment 


¢ For main service entrance or 
motor or power circuits. 
Holds one two-pole Compan- 
ion Trip® breaker, 50 to 100 
amps 
Has 8 knockouts 
Flush or surface mounting 
Measures 13%” H., 6141” W., 
3%” D 
Heavy-gauge steel, grey baked- 
on enamel 
Listed by Underwriters Labs, 
Inc 


Want more information? It's available in Bulletin 1000, a handy 24-page, 


illustrated catalog of the entire Heinemann enclosed equipment line. 


ELECTRIC COMPANY 
152 Plum Street Trenton 2, N. J. 


Industry Wide Program 





Continued from page 106 


a massive program of activity that had 
no one dominant theme, and a philos- 
ophy that welcomed the entire indus- 
try. As one manufacturer put it: “As 
you will note, our various components 
see NEW from different views. Many 
see it as a means of winning under- 
standing among employees and within 
the community. Some look on it pri- 
marily as a marketing tool. Many see 
it as a way of stimulating customer 
appreciation of the useful services of 
the electrical industry. Many see it as 
an aid to our distributors and dealers 
and the suppliers with whom we do 
business. 

“All see it as an important activity 
deserving full support.” 

e The Industry Reports—from the 
reports and comments received by the 
NEW committee, a summary listing of 
the values showed: 

e Increased intra-industry cooper- 
ation at the local level. 

e An outstanding opportunity for 
all those interested in wiring and elec- 
trical safety to develop educational 
programs, particularly through the 
schools, municipal authorities, and 
civic groups, and general promotion 
programs in all media. 

e A vehicle for gaining important 
positive effects on the pride of both 
the industry’s einployees and its plant 
communities. 

e A useful marketing tool, to help 
and stimulate distributors and dealers 

. and an excellent medium for the 
initiation of new industry programs ot 
the re-activation of continuing promo- 
tional activities 

e An opportunity to pay tribute to 
the great electrical pioneers . . . and to 
cooperate with the “Science Youth 
Day” program. 


Science Youth Day 
“Science Youth Day” was the fea- 
ture of several NEW programs. It had 
an avowed purpose of _ interesting 
youth in pursuing scientific studies, 
and was sponsored by the Interna- 
tional Edison Birthday Committee 
with the assistance of the Thomas 
Alva Edison Foundation Inc. 
e Assist from NEW—rThe national 
NEW committee assisted the Edison 
Committee by including science-youth 
material in its NEW Planning Guide 
& Kit which was distributed through- 
out the electrical industry. Activities 
on this “Day” were reported “twice 
as big in pamphlet distribution and 
numbers of corporations participating 
as in 1957.” 


Continued on page 110 
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NEW! Slim Trim 


the latest in the |-CCK from 


VENTILATOR 


... for bath and utility room... quick 
and economical to install... modern design 


This is the new kind of design that has the builder and contractor in mind. 

Fasco has engineered this new ventilator-light to save you time in installation... Color catalog and 

and time means money. The photos below show how simple it is to install ae na —_ 
ss yours rth 

and the many step saving features asking. Fill out the 
coupon below 


Powerful ventilator and soft, ample light from two sixty watt bulbs in a sleek and mail today 
Slim Trim design make this a handsome unit that will enhance any job. 


We . 
; sid Rough-in box fits 16” O. C. joists and is at- Removoble duct —_ 


et a . ’) tached by the adjustable mounting flange sleeve connector. 
7 y ¢ 


or directly to joists. Remove junction box 


box is removed from inside. Rough wiring 
< ; connections are all that is necessary. Slip 
duct on removable duct sleeve. Flanges are mounting flange. 


| a cover, or for existing work the complete 


Adjustable 


Inner box ~ 


pre-set %” for standard plaster thickness. mounting bolts. 


Exhaust port-— 
After plaster or dry wall, box can be raised Plug in 
or lowered on mounting flange to fit flush. a 
On existing ceilings, mounting flanges are aii ament holes 
reversed with long lip against box so short for mounting 
side will lie flush with ceiling plaster. inner oom. 
box complete with power unit then slips 


quickly into place Powerful, quiet Receptocie for 
J impeller ynit power unit plug 


Line up mounting stud on grille with holes = 

in rough-in box and just push. The grille = Ribbed milk glass “ bet! Wide grille 
flange is wide enough to cover imperfec- @'ffuses light. —_ 
tions in ceiling hole. The exclusive “snap-in” 


grille can be removed for cleaning and bulb Round glass grille 


‘ th - Exclusive snop-in 
replacement simply by pulling from unit. Me ts grille 


Please send me full information on Ventilator light 655-C 
FASCO INDUSTRIES, INCORPORATED, :i2c6 aucusrta st., ROCHESTER 2. N. Y. ASCO 


Y NAME Y Aporess Y civ VY zone §3=F stare 
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FOR EXTRA PROFITS .. . KEEP 


EAGLE FUSES... 
always in stock! 


CAT. NO. 690 “OK 


CAT. NO. 675 
NON-TAMP”’ FUSES 


CAT. NO. 670 ‘‘SLO-LAG’’ FUSES 


CAT. NO. 660 
SLO-LAG’’ RENEWABLE 
FUSES AND LINKS 


CAT. NOS. 655 & 656 NON RENEWABLE CARTRIDGE FUSES 


THERE’S AN EAGLE FUSE FOR EVERY PURPOSE 


Eagle makes a complete line of fuses... 
and all of them are built to reflect the 
Eagle slogan that “Perfection is not an 
Accident.”"” Let's look at some of the leading 
fuses in the Eagle line, fuses for most every 
type of circuit. 


CAT. NO. 690 


“OK” Glass Fuse . here's the famous 
fuse that ‘speaks for itself’. Its exclusive 
“OK” feature positively indicates when it 
blows, and it indicates overload or dead 
short as well, Available from 10 amp. to 
30 amp., each with colored discs that 
make for easy and quick identification of 
amperage, Also available in sub-standard 
sizes 


CAT. NO. 675 


The Eagle Non-Tamp Fuse (Type S$) .. 

prevents tampering and overfusing. 
Equipped with a thermal element, they 
provide a time lag that prevents needless 
blowing on temporary loads, ‘“‘Non-Tamp” 
fuses have a different shaped base than 
ordinary fuses, and this makes it impossible 
to insert too large a fuse, such as a 20 
or 30 amp. Non-Tamp fuse in a 15 amp. 
recep tac le. 


CAT. NO. 670 


“Slo-Lag” Plug Fuses . . prevents need- 
less fuse blowimg. The Eagle “Slo-Lag” plug 
fuses have been especially designed to pre- 
vent unnecessary fuse blowing caused by 
temporary overloads in appliances and other 
equipment, They provide full instant pro- 
tection on dangerous overloads and short 
circuits. Available in 15, 20, 25, and 30 
amp. sizes. 


CAT. NOS. 660-661 


Eagle ‘‘Slo-Lag’’ Renewable Fuses . . 
provide protection on circuits to 600 amps 
Simple in design, they provide rigid con 
struction and perfect venting 


CAT. NOS. 655 and 656 


250V & GOOV 


“‘Non-Renewable”’ Cartridge Fuses by Eagle 
‘ . are available, too, up to GOO amps 
And Eagle also has a handy and neat 
Pocket-Type Fuse Puller that’s designed for 
safe and easy use. 

Eagle is America’s best selling line of fuses, 
and it’s because they build dependability 
into each and every fuse 


SOLD THROUGH WHOLESALERS ONLY 
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Local Community Activity 


It was at the local community level 

that the distributors, power suppliers, 
leagues, manufacturers, and _ repre- 
sentatives of other NEW sponsoring 
and endorsing organizations joined to- 
gether to capitalize on the educational 
and promotional opportunities offered 
by the Week. 
e Outstanding publicity—The most 
outstanding publicity results sprung 
from local community activities. Local 
news coverage was reported excellent. 
The greatest amount of effort thrown 
into the program came from the met- 
ropolitan centers, or where strong 
regional utility or league support was 
provided. A wide variety of media and 
techniques were used. 


Industry Programs 


The prevailing industry programs 
principally Housepower and _ Live 
Better Electrically—swung specific 
support to the Week, providing basic 
educational and promotional themes 
for all NEW activities. 

LBE gave a utility kit and a special 

editorial supplement sent to 11,000 
newspapers. 
e Vital Key—In the hand of NEW’s 
sponsoring and endorsing organiza- 
tions was the vital key to the door of 
a successful program. 

They responded with membership 
memoranda, with announcements and 
discussions at meetings and conven- 
tions, and with publicity in their news- 
papers, magazines, and bulletins. 


A Glance Into the Future 


NEW for 1959 will be run along 
the same lines as 1958, with one ex- 
ception—improvement. Aside from 
this, no basic change will be made in 
the format or development. 

e Contact—In May or June of this 
year, the program of gaining national 
advertising support will be carried 
forth, using the tools of correspond- 
contact—meetings— 
copy suggestions and ideas. 

e Alert—At the same time, and con- 
tinuing through NEW of 1959, the 
entire industry will be alerted to the 
plans and opportunities of the °59 
Week. This task will be accomplished 
with news releases, feature stories, as- 
sociation memoranda and other vari- 
ous techniques. 

e Planning Guide—early in the fall, 
a new planning guide with a complete 
kit of materials will be ready for dis- 
tribution to NEW participants. 


ence—personal 


Continued on page 112 
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new design 


are eaciet to drive 
hold more weight 


The DIAMOND DHD Hammer Drive 
Anchor, standard masonry fastener for 
imi elie -MelileMliliia millet miclmulelany 
30 years, has now been greatly in 
proved with a newly engineered de 
sign, featuring 

Internal Ribbed Construction 
The addition of these ribs provide 
Vieldie]s)(-Meaeleiic| Mi -S ¢elelslticlsMeic) m@milelil MmiL 
aclelelgei(-tt elm celelelilelsm smile) (- i) 4-mmel = 
“T-ife) elise Miil-Mele-teli imi iielslteMilellellale| 
power ever possible. Aluminum anchor 
elaleMmilelM@mmel|olel-leMMelelhaelsip4-teMmalelL a 
completely rust-proof anchoring unit 





Metal Won't “Creep” 
Special aluminum alloy shield can’t 
““creep’’. Because of this, the DHD 
Anchor withstands amazingly high sus- 
tained loads. DIAMOND also supplies a 
complete line of masonry drills and ac- 
cessories. All products are sold through 
qualified distributors. Call or write for 
information today i ii 


IND EXPANSION BOLT CO., INC. 
500 North Avenue * Garwood, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh 
San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada 
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TORK's 
COMPLETE LINE 
' answers 
ALL of your 
TIME\SWITCH 





problems 


SKIP-A-DAY DIAL 
n-off time daily — 
selected days 


y Same 








, 
a 


ASTRONOMIC DIAL 
Sunset on — Selected 


time or Sunrise of 


SEVEN DAY DIAL 
Different on-off time each 
day — skips selected days 





AVAILABLE IN SP, DOP, 3P, SPDT, DPDT, 2 CIRCUIT AND MOMENTARY CONTACT SWITCHING 


TORK’S complete line pro- 
vides the widest practical variety of 
timing dials with rugged switches and 
all-purpose enclosures to meet any on- 
off control application. In the simplest 
or most complex automatic installa- 
tion, TORK is best suited for your 
specific requirements. 





ECONOMICAL +948, $10.95 list 


Guaranteed 3 years 


PLAY SAFE-USE THE BEST 


Write Dept. G-60 for complete catalog 
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N. J 


N. J. MacDonald Elected 
Chairman of 
NEW Committee 


CHICAGO, ILI N. J. Mac 
Donald, president of the Thomas and 
Betts Co., Elizabeth, N. J., was elected 
chairman of the National Electric 
Week Committee at the committee's 
semi-annual meeting 

He succeeds Merrill E. Skinner, 
vice president and director of sales 
of Union Electric Co., St. Louis, Mo. 

MacDonald said that he regarded 
NEW as an outstanding opportunity 
for all segments of the Electrical in- 
dustry to further their education. 





Sunbeam Seeks Solution To 
Non-Fair-Trade Economy 

CHICAGO, ILI Distributors and 
dealers facing sales, merchandising and 
advertising problems in the current 
non-fair-trade economy, are getting 
aid from Sunbeam Corp 

Top level executives from nine of 
the nation’s leading dept. stores con- 
ferred with Sunbeam executives in a 
panel meeting held in Chicago on 
March 24. Sunbeam’s prime purpose 
is to devise a plan to help distributors 
and dealers make “reasonable profits 
in the present economy.” 

Robert P. Gwinn, president of the 
appliance firm, addressed the panel 
and stated that the future of their 
linked with the 
solution to this over-all 
problem. “After all, dealers and dis- 
tributors must make a profit on a line, 


business is closely 


satisfactory 


or sooner or later they will drop it, 
or cease to give merchandising effort.” 

It was the first of a series of meet- 
ings to be held to obtain the thinking 
of distributors and dealers on the 


complex economic problem 
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°r of fine 
homes 


Elk Grove’s 6000 Homes 
feature VIFGAEN Lighting 


Trust Tom Lively, President of Centex 
Construction Co., the nation’s largest builder 
of fine residential homes, to do the unexpected 
and do it right. His 6000-home Elk Grove 
Village, 20 miles from Chicago, is earning en- 
thusiastic praise from authorities all over the 
country — and setting new sales records month 
after month. 

Virden Lighting is featured in his three- 
bedroom, modern, informal homes. Chosen for 
their quality and design and installed by A & 
B Electric Co., Lake Forest, Ill., these lighting 
fixtures provide the purchasers with lighting 
beauty, comfort, and safety for the years to 
come. Virden lighting will add priceless sales- 
winning advantages to your houses, too. 
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See your Virden distributor today. Look 
over the wide range of smart Virden designs. 
You'll find models to fit every need . . . whether 
you build modern, traditional or transitional 
homes. If you are constructing a model home, 
ask about Virden’s Model Home offer. It’s 
another money-making advantage. For free 
full-color catalog write John C. Virden Co., 
Dept. EW, 6103 Longfellow Ave., Cleve. 3, O. 


Virden Distributors NOTE! 


Ads like this are supporting you in the 
building field. Don’t overlook this im- 
portant business. R. W. M. 





ELECTROMODE 


Qi eae HEATERS 


Only Electromode Heaters have the Safety Grid 
—a cast-aluminum heating element with ail 
electric wires completely sealed inside. Pro- 
vides full protection against fire, shock or 
burn. 


> EASY TO INSTALL 
>» NO CALL BACKS 


> SATISFIED USERS 


All Your Requirements from 
DE 
ELECTROMON ATERS One Reliable Source 


BASEBOARD H 
Eiectromode Heaters Are Made in More Than 100 


Different Models. Write for Full Information. 


ELECTROMODE division, Commercial Controls Corporation 
DEPT, EW-58 ROCHESTER 3, N.Y. 


Electronic Profits Can 


Sprout in “Own Backyard” 

SCHENECTADY, N. Y.—Distrib- 
utors of electronic parts can take 
care of their drooping profits, suffer- 
ing from the business slump epidemic, 
if they inject more aggressiveness into 
selling transistors to their local indus- 
trial electronic manufacturers. 

In an address to a company-spon- 
sored electronic distributor’s market- 
ing seminar, W. O. Hoverman, man- 
ager of sales for the GE Semi-con- 
ductor dept., said that distributors 
have been slow in taking advantage 
of the growing electronic business “in 
their own backyards.” 

He pointed out that better than 
20% of all semiconductor component 
sales to the industrial electronic equip- 
ment manufacturers’ market could be 
handled by local distributors if they 
actively sought the business. 

Hoverman predicted that total in- 
dustry sales of semiconductors in- 
cluding transistors and other solid- 
state electronic components to this 
market will reach 70-million dollars 
in 1958. Last year’s semiconductor 
sales to this market were 55-million 
dollars. 

e Aid from GE—Hoverman said 
that the future growth of the market 
looks healthy and would double, if 
not triple, in the next five years. To 
help the distributors get in on the 
ground floor, GE is funneling orders 
for semiconductors from industrial 
electronic equipment manufacturers to 
local distributors with the stock to 
handle them. 

e Sales Appeal—Interested distribu- 
tors are being provided with a wide 
range of merchandising tools such as 
special packaging designed to appeal 
to the eye 

e Brochures and Booklets—GE is 
also furnishing informational — bro- 
chures and booklets with design ap- 
plication information; advertising and 
sales promotion campaigns as well as 
technical information needed to sell 
to that market. 

e Run Hard—‘Those distributors 
with enough initiative to take advan- 
tage of this assistance and run hard 
after this business will reap the bene- 
fits of the growing industrial electron 
ics field,” Hoverman stated. 

e Hurdles Cleared—Prior to the de- 
velopment of the minute transistor 
and other like electronic components, 
bulkiness, unreliability and expensive 
maintenance were the major road- 
blocks to industry acceptance of elec- 
tronic controls and machines. “These 
hurdles have now been or are being 
overcome which accounts for the an- 
ticipated growth of the electronic 
equipment industry.’ 
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GOLD SEAL 
RUBBER TAPE for easy handling and instant fusing 


Here’s the tape for high voltage insulation! Easy to work with, 
Gold Seal Rubber Tape fuses together instantly, provides long- 
life insulation protection. With its high dielectric strength and 
ability to conform to irregular shapes, Gold Seal makes a per- 
fect insulating splice. Jenkins Bros., Rubber Division, 100 Park 


Avenue, New York 17. 


jee os 


FOR EVERY APPLICATION 
Gold Seal Friction @ RUBBER @ Plastic Tapes... 


Commercial and Specification Grades 


May, 1958—ELECTRICAL WHOLESALING 





TV wiring materials 








Profitable for .... 
Electrical Wholesalers 


Increasing demand by the residential builder on the Electrical 
Contractor to supply concealed TV wiring with plug-in wal! 
plates is providing new profits for the Electrical Wholesaler. 


Easy to handle with TeVco kits 





1. Multiple Set Coupler. 
Permits 2 or 4 outlets with 
1] antenna. Prevents signal 
loss and interference. 


NR 


. Roof Jack and Flashing . 
TV mast holder and lead-in 
entrance. 


3. Wall Plates with Plug . 
Matches other standard 
receptacles. 


4. Heavy Duty 300 ohm TV Lead-in. 
Ample supply for any home. 


wo 


. Plastic Conduit (optional). 
Protects TV lead-in. 





Convenient package at less than the cost of bulk materials 


There is a TeVco Kit containing all necessary materials to 
completely wire a home with the specified number of wall 
outlets. TeVco Kits are especially designed for the Electrical 
Contractor and requireno special tools or technical knowledge 
to install concealed TV wiring in new construction. 





TeVco Kits are sold only thru Electrical Wholesalers 


For complete information write: 
i. 


Tel/eo INSULATED WIRE 108 Prospect Ave. Burbank, Calif. 







1S ONLY HALF WIRED 





A HOUSE NOT WIRED FOR TV 
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Revised Distribution 
Policies Praised 

PHILADELPHIA, PA. — Area 
wholesalers proclaimed, “It’s about 
time!” when Philadelphia houseware 
producers lifted the curtain on their 
new revised and restricted distribution 
policies. 

One distributor pointed out that 
the current economic situation called 
for such an action, particularly in view 
of the fair trade discontinuance. “With 
fair trade out the window, and open 
warfare in prices, there will have to 
come out of this chaos some type of 
profit motif for all concerned.” 

He also stated that retailers were 
“kicking around electrics only to draw 
traffic and at the expense of the 
profits, which must be reinstated for 
both the dealer and the distributor. 
Multiple distribution, as it existed in 
the past, will not be practiced in the 
future.” 

e Cherry Picking The “cherry 
picking” policies will also have to be 
eliminated he said. The large buyer 
has gone to the distributor and prac- 
tically dictated his terms because of 
the manufacturer’s muliple distribu- 
tion policies. 

e Real Effort—Another distributor 
said that the only way the men in 
his line of work will put “real effort” 
behind a manufacturer’s line of goods, 
is by exclusive distribution of the 
manufacturer’s product. “It adds pres- 
tige to the line.” 

e Dual Distribution Another 
wholesaler favored dual distribution, 
saying that distributors can’t give the 
manufacturers all they demand these 
days. “But,”’ he warned, “the producers 
must pick a wholesaler who isn’t too 
hungry for business, or else they will 
sell merchandise at two percent above 
cost to achieve volume. Some of these 
price cutting artists are specializing in 
sales to department stores and scaring 
away other wholesalers who don’t 
even find it worthwhile to call on 
them.” 


Price Decline Protection 
Guaranteed By Paragon 

TWO RIVERS, WIS.—A 120-day 
guarantee against price decline after 
date of shipment at the wholesale 
level has been assured to all Paragon 
Electric Co. distributors. The new 
policy will not be extended to orig- 
inal equipment manufacturers, private 
label accounts or contract items. 

In making this announcement, 
Read Eldred, vice president of sales, 
said, “the ever broadening scope of 
Paragon’s product line of special in- 
dustrial timers warrants this added 
protection for field inventories.” 
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WHICH ONE OF THESE BULLETINS OFFERED BY THE 
WORLD’S LARGEST EXCLUSIVE BALLAST 
MANUFACTURER IS MOST HELPFUL TO YOU? 











{? * (oe BS g 
Hs Vi, Al V1 
visi Vi / 
Visa-Volt labelling is an exclu- 
sive Advance color coding for in 


stant positive Fluorescent Lamp 
Ballast voltage identification 


7 ADVAN 


BOOS YEAHS FO SaccaeT Live 














Advan-guard, another 
Advance exclusive, is an 
Internal Thermally ac 
tuated protective device 
that adds years to Bal- 
last life. 










SEND FOR 
ONE OR ALL 





Individual packaging of Fluorescent Lamp 
Ballasts was introduced by Advance. These 
convenient cartons have an end label for 
instant identification, eliminate stocking 
problems and assure factory-fresh mer- 
chandise. 








ADVANCE TRANSFORMER CO. 
2950 No. Western Ave. 
Chicago 18, Illinois 





Circle numbers for Bulletins of your choice. 
1 2 3 4 5 6 7 8 








TRANSFORMER CO. pony 
2950 NO WESTERN AVE CHICAGO 18 Mi USA Company Title 
Address 
City. . Zone State a 











RAWL The machine screw RAWLPLUGS Rawiplugs are the 
CALK-INS 


caulking anchors only truly universal] | Connecticut Firms Merge; 
ene. nee (Wee: masonry anchors} | New Officers Are Listed 


sion-cast of Raw- . .. they hold se- 
loy. Soft enough curely in any mas- HARTFORD, CONN.—On March 
for easy caulking onry material. They 1, the chairman of Electrical Supplies, 
for Pe, wand nag green 7 Inc., J. W. Saladine, announced that 
power. sorlal. Sprague Electrical Supplies, Inc., 

Bridgeport, had merged with the 
Hartford wholesaler and would oper- 


This advertisement appears ate as the Sprague Electrical div, 0 


Electrical Supplies, Inc. 

in current business a ers In addition to chairman Saladine, 
p Pp | other officers of the merged corpo- 
» ration include F. L. Keevers, presi- 
heing read by your | dent, E. A. Greene, vice president 
‘ | and general manager of the Sprague 
customers... ‘ B || div., S. F. Blake, Jr., vice president- 
sales, Sprague div., H. J. Kresge, vice 
RAWL SPRING-WINGS president, D. H. Foster, treasurer, and 

sure, easy masonry anchors | Josephine Tommasoni, secretary. 
for hollow material. | @ Retiring—John Mullin, former 
RAWL MULTI-CALKS president of Sprague Electrical Sup- 
The heavy-duty bolt anchor... plies, Inc., has retired but will con- 
a caulking masonry anchor for} | tinue as a director of the merged firm 


ae at and will be available for counsel and 
Caulking sleeve cast of Rawloy, ; 

I tor complete coviking end ‘se advice, the announcement stated. 
cure holding. He had been executive vice presi- 
dent of Electrical Supplies, Inc., and 


Saladine’s associate for 22 years. 





New Officers Elected by 


. is a Brook Electrical Supply Co. 
erience. There us CHICAGO, ILL.—The board of 


° ° ‘ 

application. directors of Brook Electrical Supply 
every Co., has elected Louis Rosenstein as 
4 DUPLIC . its chairman. Also receiving new ap- 

LAG-SHIELDS - : pointments were: Sol Dolgin, presi- 
lag screw shields dent; Jacob Rosenstein, assistant to 
precision-cast of : ; : president; Norman Crystal, vice presi- 
hard, rustproof alloy. Three pointed percussion drills for dent of sales; Arthur Rosenstein, vice 


. ° . RAWL SCRU-LEADS : : ’ 
easy resharpening, speedier drill- 5). Jibie lead screw on- president of engineering and market- 


vs 
2 > . one : : ‘ 
#*% ing and dependability. chors for fast, easy in- ing; Irving B. Ribstein, secretary; L. 
« ; arp yen a J. Segil, treasurer, and Marvin Pearl, 
pis hy Sica a: comptroller. 
(M/T) veloped for masonry ea i 
anchors, Lip permits The changes were made to “handle 
( use in hollow material- their expanded facilities in the whole- 


(R/T) cinder and cement sale electrical d ibuting field.” 
RAWL-DRIVES A J ale electrical distributing feid. 
Machined (M/T) and Twist (R/T) Rawi- blocks, hollow tile, ete. New men on outside sales force are: 


Raw! - Drives ore the drills for h ee 
and or po drill reas : on 
world's only one-piece ¥,""). one atti ed William Brownstein, James O’Con- 


expansion bolts—they = nell, Norman Dahl, Bernard Sulski, 
drive like a nail; hold ey and Henry Pulkownik. Stanley Zyg- 
like a bolt. s : bX 

mun remains manager of the Clark 


RAWL HAMMER-SETS | Street branch 
TAPER-SHANK ; 
The non-cauiking masonry an- 


‘ k (T/S) f r, : . 
Taper Shank ( /S) for power and Standard-Type (S/T)  chors for machine bolts. Only Assets of Peerless Electric 
hand drilling (to 15%”). tool required is a hammer. 
me . Can be used effectively for heavy and Supply Corp. Sold 
SOR AO Ae Bm Re met ee hehe we dn 88 be eh 


re be torte toon tee ote | holding in hollow, solid, strong SPOKANE WASH. —- Columbia 
is or weak masonry. ; vipa viener acs ; 3 
RAWL CARBIDE DRILLS Electric and Manufacturing Co. pur- 


for rotary power drilling (to 12”). ee chased the assets of Peerless Electric 
and Supply Corp., Seattle, and will 
The unlque ottechmest (heen set up a new subsidiary there. 

converts a 1%” high-speed The new Seattle subsidiary, Colum- 
drill from a rotary drill to bia Electric-Seattle, will distribute 
a power hammer . . . electrical supplies and materials in 
quickly, and easily. Seattle, western Wash. and Alaska 

RAWLDRILL ACCESSORIES Now ose inexpensive Rove: market areas 
To make masonry drilling.o pleasure instead of a chore. _Arills with your 14" electric drill. John D. Urquhart, former supply 


202 Petersville Road | manager for Columbia Electric at 
THE RAWLPLUG COMPANY Inc aa encusiit te 4 Spokane, was named vice president 
? o- 


and general manager. 





RAWL DRILL-HAMMER 














ELECTRICAL WHOLESALING—May, 1958 





FRICTION TAPE 


4 INCH « 60 FT 
No. 8 
pmeracreas® 6 


CHASE & SONS, ‘we 


eampeura, MASS EBA 


CHASE TAPES 


Like to hook more tape sales with one complete line? More and more wholesalers 


are with Chase Friction, Rubber, Plastic and Neoprene Tapes. Good reasons for it, too. 
Chase Saran-Wrapped Tapes eliminate ordinary storage problems . . 
assure top taping qualities in every roll you sell . . . keep customers coming back 
for more. See for yourself! Order a factory-fresh supply today. 
Chase & Sons, Inc., 26 Spruce Street, North Quincy, Mass. 


CABLE INSULATING TAPE * CABLE BINDING TAPE 


CHASE & SONS INC. CABLE JACKET TAPE * NEOPRENE SPLICING TAPE 


FRICTION, RUBBER AND PLASTIC TAPE 


North Quincy, Massachusetts LAMINATED AND REINFORCED INSULATION 





ee 


Was 7 


Truly velvet in performance 
‘“‘Presswitch”’ responds to the gentlest 
press of the finger, touch of the hand 
of the elbow. It’s the 
smoothest, most convenient and most 
efficient A.C. switch in Hubbell’s 
famous family of switches 
Presswitch”’ is designed for all gen 
eral A.C. applications, particularly 
the control of large fluorescent light 


ing applications. It is as much at 





Cat. Ne. Type Button Style 





1251 Single role Brown Nylon 


with th-u-connection 





1251-1 Single Pole Ivorine Nylon 


with thru-connection 





Double Pole Brown Nylon 


Double Pole 





Ivorine Nylon 





Three-way Brown Nylon 





Three-way Ivorine Nylon 





Four-way Brown Nyion 

















Four-way Ivorine Nylon 





HARVEY 


HUBBELL, 


HIGHEST QUALITY 


WIRING DEVICES * MACHINE SCREWS 








CAT. NO. 1251-I 
15 amps., 120-277 volts 
Single Pole A.C. ‘‘Presswitch 
with thru-connection 
and ivorine nylon button 


home in a factory as in a living room, 
for its attractive styling blends with 
any interior and its rugged precision- 
molded construction represents a new 
standard of durability and depend- 
able operation 

‘‘Presswitch’’ fits standard wall 
boxes, accommodates standard wall 
plates and operates in any position 
It requires no special wiring 
Complete information is yours on 
request 


WIRING 
OFFICE AND W 
Locations 


Bridgevort 2, Connecticut 
Stote and Bostwick Streets 


Chicego 7, Hineois 
37 South Sangamon Street 


'e Avenve 


Sen Francisco, 
1675 Hudson Avenve 


Delles 7, Texas 
TIN) Dragon Street 
IN CANADA: 


Dept.D BRIDGEPORT 2, CONNECTICUT faeenekini hone 





Boom in Residential 
Lighting Forecast 


CHICAGO, ILI | don't think 
anybody can use the economic situa- 
tion as a crutch for the entire year 
1958.” 

Don G. Mitchell, chairman and 
president of Sylvania Electric Prod- 
ucts Inc., in addressing the 24th An- 
nual sales conference of the Edison 
Electric Institute, had this to say, 
and more, about selling electric power 

more electric power than ever be- 
fore. He pointed out that residential 
consumption of electric power for 
lighting could increase 50% within 
the next four years and double in 
less than ten 

“The residential power sales figure 
should jump at least 10% to more 
than 160 billion killowatt hours this 
year This is an increase of 10% 
over 1957. Mitchell stated that this 
estimate is based on the projection of 
past trends of increased usage and 
new customers There are a host of 
places in the residential market that 
haven't been tapped.’ 

In commenting on the current rain 
of economic problems, Mitchell stated 
that the situation wasn’t as muddy 
as it was thought to be. “What we 
are going through,” he explained, “is 
a drastic inventory reduction by dis- 
tributors, manufacturers, and a few 
retailers. Our capacity to produce 
got ahead of the customer’s demands, 
so we had to curtail production. When 
the curtailment becomes a little too 
drastic, and when the upturn starts, it 
will build up momentum that will 
Stagger us 

All current indications point to 
the start of a ipturn by the mid- 
year substantially aided by the 
strength and potential of the electric 
power industry 

[The president of Sylvania _ cited 
three ways that business can be 
dragged into a recession 
e Muddle Into—produce more of 
something than the public 
purchase 
e “Dis-sell Into” vhen sales fall off 
a little, start to worry, and wonder if 
people will buy anything! Then get 
panicky and slash the sales force 
advertising budget ind everything 
else \ business goes down the 
hill in a basket 
up something real out of something 
that doesn’t exist 


because it Conjures 


Sooner or later 
people will learn that the only way to 
earn money is to spend it 

e Talk Yourself Into—Mitchell says 
that plenty of people are doing that 
right now. If enough businessmen 


convince other businessmen that we 


Continued on page 122 
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the 
QUALIT ¥.. 
line —= 


ey) mst 


dal ta\ha te \i 


i 
sila oneal | neseule a "New Look” 


@ Beautiful hoods designed in the contemporary 
manner. 

@ ‘Push-button’ controls for ease of operation 

@ Completely pre-wired, ready for easy ‘in 
stallation 

@ Concealed light fixture operates independently 

. makes cooking easy and pleasant 

@ 45 mitered corners allow cabinet doors to 
swing open freely 

@ Permanent aluminum foil filters easily removed 
for cleaning with hot water and detergent. 


Say The 1600 Series 


Solid top hoods Twin blower range 
hood ventilator 


VENTILATORS 


8 and 10 inch Pull- 8 and 10 inch Wall 9 inch Multi- position 
chain operated Shut- switch operated Avto- Wall switch operated 
ters... Adj. sleeve motic flutter-proof with Avtometic 


Shutter Adj. Sleeve W eatheriok Shutter 


“AS REFRESHING AS THE GREAT OUTDOORS” 


products of 


VENTROLA s 
MANUFACTURING 


COMPANY ® 


fo} okt terme lei. jicr.\, | 


im RANGE HOODS 
and VENTILATORS 


Beautiful Contemporary Masterpieces of 
Design, engineered to Ventrola’s famous 
standards of beauty, performance and de- 
pendability . . . these products represent 
the finest achievements in over 25 years of 
ventilating KNOW-HOW! 


All Ventrola units have been designed for easy removal of 
grille, motor and blade assembly for cleaning and servic- 
ing. Fully guaranteed for 5 years. 


CEILING VENTILATORS 


8 and 10 inch Wall Bathroom Blower type 8 inch multi-position 
switch operated Built with or without light Wall switch operated 
in reducer and Droft- Built-in damper with Automatic 
proof Shutter W eotheriok Shutter 


Ventrola Manufacturing Co., 
Owosso, Michigan 


Please send catalog of Ventrola products 


Nome 
Firm 
Address 


City 
0 Bidr, Distr Dealer 


VISIT US AT BOOTH #909 SOTH ANNIVERSARY CONVENTION N.A.E.D. CIVIC AUDITORIUM, SAN FRANCISCO 
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GYMNASIUM 


LIGHTING INSTALLATIONS 
ARE RIGHT IN YOUR HANDS 
WITH 


FLUSH MOUNTED 


VAD JNITS 








Flush mounted, has detachable porcelain enameled 
COMPLETE UNIT reflector, cast aluminum framing ring, heavy wire 
Intended for Flush Mounting Only guard, and a dust tight cover which is optional. 


The one design that can take 
punishment without breakage 


This unit tosses off hard knocks, such as 
from a basketball or indoor baseball, with- 
out damage. Its lighting efficiency remains 
fully effective. This QUAD unit is made to 
durably serve in gyms, assembly halls, rinks, 
armories and indoor arenas. Among its many 
features is the ease of servicing from either 
above or below a ceiling as construction 
conditions require. When it comes to a 
gymnasium lighting unit remember the 
name QUAD. 


QUADRANGLE MFG. CO. 


3.2422 FESR IAS. CHICAGO: 7, (ht 
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are in tough straits, we will be in 
tough straits. 


Find the Facts 


He pointed out that the only way to 
really get things straight was to really 
get at the facts and analyze them. 
The reason? “This,” he states, “is a 
complicated economy . . . it requires 
loving care and good feeding.” 

e Industry Alert—Concerning indus- 
try, Mitchell felt that it is more 
astute and alert now. There are more 
tools to work with, more safeguards, 
and a lot of practical experience that 
can’t help but putting the brakes on 
the adjustment period. The trick is 
not to tinker with too many remedies, 
and eliminate the safeguards. 

e Real Power—‘“The real power of 
this economy is the enormous strength 
and vitality of private enterprise. It 
may need an aspirin or two, but it 
doesn’t need a hypodermic shot in 
both arms and legs. Let’s handle the 
patient with care.” 


Biggest Year 


“From the standpoint of generating 
capacity, this will be the biggest in 
the history of the electrical industry, 
with more than 16 million kilowatts 
of new capacity to go into service 
this year. That exceeds the previous 
record of 1955 by almost 4 million 
kilowatts, and will just about equal 
the entire ten years from 1937 to 
1947. 

“That is what you call . . . antici- 

pating the growth of the economy- 
and encouraging and pacing that 
growth by having the electric power 
there when the economy will need it. 
That kind of leadership is absolutely 
vital to this country.” 
e More Unknowns, New Possibilities 
—NMitchell declared that, even though 
the industrial market has been the 
biggest boost to sales, some of the 
greatest opportunities lie in the resi- 
dential field . “especially during 
these times of temporary cutbacks.” 
The industrial market trends towards 
automation, and that creates greater 
and greater demands for power, 
whereas the residential field, with its 
unknowns and new possibilities, is 
limited by the imagination only. 


American Homes Underlighted 


Mitchell stated that the great in- 
crease in kilowatt hours has been due 
largely to the increase in major appli- 
ances, and not in lighting 
e Survey—He disclosed that Syl- 

Continued on page 124 
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RESISTS MOISTURE. At its Meremac Station, RESISTS DIRT. Here’s Sealtite working outside RESISTS OIL. Sealtit: 
the Union Electric Company of St. I 11S it Union Electric’s Venice, Il P int. Sea screen drive it water intake of Mere: 
puts Sealtite to work in a real moisture spot tite is used t nect transformer and con Station. Oil fr I 

1 sump pump trol to main switch room trom Mississiy River 


Sealtite flexible, liquid-tight conduit 
can ‘‘rough it’’ indoors or out! 


At the Meremac Station of the Union Electric Company FOR YOUR CUSTOMERS be ready to supply Sealtite 
of St. Louis, Sealtite* was used because of its resistance They ll ask you for the genuine—the quality conduit 
to moisture, oil, and dirt. How has it worked out? Very printed “Sealtite” every foot on the cover. Stock both 
well, even after 5 vears of tough usage near pump types of Sealtite—U.A. and E.F.1 Available in black o1 
controls and drives. gray—in standard cartons and on nonreturnable reels 

Sealtite has a tough, extruded polyviny] jacket that at no extra cost. Free Booklet $-539 gives full informa 
delivers true wire protection under even the roughest tion on Sealtite. Write: The American Brass Company, 
conditions—conditions that would corrode most metal American Metal Hose Division, Waterbury 20, Con 
conduit. In addition, Sealtite is easier and less costly necticut. In Canada: Anaconda American Brass 
to install... especially in cramped spaces. It’s ideal Limited, New Toronto, Ont. Sealtite is approved by 
where conduit must flex or be moved, absorb vibration Canadian Standards Association 


or join misaligned outlets 


CUTAWAY SECTION of 
Sad Type U.A. Sealtite 
0 Sai shows tough polyvinyl Insist on 
“Seattire sega a 2 
E jacket over flexible met- the conduit marked 


LL \ | \ il core. Copper condi 


r wound spirally in- 
: tor w ! spirally in FLEXIBLE, LIQUID-TIGHT CONDUIT 
COPPER BONDING CONDUCTOR side conduit gives posi 


tive ground 


LISTED UNDER LABEL SERVICE PROGRAM 
OF UNDERWRITERS’ LABORATORIES, INC an ANACONDA product 









SPEC. GR. 


This symbol on 
Specification Grade 
G-E Wiring Devices 


assures you of extra features 
for handy installation and 
long, satisfactory service 








The GE4029 de luxe grade outlet 
with pressure-lock terminals is 
typical of the extra-high quality 
you get in all G-E Specification 
Grade Wiring Devices 


@ Plated mounting strap passing through de- 
vice is clamped firmly between face and base. 
Won't bend out of position during wiring. 


@ Plaster-cleaning screws are held in strap by 


fiber washers... all ready for mounting. 


@ T-slots, with double-wipe contacts, in rugged, 
two-piece molded plastic housing . . . assure 


dependable service. 


@ Breok-off links between terminals can be 
easily removed with screwdriver, making outlet 
convertible to separate feed or separate ground 
if desired. 


@ Pressure-lock terminals lock stripped portion 
of each wire inside device, for positive, neat, 
totally-enclosed connection. Each terminal ac- 
cepts one No. 10 Awg or two Nos. 14 or 12 
Awg wires. Three outgoing feeders can be 
inserted for extension to other outlets, lamp- 


holders, etc. 


@ 15A, 125V rating. Available in brown, ivory, 
Listed by U.L., meets Federal and REA specifi- 


cations. 








Choose from the line of General Electric Specification Grade Wiring 
Devices for easier, more profitable, more dependable wiring installa- 
tions. These high-quality devices contribute to the best reputations 
of the men who recommend or use them. General Electric Company, 
Wiring Device Department, Providence 7, Rhode Island. 


Progress /s Our Most /mportant Product 


GENERALG@ ELECTRIC 





Residential Lighting 
Continued from page 122 


vania, in an effort to obtain hitherto 
unavailable marketing information 
on residential lighting, has been con- 
ducting detailed surveys of 20 areas 
throughout the country. “Our early 
findings indicate that this study will 
be a tremendous step in unlocking this 
untapped market.” 

e Needs— “The typical American 
household,” Mitchell said, “has no 
more than one-fourth the lighting it 
really needs .. . and by ‘needs’ I mean 
both illumination and _ decoration. 
When you add the further opportunity 
to do outdoor lighting, you add an- 
other big increment. Here is purely 
and simply a case where steady ad- 
vances in lighting techniques and 
lighting products are far ahead of 
the actual use of lighting in the 
home.” 


NAED’S Hamblen Addresses 
Arrow-Hart Salesmen 


HARTFORD, CONN.—A unique 
method to better acquaint branch 
managers and supervisors with the re- 
quirements of customers and pros- 
pects was used at a recent sales 
meeting of the Arrow-Hart and Hege- 
man Electric Co 

One of the principal speakers play- 
ing the role of “customer” was J. P. 
Hamblen, president of Southern Elec- 
tric Supply Co., Houston, Tex., and a 
regional vice president of NAED. 

e Business Partners—In his talk, Mr. 
Hamblen stressed that the manufac- 
turer-distributor relationship should be 
a business partnership of a strong and 
forthright nature, and at least once 
a year management representatives of 
the manufacturer and_ distributor 
should have a clear understanding of 
exactly what is expected of each other. 
e Strict business — Advising Arrow- 
Hart sales personnel on how to be 
most helpful to distributors, he em- 
phasizd the need for sticking strictly 
to business during personal calls. He 
also recommended that the manufac- 
turer’s salesmen show interest and give 
aid to the distributor’s various prob- 
lems. 

e Learn and Earn—According to 
Hamblen, more and more distributors 
are taking advantage of the opportu- 
nity to send their salesmen to the 
manufacturer to learn more about 
their products. This benefits both the 
manufacturer and the distributor with 
additional product knowledge, en- 
abling better selling and more sales 
for the “business partners.” 
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NAED’s Golden 50th 
On West Coast 
NEW YORK, N.Y.—tThe National 
Association of Electrical Distributors 
historic 1958 anniversary convention 
will be held on the West Coast—the 
first time in 38 years. June 8-12 are 
the dates. The theme for this year’s 
convention is: “Wholesale Distribution 
The Most Economical Channel.’ 


Convention Highlights 


e Talks on ways to solve the electrical 
distributor’s management and market- 
ing problems. 

e Talks on the role of business in 
today’s dynamic economy; 

e The future outlook for the electrical 
industry. 


Speakers 


Paul E. Orr, Jr., president of Man 
agement Planning, Inc., will discuss 
current management problems con 
fronting the closely-held company, 
such as financial and tax planning, 
stock valuations, financing problems, 
and organization problems 

Dr. Edwin H. Lewis, Professor of 
Marketing, University of Minnesota, 
will give his observations of the elec- 
trical wholesale distribution industry 
based on an extensive study he has 
conducted in the industry in the past 
two years. (Watch for Dr. Lewis’ 
“Distributing Electrical Products in A 
Dynamic Economy,” in the June 
(Convention) issue of E.W.) 

Robert R. Gros, vice president of 
Pacific Gas & Electric Co., will speak 
on the future of the industry in “What 
of Tomorrow?” 

Rev. Herman J. Hauck, S.J., presi- 
dent of the University of Santa Clara, 
will address the convention on the 
subject: “Power and Man’s Enter- 
prise.” 

J. P. Mcllhenny, vice president- 
sales, Waring Products Corp., will 
speak before the convention in his 
capacity as chairman of the Electric 
housewares section of NEMA. 

Also addressing the convention will 
be George Albiez, president, and Ar- 
thur W. Hooper, executive director 
of NAED. 

e Idea Swapping—A special feature 
of the West Coast convention will be 
a slide presentation called “Let’s Swap 
Ideas.” The members of NAED will 
present their successful sales, operat- 
ing and warehousing ideas that were 
of benefit to them in the past year. 
[here will be a display and operation 
of actual office and warehousing 
equipment described by the members. 
e Sales Training—NAED’s newest 

Continued on page 126 
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advanced 
recessed 


lighting 


1. ONE PIECE FRAME 
WITHOUT WELDING 
MARKS 


Superior lighting design and 
construction plus low cost make 
Atlite the value line in 

recessed fixtures. 


7 Finishes—Chrome ... Copper... 
Brass ... White...Grey... 

Satin Aluminum Anodized... 
Satin Black Anodized. 


6 Glass Designs 


Plus 


Asbestos lining . . . highest 
efficiency reflectors . .. 
spring tension lens clip that 
cushions glass while 

holding it firmly in position. 
Union-made, U.L. Approved. 


Installation is easy with 





Atlite Pre-Wired Box and 








3. Fibre glass guskets 
prevent light leakage. 


4. Frame attachments 
are invisible. Torsion 
spring frames keep 
ceiling line flush 


HY 
Wl, 


T = 
SS 


“The Line With Light Appea 





Adjustable Bar Hangers: 
Just pull ’R’, ‘T’, or TW" 

wire directly into J-Box. 

No asbestos or slow burning 
wire required. 

No additional pull boxes 
necessary. Pre-wired box 

is always accessible. Bar 
hangers eliminate framing-in. 
Housing is easily 

centered after 

nailing up hangers. 


Send for 
NEW ILLUSTRATED CATALOG 
of the complete ATLITE line. 


315 Ten Eyck Street, Brooklyn 6, New York 





Combine Your 
Porcelain Orders 
with 
Mast Kits! 


Om 





SAVE 


Freight costs! 
. Combine 
-_ )PORCELAIN 
PRODUCTS 
MAST KITS with 
wireholders to 
make prepaid 
| shipments, 


ih 
| 
; 
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~. 
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Send for 
NEW Mast Kit 
Brochure 


Electrical Porcelain 
Since 1894. 


Porcelain Products. lune. 


CAREY, On1o0 





NAED’s 50th 


Continued from page 125 


service to its members will be unveiled 

a basic sales training course. 

e Pre-Convention—A _ pre-convention 
program called “The Shirt Sleeve 
Clinic” will be held on Saturday, June 
7. It will cover the various problems 
in the industry and many of the mem- 
bers will have the opportunity to ask 
questions. 

Starting June 8, meeting sessions 
will be held in the Main Arena of the 
Civic Auditorium. The conference 
booth center will be held in the New 
Plaza Exhibit Hall, and in the Civic 
Auditorium. 


Norfolk Wesco Branch 
Moves to New Site 


NORFOLK, VA.—The Norfolk 
branch of Westinghouse Electric Sup- 
ply Co. has moved to a new office 
and warehouse at 1270 Bolton St. 
The new site includes a 115,000-sq 
ft building plus expanded customer 
and employee parking facilities. 

H. L. Edge, Jr. has been named 
manager of the branch. He joined 
Westinghouse in 1945, was named 
branch manager 


La. as office branch manager in 1953. 


First Midwest LBE 
Medallion Homes 
SOUTH BEND, IND.—The 
midwest community of Live Better 
Electrically Homes 


electric model home at 


Highlands.” 


The new community is planned for | 


a total of 320 Gold Medallion homes 


—promoted by the Indiana and Mich- 
igan Electric Co., local sponsors for | 


LBE. 


New Electric League 
in Tenn. 


KNOXVILLE, TENN.—An 


tric industry league has been formed | 
in Knoxville, Tenn., representing all | 


the branches of the electric industry 
in that area. John Denny, branch 
manager of the Westinghouse Supply 
Co., was elected president. 

Knoxville has become the 54th city 


in the nation to set up a league affili- | 


ated with the International Electric 
Leagues. It had previously been one 
of the largest cities without one. 

The local league is dedicated to pro- 
moting harmony in the electrical in- 
dustry, stimulating increased use of 
electric service, and “encouraging a 
high standard of business ethics.” 





at Albany, Ga. in | 
1948 and transferred to Shreveport, | 


first | 
was started on | 


March 23, with the opening of an all | 
“Swanson | 


elec- | 





Latrobe 
Electrical 


Products 


Dependable, trouble-free serv- 
ice has always been the chief 
appeal of “Latrobe” Floor 
Boxes and Wiring Specialties. 


Easy and quick to _ install, 
“Latrobe” products serve long 
and well. 


Two Gang Adjustable 
Floor Box 


Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang. Two Gang, Three Gang and Four Gang 
Boxes. All adjustable boxes are now bonded 
which makes them fire-proof. 


Non-Adjustable 
Floor Box 
Represents the last 
word in unique design, 
neat appearance, few- 
est number of parts, 
and least amount of 

labor to install. 


Insulator Supports 
Fasten porcelain or glass in- 
sulators to steel framework 
without punching holes. 4 
sizes—1”, 142”, 2” and 212”. 


“Latrobe” 
Pipe or Conduit 
Clamp 

This clamp is made 

with a double safety 

bite of case hard- 

ened tool steel. 

Two models—Right 

Angle and the Par- 

allel support. Each model comes in 10 sizes 
to handle pipe or conduit 42” thru 4”. 


Visit our Booth 
No. 815 


N.A.E.D. Convention 
San Francisco, Calif. 


June 9—12 


Pullman 


Manutacturing Co. 


1209.1215 JEFFERSON 


LATROBE. 


STREET 


a 
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MULT! 


DEPENDABLE 
LIGHTING 
EQUIPMENT 


ALWAYS 
RLM PORCELAIN 
ENAMELED 
REFLECTORS 


QUALITY 
PORCELAIN 
ENAMELED 
REFLECTORS 


RLM HIGH BAY 
REFLECTORS 


> 


ALUMINUM 
REFLECTORS 
ALZAK 
FINISH 


ww 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 

SATISFACTION 


\ i 


PREFERRED 
BY THE 
ENGINEER 


CEILING TYPE 
FIXTURES 
WITH HINGED 
GLOBE 


FLOODLIGHTS 


WHOLESALER 
ae Be 2 Ven ge) | 


MAINTENANCE 
SEE OUR CATALOG 


IN SWEET'S 
RCHITECTURAL 
FILE 

= 


PARKING AREA 
POST LIGHTS 


OR WRITE FOR COPY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


a 


VAPORPROOF 
FIXTURES 





ELECTRIC MFG. INC. 


4237W. LAKE ST CHICAGO 24 
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| Westinghouse to Supply 
| Kraft Paper Mill 


| WALLA WALLA, WASH.—West- 
inghouse will supply electrical, steam 
and gearing apparatus for a Kraft 
paper mill being built by Boise-Cas- 
cade Corp. 

turbines, switchgear, 


steam power 


Kook Again Heads UJA in 
Lighting Fixture Industry 

NEW YORK, N. Y.—Edward F. 
Kook, of Century Lighting Fixtures, 
has accepted again, the chairmanship 
| of the United Jewish Appeal drive in 
| the lighting fixture and allied indus- 
tries. 

Other the lighting fix- 
| tures, wiring and spinning 
and stamping div., include Max Kamin 
| of Shell Electric Supply Corp., and 





officers of 


devices 


Samuel B. Kluger, of Eagle Electric | 


| Mfg. Co., who are co-chairman and 
executive chairman of the 1958 cam- 
paign. 


| Tork Time Controls 


| Names Director 


MOUNT VERNON, N. Y.—Tork 

lime Controls Inc., elected Harry G 

Anschuetz to the board of directors. 

Anschuetz is a long established 

| electrical manufacturer’s representa- 

tive. He has represented Tork for 
more than 20 years. 


Lighting Fixture and Elec- 
tric Supply Made Agency 
NEW ORLEANS, LA. — Lighting 
Fixture and Electric Supply Co., Inc.., 
organized in 1922, has been appointed 





N 


an agency for Allis-Chalmers regula- 
tors and power transformers in New 


| Orleans and vicinity. 


a 


Principals in the firm, which is a 
distributor for Allis-Chalmers, are 
Charles G. Justic, Jr., president; 
Claude P. Molaison, secretary-treas- 
urer, and John J. Aertker, Jr., 
manager. 


sales 


Milch Electric Supply Co. 
Sold for $260,000 

RACINE, WIS.-—Milch Electric 
Supply Co., a wholesale distributing 
firm, was sold to Edward Rudvoy of 
Oshkosh and Harvey 
Milwaukee for approximately $260,- 
000. 

The company, founded 14 years 
ago, was sold by Sidney Milch of 
Milwaukee. It reported annual sales 
of approximately $1,250,000. Harry 
Linsey 





business 


NEWS 


The manufacturer is supplying four | 


| centers, motors, controls and gearing. | 


Horowitz of | 


will continue to operate the | 


Combine Your 
Mast Kit Orders 


with 
Porcelain! 





z 
1984 S # 


i 


1933 


SAVE Freight costs! 
Combine PORCELAIN 


PRODUCTS WIREHOLDERS 
with mast kits to make 
prepaid shipments. 


A complete, quality line of 
secondary service materials 


SiS 


Electrical Porcelain 
Since 1894. 


Porcelain Products. fac. 


Carty. onto 








Lowest price on the market! 
are MUSI-TALK 


RADIO 


INTERCOM SYSTEMS 


Volume sales permit the sale of 
MUSI-TALK at a price lower than ever 
before! MUSI-TALK enjoys immense 
popularity with builders and con- 
tractors because it is the “big extra 
sales clincher’ in a house. Installa- 
tion kits and electronic kits may be 
purchased separately saving % on 
original investment, eliminating 
warehousing problem 











e 6-Tube, trouble-free, printed circuit radio 
e Direct remote-to-remote communication 
e Remote stations can originate calls 

e Smartly styled in brushed copper 


Complete MUSI-TALK system consists of installation kit IK 
plaster boxes, 200 ft. of wire and hardware) and electronic 
kit EK(1 master control,4 indoor remotes and 1 door remote) 


Master plus 5 remotes 5 95 
List Price ONLY 


FANON | =4 i = om il ome of © Bea |. | om 


MFRS. OF “FANFARE” INTERCOMS AND PHONOGRAPHS 
98 BERRIMAN ST., BROOKLYN 8, N. Y. 
in Canada: Active Radio & TV Dist., 58 Spadina Ave., Toronto 





BEST BUY IN 


eo. CHAI 


TURNER & SEYMOUR for 
SASH «+ JACK « REGISTER 
TRANSOM « SAFETY « 
FURNACE « UNIVERSAL « 
CABLE « BASIN 

AND MANY OTHER 
CHAINS IN A COMPLETE 
RANGE OF SIZES 


Ask for free, descriptive catalog. 
Write today. 


FIXTURE HOOK designed for quick, easy instal- 
lation of overhead-suspended fluorescent light 
fixtures. Neater. Time saving. Write for complete 
information and prices. 


~~ 


IT, 


THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 


CALENDAR OF EVENTS 











MAY 


Illuminating Engineering Society 
Midwestern Conference 
Kansas City, Mo 
May 1-2 


American Institute of Electrical 
Engineers 
Great Lakes District Meeting 
Michigan State University 
East Lansing, Mich 
May 4-6 


Illuminating Engineering Society 
Inter-Mountain Conference 
Whitman Hotel 
Pueblo, Colo 
May 8-9 


National Industrial Service Assn. 
25th Jubilee Celebration 
Hotel Roosevelt 
New Orleans, La 
May 11-14 


Illuminating Engineering Society 
South Pacific Conference 
El Cortez Hotel 
San Diego, Calif 
May 12-13 


Pacific Coast Electric Assn. 
Annual Convention 
Hotel del Coronado 
Coronado, Calif 
Mav 14-16 


American Management Assn. General 
Management Forum for Small 
Business 
Biltmore Hotel 
New York, N. Y 
May 14-16 


National Fire Protection Assn. 
Annual Meeting 
Palmer House 
Chicago, III 
May 19-23 


Illuminating Engineering Society 
Pacific Northwest Conference 
Multnomah Hotel 
Portland, Ore. 

May 22-24 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, Ill. 
May 19-22 


JUNE 


National Association of Electrical 
Distributors 
50th Anniversary Convention 
Civic Auditorium 
San Francisco, Calif 
June 8-12 
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THIS IS 


ZIPPERTUBING 


2 method of making custom 
n seconds 


nn f the cost! 


Now available in Vinyl, New Stretch 
Vinyl, Teflon, Nylon, Mylar, Neoprene. 


Major Advantages 


. Cables are made by you, on the spot, 
as needed, without machinery. Pro- 
duction delays eliminated 


. New stretch compound provides 
tighter jacketing. 

. Highly abrasion-resistant. Tempera- 
ture range, —90°F to 450°F 

. Eliminates expensive lacing or tying 
of conductors 

. Provides re-accessibility to conduc- 
tors, or can be permanently sealed 
. New method permits cable termina- 
tion with any type of connector 
Sizes from %” 10—continuous 
lengths to 1000 ft. 

. New metal laminations for shielded 
or co-axial cable construction. 


. Perforated type or molded “Ys” and 
“Ts” simplify branchouts 


Important 


if you design or work with electronic 
cables, it will pay you to try ZIPPER- 
TUBING. Field representatives are 
nearby — or send for free sample and 
technical literature. 


Offices & Warehouses in All Principal Cities 


THE ZIPPERTUBING CO. 
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International Automation Exposition 
New York Coliseum 
New York, N. Y. 


June 9-13 


Edison Electric Institute 
Annual Convention 
Convention Hall 
Boston, Mass 
June 9-12 


Construction Industries Exposition 
Home Show 

Pan Pacific Auditorium 

Los Angeles, Calif 


13..2 


June 12-22 
| Iuminating Engineering Society 
Great Lakes Conference 
Sheraton Hotel 
Rochester, N. ¥ 

June 23-24 


| Fifth 

| Show 

Store Modernization 
New York Coliseum 
New York, N. Y 


June 23-26 


National Store Modernization 


Institute 


| American Institute of Electrical 
| Engineers 
Summer General Meeting 
Buffalo, N. Y 
32.97 


June 23 


AUGUST 


| Iuminating Engineering Society 
National Technical Conference 

Royal York Hotel 

Toronto, Ont., Can. 

August 17-22 
| American Institute of Electrical 
| Engineers 

Pacific General Meeting 

Hotel Senator 

Sacramento, Calif. 

August 19-22 


Western Electronic Show & Conven- 
tion 
West Coast Electronic Mfrs. Assn 
and seventh region, IRE 
Pan Pacific Auditorium 
Los Angeles, Calif. 
August 19-22 


OCTOBER 


Lake Michigan Club 
Annual Meeting 
French Lick-Sheraton Hotel 
French Lick, Ind. 
October 5-7 
Meetings, golf, entertainment 


National Electronics Conference 
Hotel Sherman 
Chicago, III 
October 13-15 








a shield 
means 
protection 





U.A. '‘SEALFLEX”’ 
Synthetic Covered — Liquid-Tite 


FLEXIBLE CONDUIT 


SOPPER WIRE POSITIVE GROUND 





] 
ua with 
Copper Wire 
Ground 
UL Approved 





Complete particulars in Catalog EPB-4 
Write for your copy 





SALI Insulating 
Bushings 


For Electrical Conduit 
and Boxes 


Certainly they cost more! 


Why settle for less? The steel mills for twenty-five years have 
depended on them to safeguard their production life-lines where 


wires emerge from conduit. 


THE fdalet MANUFACTURING COMPANY can 


14300 LORAIN AVENUE © CLEVELAND 11, OHIO 





PEOPLE IN THE NEWS 





J. R. MACDONALD, chairman of the 
board and president of General Cable 
Corp., New York, N. Y., has been elected 
treasurer of the National Electrical Manu 

facturers Association for 1958. He ha 

been a member f the A ation’s 
board of governors for tl past six years 
MacDonald succeeds B. C. Neece, presi 

dent of Lander Frary and Clark 


Gwilym F. Prideaux, constultant and 
senior specialist in charge of Christ- 
mas lamp applications for the General 
Electric Miniature Lamp dept., retired 
March 1, after 35 years of service 


Earl M. Nelson, Chicago district 
manager for National Electric Prod- 
ucts Corp., has been named assistant 
to the general sales manager of the 
Pittsburgh firm. He will be respon- 
sible for midwest activities from head- 
quarters in Chicago. Edgar M. Per- 
rott, midwest operating manager, 
moves up to Chicago district man- 
ager 


C. G. Landeck has been promoted 
to distributor products sales manager 
for Federal Pacific Electric Co.'s 
middle Atlantic region. George A. 
Bury, formerly Baltimore district 
manager, replaces Landeck as product 
manager-switch and fusible equip- 
ment. 


Milton Price has joined Day-Brite 
Lighting, Inc., St. Louis, and will spe- 
cialize in new product development 


E. J. Hussey has been appointed 


| manager of the Garden City, N. Y.. 


office and warehouse of Graybar Elec- 
tric Co., Inc. A warehouse student 


| in 1937, a salesman in 1945, Hussey 
| WaS appointed manager-power ap 


paratus sales in August 1953 


Les A. Thayer is general sales man- 
ager and E. K. Butler is manager- 
marketing services for Belden Mfg. 
Co., Chicago. Both men were for- 
merly division sales managers. Thayer 
has been with the wire manufacture! 
for 28 years; Butler is a 25-year man. 
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ADVERTISEMENT 


ASK YOUR REPRESENTATIVE | 
aBouT PRESCOLITE’S | 
Fabulous | 

| 


MENG EII 
PIOR ST ALOR SF 


oo 
ee 


LONDON 

BRUSSELS worto’s Fair 
HAVANA 
NEW ORLEANS 
LAS VEGAS 


WITH ALL EXPENSES PAID! 





for re ONG PULL) 


a rail EAS 


4 Wire Pulling Lubricant 








Only Y-ER Ei EAS has all these features 


Creamy, non-corrosive lu- 
Write for bricant. Never greasy or 
descriptive messy. 
booklet Prevents sticking or set- 
ting. Specially helpful on 
saddles and turns. 
Does not run back on 
cables. 
Never harmful to hands 
or clothing. 
Permonently non-harmful 
to cables or conduit. 





Lead, Rubber, Braid or 
Synthetic Covered Cables 





l ELECTRO COMPOUND £0. 
Cleveland 3 


4153 W. 150th Street « 


May, 1958—ELECTRICAL WHOLESALING 


DENNIS F. FISHER was transferred t 
the sales department of the Raybro Elec- 
tric Supplies, Inc. Miami operation, where 


| he will fill his new role of utility sales 


specialist. Fisher, who served as manager 
of the company’s branch office and ware- 


| house in St. Petersburg since last August 


joined Raybro in 1951 as a clerk in the 
Tampa warehouse 


J. M. Cook has been appointed vice 
president-marketing of Cutler-Ham- 
mer, Inc., Milwaukee, Wis. P. S. Jones 
is senior vice president. 


Frank A. Sullivan has been named 
sales manager of industrial and com- 
mercial lighting for both Wheeler Re- 
flector Co., and Fullerton Mfg. Corp., 
newly combined divisions of Franklin 
Research Corp., Boston, Mass. 


Bernard H. Spiegel, vice president 
of the Wrentham Co., New Haven, 
Conn., has been elected to the board 
of directors. Robert J. David, general 
manager of the Boston div., is vice 
president and a member of the board 
of directors. 


Charles S. Kernaghan is general 
sales manager of the Pittsburgh Re- 
flector Co. He has had “a wealth of 
experience in selling to the electrical 
industry, both through distributors and 
to the utilities.” 


Ernie A. Schmidt, midwest regional 
sales manager of I-T-E Circuit Breaker 
Co., Philadelphia, has been named 
commercial vice president. 


R. M. Gibbs, recently head office 
salesman at Atlanta, became operat- 
ing manager at Birmingham for Gray- 
bar Electric Co., Inc. 


George T. Smith, formerly a general 
manager for an independent whole- 
saler in Mich., has been named man- 
ager-supply division of McCleery-Car- 
penter Electric Co., Columbus, Ohio 


Ralph H. Schlote, sales engineer in 
Chicago for Sola Electric Co., has 
been promoted to the position of 
manager-specialty transformer sales 














a shield 
means 
leadership 





al 
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R. J. GARSON has recently been ap 

pointed sales manager in charge of indus 
trial and ntractor sales at Lee Electric 

Company—wholesale dealer n Balti 

more } sar r wn had served a 

presider f Society r the Advance 
HAND or HYDRAULIC OPERATED — ™*! °f Management, and as vice presi- 
‘ ” presently resides in Ca ville and is the 

Each Punch 2” to 4” has the ORIGINAL 4-POINT e ; nm 

° ° ° . ater rT Tive jaugt AI 

7 goon cutting feature which takes the toil out of the job. “ue 7 
Cuts clean, quick anocnouts — — J. P. McDaid has been appointed 
and burrless. Ball bearing chuc osgonng’ _ southern district managel of Ventrola 
tion. Hand or hydraulic. Try a NYE an now Mfg. Co., Owosso, Mich. Albert A. 


the best. Order today from Lipsitz, president of the company, 


: q your local supply house. said that “the alert and aggressive 
E et coverage of the areas by Mr. McDaid’s 
" : Be organization, coupled with our com- 


plete line of beautifully designed, high 
Built of quality Ventilators and Push-button 


high rod ‘ range hoods will be a winning com- 
sr 1b @ Di NOLO) FOO). Uk a as 


steel. bination in the promotion of these 
4126 WEST FULLERTON AVE, CHICAGO 39, ILLINOIS fine products.” 


. LIFT Big Reels 
— . ¥ Easier, SAFER 


; 4 with the 
with the wm HYKON 


"REPEAT ORDER" FUSES), fg 


Year after year, Pierce Renewable Fuses have proved THE 
brand that’s consistently re-ordered because they give 
the user so much more! They keep downtime DOWN 
by NOT blowing on safe overload — yet give sure pro- 
tection against shorts and dangerous overloads. They save 
on fuse costs because their screen venting keeps them 10 
to 40% COOLER and they outlast other fuses 6 to 8 times ! 
Upgrade your customers with Pierce — the quality 
machined Renewable Link Fuses that help keep equip- 
ment running. You'll be repaid many times over with 
satisfied customers and repeat orders. We invite you to 
examine and compare Pierce Fuses with any others at 
any price! 








One man 


MAIL COUPON TODAY ; ; 
easily lifts 


FOE ER CN EN NE EL I ER . 1,000 Ib. reel. 
PIERCE RENEWABLE FUSES, INC., Leicester, N. Y. e Two men can set up a heavy reel of 1,000 ft. 500,000 

} Gentlemen: . - CMC in less than 5 minutes—ready to pull cable fast! 
Please send details on the Pierce active stock plan. Reel revolves freely, yet is safe, solidly mounted 

Include a sample fuse for comparison with any other Compare costs—reel handling with a Reelift costs 
make. j less than any other method. Raises any size reel up 





to 48” in diameter, 
i Name | ‘ NEW FREE CATALOG. Write for copy today. 


Company 

i Address . siieite Soienhiniinmaninel } | MANUFACTURING (0. 
City State e Mt. Union Station, 
SB A RE Alliance, Ohio 
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Stringer Safety Equipment 


Our 15th year serving 
The Electrical Industry 


Sold through the Electrical Wholesaler— 
Attractive discounts The finest and 
safest you can buy. Write for new 
catalogue No. 15 


UTILITIES SAFETY 
SUPPLY CO., Inc. 


Lee’s Summit, Missouri 








You'll be happy | 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


@ More user-value at Less Cost— 
means more turnover for you at good 
profit margins 
@ Five Saf Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Reliable— 
build goodwill and repeat sales for you 
Tell if circuit is open or closed; magnitude 
of voltage between 110 and 600 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 
Two modeis. Free Sales Aids. 
Write today for full details. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


- » - > oe ae 


Dept. A-12 1307 66th St., Oakland 8, Calif. 
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Elbridge H. McNeill is regional 
sales manager of the newly formed 
mid-west sales region of the Okonite 
Co., Passaic, N. J. His former post 
as Chicago district manager has been 
assumed by Robert B. Zane, manager 
of utilities and industrials. 


Robert J. Doherty is the new Ed- 
wards Co., Inc., district manager for 
western Pa., and northern W. Va. He 
will supervise all sales and service 
activities from the district office in 
Pittsburgh 


r. A. Pope has been appointed 
manager of the Atlanta branch office 
of Arrow-Hart & Hegeman Electric 
Co., in Hartford, Conn. Since 1929 
he has devoted most of his business 
life to the south and southwest, en- 
gaged in industrial sales and distribu- 
tion, and in petroleum and industrial 
engineering 


Donald G. DeBolt has been ap--~- 


pointed product manager-powe! 


switching equipment, of the A. B.° 


Chance Co., Centralia, Mo. Formerly, 


he developed electrical distributor ca- - 


talogs, and has been a sales engineer 
with the company since 1956 

Harvey Reese, newly appointed 
general sales manager for the Cord- 
omatic div., Vacuum Cleaner Corp. 
of America, will continue as advertis 
ing and sales promotion manager for 
the Philadelphia firm 


Harry H. Kellogg has been named 
assistant sales manager of the Dia- 
mond Wire & Cable Co., Sycamore, 
II] 


K. B. Lacy, president of Lighting 
Products, Inc., Highland Park, Ill., 
announces personnel appointments in- 
cluding H. A. Glass as executive vice 
president and E. H. Church as vice 
president-sales and operations 


Jackson T. Isbell, one of A. B. 
Chance Co.’s first salesmen and most 
recently, vice  president-sales, was 
named assistant to president F. Gano 
Chance. L. C. Hansen is now vice 
president-marketing; he was sales 
manager from 1950 to 1957 and be- 
came director of marketing last year 


J. R. Kenny, treasurer, was elected 
as a new director of Paragon Electric 
Company. It was announced also that 
four vice presidents were also appoint- 
ed. They are: G. J. Platt, executive 
vice president and assistant treasurer; 
J. R. Kenny, vice president-finance, 
treasurer and _ assistant secretary; 
R. W. Eldred, vice president-sales; 
and J. J. Everard, vice president-en- 


gineering 
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TRINE’S 


new electric 
push button 


DEAL 


“32 


COLORAMA" 


featuring 4 new 
push buttons 
including the most 
beautiful push 
button in the world, 
“THE SCROLL” — 
with ““Welcome” for 
Visitors engraved on 
its face! 


SO UNUSUAL IT SELLS IT- 
SELF WHEREVER DISPLAYED 


Place one with every dealer—he'll 
profit with continuous repeat sales 


12 “most wanted’ 
display over 12 rich spectrum colors 


PACKAGED DEAL 


help you sell Gr 


FEEDRAIL Trolley Busways 


hibits — and with competent engineering 
assistance where needed. 


Active distributor support is an important 
phase of the FEEDRAIL sales program. 
This support extends far beyond the lim- 
its of national industrial and trade pub- 
lication advertising. 


FEEDRAIL backs up its distributors with 
a continual flow of selling tips showing 
how FEEDRAIL trolley busways make 
plant operations safer, faster, more eco- 
nomical — with a comprehensive direct 
mail program directed to manufacturers 
— with cataloging aids — shows and ex- 
04-2 


€ ic 
F RAIL 


QUuUALIFties 





Srpecractery 


134 


bell buttons dramatically presented on an 
includes palette display of 12 samples with separate wrought 


iron easel, and introductory ‘back up’ stock of 20 push buttons packed individually 
in colorful Trine boxes, for a total of 32 push buttons. 


DISPLAY—authentically simulates artist’s palette, 17” wide—'4” 


TRINE MFG. CORP., 1430 ferris Place, New York 61, N.Y. 


REPRESENTATIVES '” 


Only $33.93 list, 


for 32 push buttons. 


Display and Stand FREE 


artist's palette ¢ 
P Combination 


Retail Price 
Card, Dealer- 
Jobber Cost 
Card attached 
to display. 


thick panel 


It is active, market-wise promotion like 
this that has built, and continues to 
build, acceptance for FEEDRAIL. It has 
made FEEDRAIL the ‘‘buy-word”’ for trol- 
ley busway electrification of cranes and 
hoists, moving test lines, production and 
assembly lines and portable tools. 

Your nearest Feedrail representative is 
ready to serve you. For other details, 
write us. Attention Dept. W-5. 


Vever Eecomes Obsolele 
FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc. 
125 BARCLAY STREET © 


NEW YORK 7, N.Y. 


PRincrrPat. cirriecs 





SALES REPRESENTATIVES 





Auth Electric Co., Inc., Long Island 
City, N.Y., has made the following 
regional appointments of sales repre- 
sentatives: 

North Atlantic—John C. Fox & Son 
and Herbert C. Zang, for New York 
State. 

South Atlantic—H. C. Biglin Co., 
as representatives in North and South 
Carolina, Georgia, Florida, Mississip- 
pi, Alabama, Louisiana and Tennessee. 

East Central—Petrie Moffat for 
northern Ohio. 

West Central—Midwest Equipment 
Co. of Iowa, for Iowa; Walter Zim- 
merman, for Kansas and Oklahoma; 
and Hawkins Electric Sales Co., for 
Missouri and southern Illinois. 

West—Acme Corp.-Fire Protection, 
for northern and southern California; 
Peter Bach, for Oregon and Wash- 
ington; David M. Merrill, for Utah; 
and RaTone Electronic Sales Co., for 
Arizona. 


Walker Bros., Conshohocken, Pa., 
announce latest representation 
through Glen P. Stearns Co., Colum- 
bus, for the company’s underfloor dis- 
tribution systems in the Ohio territory 
and Walker wire, cable and EMT in 
Ohio, Kentucky and Indiana. 


sales 





We stock 
every conceivable 
type and size of 
ELECTRICAL WIRE 

and CABLE 


IMMEDIATE DELIVERY 
WRITE ¢ WIRE + PHONE 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 
POplar 9-0400 
TELETYPE: PH 913 
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pw 

= 90 < BRILLIANT FLASHES 
a 
tN 

EACH A 

DIFFERENT 

COLOR! 


the NEW 
AMAZING 


360° 


REVOLVING LIGHT SENSATION! 


NEW TRIPPE 


HI-BALL 
MARK Ill 








Fascinating just to watch it! Can increase 
trade 25% or more the day it's installed. 
Covers 360° like an airplane beacon with 
o different colored flash every 7 2 sec- 
onds. Does not conflict with traffic signals. 
Made like a fine watch to run trouble free 
indefintely from 40° below zero to hottest 
days. Long life 50-watt bulb burns over 
2500 hours ... silent! 
Write or Wire today for Beautiful Catoleg 


TRIPPE MFG. COMPANY, Dept. X 
133 N. Jefferson St., Chicago 6, Ill. 








RIGID 
RUNNING THREAD 


IN STOCK 
Ye" to 6” sizese 3 ft. lengths 
Raw black 


Raw black, threads electro-galvanized 
Hot galvanized, threads electro-galv 


_ sii 
Conpouit Nippte FG. CO. 


1455 SPRING GARDEN AVE. PITTSBURGH 172, PA. 
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Pittsburgh Reflector Co., Pittsburgh, 
Pa., announces the appointment of 
Paul Angrick as sales representative 
for its Indianapolis territory. 


Thomas Industries Inc., Louisville, 
Ky., lists James F. Best as sales rep- 
resentative for the company’s Moe 
Light div. 


The Frink Corp., Long Island City, 
N.Y., announces the following assign- 
ments to its sales force: 

Barney H. Hartley, Phoenix, Ariz., 
whose entire business career has been 
in the electrical construction field. 

Robert D. Sweeney Assoc., Grosse 
Ile, Mich., as representatives through- 
out the state. 

George D. Montgomery, Waban, 
Mass., for Rhode Island, Vermont, 
New Hampshire, and Maine. 

C. J. Sampson & Son, St. Louis, 
Mo., for the state of Missouri. Mr. 
Sampson, Sr., has been district sales 
manager for the GE Electric Supply 
Corp., St. Louis. 


John C. Virden Co., Cleveland, Ohio, 
has appointed Thomas L. Leslie, Jr., 
as sales representative in the New 
England states (except Conn.) and the 
eastern section of New York State. 
The company also announces appoint- 
ment of William M. Lovell as sales 
representative in Kansas and Mis- 
sourt. 


Hoffman Engineering Corp., Anoka, 
Minn., has appointed Gregory-Salis- 
bury and Co., Inc., New Orleans, La., 
as its sales representatives for Louisi- 
ana, Arkansas, Mississippi, and west- 
ern Tennessee. 


Champion DeArment Tool Co., 
Meadville, Pa., has announced that 
Dan Schmelzinger of Kansas City will 
represent the company in Missouri, 
Kansas, Iowa, and Nebraska. He suc- 
ceeds Frank Grooss, who had repre- 
sented them in that area for 45 years. 


Markel Electric Products, Inc., and 
LaSalle Products, Inc., Buffalo, N-Y.., 
list D. & F. Sales Co., Inc., Boston, 
to cover New England (except New 
Haven and Fairfield counties in Con- 
necticut). 


OBITUARIES 





Arthur J. Kies 


Arthur J. Kies, 62, founder and 
president of Kies Electric Supply Co., 
Waterloo, Ia., died April 4 in Hot 
Springs, Ark., where he and his wife 
had been vacationing. 

Surviving are Mrs. Kies, two daugh- 
ters, and 15 grandchildren. 
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means 
responsibility 
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NEW LITERATURE 


Finest of ALL Local Lighting Units | 
Mercury Lamps—New edition of a 
| convenient technical reference publi- 
RIA Ole: Vaheas | cation offers information on design 


and operating characteristics of mer- 
. 7 
hh | ‘ele) | cury lamps as well as electrical and 
wit Amazing y C L output an on GE mercury line. 
HEAT VENTILATED REFLECTOR | Table gives details on each lamp, such 
as initial lumen output, recommended 
| burning position, price etc. Brochure 
% Equipped with marvelous LS-103 is issued by General Electric 
new collar-disc arm joints. | Co., Large Lamp ‘dept., Nela Park, 


MODEL jt 
55-VCX-701 Cleveland, Ohio 


93 





o ene 
Y ke 
A MARVELOUS Distribution Center GEA-6619 (16 
SEEING TOOL FOR pages) contains complete data on new 
FASTER BETTER WORK eee dry-type integral distribution center 
Direct light exactly ‘ | for industrial plants, warehouses, 
where needed. Fric- | schools, libraries, office and commer- 
tional arm and collar | cial buildings, terminals, hospitals, 
disc joints give flexibil- | etc. Model numbers, dimensions and 
ity of a thousand posi- Banden . ~ 

tions. Rugged construc- NNER SHIELD | choice of incoming line components 
tion, heavy duty socket, ACCESSORY | are given. General Electric Co. 
Levolier switch, uni- forextreme Schenectady, N. Y 

versal base. using 100-watt 


lam - : ‘ 
oA Fixtures New 40-page price listing 





persed os —— Q Aly, catalog ore ae abner 
Models for every in : ao | commercial and residentia fixtures, 
dustrial use = 9 | includes shape-design page with many 
THE FOSTORIA PRESSED STEEL storia | designs presented in relative size with 
CORPORATION, FOSTORIA, OHIO | actual reflector measurements. Pub- 


Localites are available through | lishe ah 9 “© 
Wallvedibes evergutinre | lished by : JS Lighting Corp., Los 
Angeles, Calif 


CONTINENTAL 

FOR THE COMPLETE 

LINE OF 

INSULATED 

POWER CABLE 

VOLTAGES: 

| 600 10 15,000 

With the NEW SIZES: 14 AWG TO 
Laden! coal @>, 2,000,000 CM INCLUSIVE 


e This new display makes it easy for he 
» wagios! : yn Lt Re With a complete range of voltages and 
you to sell popular LYNN “C” PAKS / ‘ sizes, Continental Wire offers POWER 
; ‘ a CABLE in types V... AIA... AVA... 
(100 terminals to the pak). Special AVB . .. SILICONE RUBBER .. . TEFLON 
| TAPE .. . and VARNISHED GLASS TAPE 
- for extremely high temperatures. For power 
Cuts bolts and machine screws, cable with excellent current carrying 
cuts and strips wire, capacities, resistance to oil, grease, 
real profit! crimps terminals! corrosive vapors, moisture, as well as 
; - : high temperatures—call 
FREE SAMPLE CARD —Terminal display card mailed promptly CONTINENTAL, Wallingford. 
without charge if requested on your letterhead. 


TOGA A | COr2f222ertal 
w2Zzaze corporation 


WALLINGFORD, CONN. / YORK, PENNA. 


electrical assortment gives you all 


fast-selling numbers at a 


In Canada: Atlas Radio Corp., Toronto 19 
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Industrial Batteries — Bulletin # GB 
1783 (12 pages) is published to help 
industrial battery users select and in- 
stall new lightweight Plante batteries 
in switchgear, alarm system, telephone 
control, signalling, emergency lighting, 
etc. Contains complete specifications 
and installation data. Published by 
Gould-National Batteries, Inc., Tren- 
ton, N. J. 


Recessed Lighting — “Modular Light- 
ing for Modular Measure” covers 
company’s Mobilex and Troffer line 
of recessed fluorescent lighting. It il- 
lustrates how units fit within building 
cube and install easily in plaster or 
acoustical ceilings. In-use photographs 
extend usefulness of diagrams. Write 
Marketing dept., Day-Brite Lighting, 
Inc., St. Louis, Mo. 


Footswitches — New catalog lists 
more than 75 footswitch models cov- 
ering every type of application. Full 
specifications on each model are listed. 
Linemaster Switch Corp., Woodstock, 
Conn. 


Automatic Timer Facts — New mini- 
ature timer application book (2% x- 
34%-in) covers more than 20 timer 
applications in story-style text plus 
illustrations. Also in 32-page “Neat 
Tricks with Paragon Controls” is a 
“circle-number” order blank with 
more detailed product application 
data and new promotional items. 
From No. 5820-T is available from 
Paragon Electric Co. Two Rivers, 
Wis. 


Hinged Frames—Catalog PR-1, Pres- 
colite Mfg. Co., describes and _ illus- 
trates “Preslock” series for recessed 
fixtures, a product of Prescolite Mfg. 
Co., Berkeley, Calif. 


Connectors — Two major series in 
new “Pyle-Star-Line” of environment- 
resistant connectors are fully de- 
scribed with detailed specifications in 
new 62-page catalog. Cross indexing 
permits quick reference. Also includes 
many useful wire tables showing al- 
lowable current carrying capacities 
and other excerpts from NEC. Copies 
from Pyle-National Co., Chicago, III. 


Outdoor Fixture — New multi-pur- 
pose Lumi-Post and Lumi-Pend fix- 
tures—featuring a_ shatter-resistant 
diffuser designed to defeat vandalism 
—are described in 4-page Bulletin 
S158. Bulletin lists choice of three 
light sources usable with fixtures, also 
gives construction details, light distri- 
bution curves, specifications and sug- 
gests applications. Write to Silvray 
Lighting, Inc. and Associated Com- 
panies, Bound Brook, N. J. 
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Patent 
Applied 
or 


NOW — AN ENTIRELY NEW CONCEPT IN 
EXPLODED VIEW 


tert : h f 
shows hex-nut casting 


se rvice entra nce which compresses into 


threaded meter hub 


THIS exclusive M&W fitting introduces a new 

high in simplified installation. The hex-nut cast- 

ing compresses the neoprene gland directly into 

the hub of the meter socket. This permits a 

faster, easier installation. The conical metal 

sleeve gives ample take-up cround the cable, 

prevents cable-twisting, and makes a more 

adequate seal with neater appearance INSTALLED VIEW 
New HNS-23 M&W Connectors save time, . a wae tight 

cut costs, provide ONE connector to handle ALL 

sizes of 100-amp rated cable. Write today for 

sample fitting, prices and details 


Non-Water-Tight Connectors — Ground 
Clamps Service Entrance Mast Kits - 
Service Entrance Caps, Straps and Sill 
Plates — BX and Romex Connectors 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


FOR YOU... 


There’s Progress and Profit 


PAD-LOK 


seals 


the finest 

meter protection realistically priced 
... with profit for you! 

Tested and Approved for sealing: electric, 
gas and water meters, demand meters, con- 
trol panels, switch boxes... plus any and 


every seal requiring installation —| 
Utility companies every- A bitin 
where recognize Super ore 
PAD-LOK seals as unsur- 
passed protection. 


Your customers know and want 
Super PAD-LOK seals made of 
heavy gauge steel, because 
they're super-safe, tamper-proof 
Extra Value and Extra Protection: and weather-proof. Quick and i 


easy to apply too! 
Every shipment of Super PAD-LOK seals 


can be imprinted with name - 
and serial numbers at no extra charge! d rtised in:— 
ally Aave 
Feature and sell the one seal your cus- ee IGHT and P WER 
tomers want! e ELECTRI ATION 
© RURAL ELECTRIFIC 


Call or write TODAY for FREE Samples — 
Wlustrated Brochure — Special Dealer Price Lists. 


SECURITY SEAL CO. 3.2.7". 








Surface Mounted Lighting—The new 
12 page booklet illustrates the many 
commercial applications of the “Day- 
lume” series of surface mounted light- 
ing elements. The 4-Square recessed 
unit is also included. For copies, send 
requests to: Day-Brite Lighting, Inc., 
Marketing dept., 6260 N. Broadway, 
St. Louis, Mo 


Conductors and Conduits—Latest spe- 
cifications on the number of conduc- 
tors permitted in each size of conduit 
or tubing are reported in a new tech- 
nical guide. Designed as a handy guide 
for wholesalers, architects, contrac- 
tors, and engineers, the folder also 
outlines the features and specifications 
of Clayton Mark & Co., (who are the 
publishers) Rigid Steel Conduit, and 
“Electrictube” thin wall conduit. Cop- 
ies available: write dept. PR93, Clay- 
ton Mark & Co., Evanston, Ill. 


Lighting Dynamics—brand new cata- 
log has just-as-new “idea renderings” 
for each fixture that shows advanced 
usage. Wholesalers will like the sim- 
plified ordering system and complete 
lamp information in easy-to-use tables. 
Information is presented in the same 
sequence from fixture to fixture. Write 
Lighting Dynamics, 802 West Whit- 
tier Blvd., Whittier, Cal 


MINERALLAC 


BEAM 
CLAMPS 


Mounts Minerallac hangers No. 0 to No. 6 on I-Beams 
safely without necessity of drilling holus. Made of 
heavy gauge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


MINERALLAC 
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NEW PRODUCTS YOU CAN USE 





Tie Wire Reel 


Ideal Reel Co., Paducah Ky 


New tie wire reel-type dispenser for 
shipping room use, etc. is worn on 
belt, eliminates coil-over-shoulder wire 
tieing. Reel is said to reduce waste, 
speed tying operations, increase safety. 
Design permits left- or right-hand use 
quick replacement with refills 


New Electric Packer 


Container Stapling Corp., Herrin, Ill 


New Electric “Clip-Top” packer 
model T-E—drives up to 425 king- 
size clips per minute, manufacturer 
Three or four close 
average size shipping case. Drives and 
clenches each clip every time box flap 
makes contact, then is instantly ready 
to drive next clip. Plugs in any or- 
dinary ac outlet; constructed with 
Y%-hp, 1725-rpm, 110-v, 60-cycle 
motor. Direct connection of gear box, 
motor, machine housing, makes unit 
one complete assembly. Additional 
highlight: Adjustable anvil 
many thicknesses of corrugated board 

a, b, c, flute and double-walled 
board. Approved by Uniform Freight 
Classification Rule 41. 


says. needed to 


closes 





Wire and Cable 


WHEN YOU WANT IT 


From Chicage you can get immediate delivery on 


ASBESTOS CABLE 
TYPE AVA TABLE E 


Which is one of the many constructions 
carried in our Chicago Warehouse Stock 


Also all types of Power, Control, Lighting 
and Communication Cable. 
Let us supply your wire requirements 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina Street 


Chicago 13, Illinois 
Branches in Houston, Los Angeles 
and San Francisco 


FLUX 
for A 


BRAZING . 
WELDING L 
E 


L. B. ALLEN CO., INC. 


9301 W. BERENICE 
SCHILLER PARK, ILL. N 
{In Metropolitan Chicago) 
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or entire state. 








CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


Net WANTEL 
OPPORTUNITIES 
—— RATES ——— 


BUSINESS 


UNDISPLAYED 


$1.50 per fine minimum 3 lines. To figure ad 
vance payment count 5 average words as a line 


Box numbers— as 1 r 
Position Wanted ads 


Discount of 10" rf i ade 


0. Box 12, New York 





POSITIONS WANTEL 


DISPLAYED 


The ra f 5 oO 


An advertising inch 


Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
36, N. Y., for June issue closing May 14th 





SELLING OPPORTUNITY OFFERED 


Manufacturers Representatives Wanted: Outlet 
toxes. Readjustment of territories 

rom representatives interested in a 

RW-6911, Electrical Wholesaling 


SELLING OPPORTUNITIES WANTED 


Manufacturers’ Representative offices in 
York City and Upstate New York handling 
desires additional line o 
Albany, West & N } 
Electrical Wholesaling 


tionally known lines 
merit for either Upstate 


RA-7715, 


Manufacturers’ 

looking for lines 
Seattle Wash. ; 
and Spokane 


aggressive Electrical 

resentative rganization is 
Home office and warehouse in 
branch offices in Portland, Oregon 
Washington Territory covered: Washington, 
Oregon, Idaho, Montana and British Columbia 
Address reply to: Smith & Thomas Co., 568 First 
Ave. South, Seattle, 4, Washington 


New, 





SALES EXECUTIVE 
SALES MANAGER 


MARKETING—ADVERTISING— 
PROMOTION 

GENERAL ADMINISTRATION 

Field Seek association 

Agency whe requires top 

remuneration modest five 

Finanee, Bus. Eco 


F luorescent-Incandescent 
Manufacturer or Sales 
talent. Minimum starting 
figures. Education; Engineering 
Marketing Experience — Retail — Wholesale — 
Manufacturing Elec.’ Fixture and Allied in 
dustry. Creative Thinker—Agressive—Born to lead 
as | am in business and private life Now ready 
for that final step to top or to be prepared for the 
final step up in sales or general management, Key 
Slot Remuneration and future potential more im 
portant than location Presently in top management 
available on date mutually agreed upon 
PW-7646 Electrical Wholesaling 
Class. Ady. Div., P.O. Box 12, N.Y. 36, N.Y 








SALES DIRECTOR 
WANTED 

Outdoor Lighting Field 
Travel required. Excellent future. Reply stating 
experience age, salary requirements and per 
tinent details 

P-7838 Electrical Wholesaling 

Class. Adv. Div., P. 0. Box 12, N. Y. 36, N. Y 











FOR ADDITIONAL 


INFORMATION 


About Classified Advertising 
Contact The McGraw-Hill 
Office Nearest You 


DETROIT, 26 

856 Penobscot Bidg 
W Oodward 2-1793 
J. GRANT 


ATLANTA, 3 
1301 Rhodes- 
Haverty Bidg 
JAckson 3-695! 
R. POWELL 


LOS ANGELES, !7 
1125 W. 6 St 
MAdison 6-935! 

R. YOCOM 


BOSTON, 16 
350 Park Square 
HUbbard 2-7160 
J. WARTH 


CHICAGO, I! 
520 No. Michigan Ave 
MOhawk 4-5800 
W. HIGGENS 


NEW YORK, 36 
500 Fifth Ave 
OXford 5-5959 
R. LAWLESS 

R. OBENOUR 
D. COSTER 


CINCINNATI, 37 
2005 Seymour Ave 
ELmhurst |-4150 


F. ROBERTS 

PHILADELPHIA, 3 
CLEVELAND, {3 Six Pen Center Plaza 
1164 Illuminating Bidg. Transportation Bldg 
55 Public Square LOcust 8-4330 
SUperior |-7000 H. BOZARTH 
W. SULLIVAN R. EDSALL 


DALLAS, ! 

1712 Commerce St 
Vaughn Bidg 
Riverside 7-5117 
G. JONES 


SAN FRANCISCO, 4 
68 Post St 

DOuglas 2-4600 

R. ALCORN 





MANUFACTURERS REPRESENTATIVES WANTED 
Wiring Parts, In- 
Electric 
Kentucky 


Manufacturer of Electrical 
spection Lights, Portable Lamp Guards, 
Cord Reels, etc., for Southern Ohio 
G Southern Indiana 
RW-7653 Electrical 
520 N. Michigan Ave., 


Wholesaling 
Chicago 11, Ill. 








AGGRESSIVE REPS 
WANTED 


Leading manufacturer of intercoms door 
answering and music distribution systems seeks 
aggressive reps calling on electrical wholesalers 
and contractors. 

RW-7807 Electrical Wholesaling 
Class. Adv. Div., P. 0. Box 12,, N. Y. 36 











DISTRIBUTORSHIP 
WANTED 

MAKING UP NEW CATALOG. EDGELITE 
BOXES, OUTDOOR FIXTURES FOR PRO- 
FESSIONAL SIGNS. LIGHTED DIRECTIONAL 
SIGNS, 6 VOLT LIGHT SOCKETS. 

FORREST ENGRAVING CO. 

BOX 413, NEW ROCHELLE, N. Y. 








TWO GOODWILL WINNERS 
BLUE PRINT MEASURIR ELECTRICIANS KNIFE 


imprinted with your odvertising 


GERSON CO. 
49 DEERING ROAD 
MATTAPAN, MASS 
CUnninghom 6-1463 











Your Inquiries to Advertisers 
Will Have Special Value... 


\ 
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frrow Conduit's 


HUNG CEILING BOX 


-~for Dropp« d Ceiling 
Construcuon 


with these top features: 


© New extruded slots for 
supporting bars 


© Easy to set in exact channel! 
Position 


© Avoids costly pipe bending 
© No extension collars needed 


© All 16 knock-outs can be used 


this is 
the most versatile hung ceil- 


Feature by feature, 


ing box available .. . and 


the easiest to install. 


Write for new catalog sheet 


gredients 


in all besa yw products 


OUTLET BOXES * GANG BOXES * 
COVERS * BOX SUPPORTS 


ARROW CONDUIT 
& FITTINGS CORP. 
129 30th Street, Brooklyn 32, N.Y. 


Sales Representatives & Warehouse Stocks* 
BALTIMORE, MD. * *CHICAGO, ILL. © *CIN 
CINNATI, OHIO * DALLAS, TEX. * GREENSBORO, 
N.C. * *KANSAS CITY, MO * *LOS ANGELES, 
CALIF. © *MIAMI, FLA. * NEW YORK, N.Y. ¢ 
NEWTON CENTRE, MASS. * *PHILADELPHIA, PA 
* ROCHESTER, N.Y. ** TAMPA, FLA 
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Swanson Mfg. Co. 


127 
13] 


122 


118 


101 
85 
5 
68 
103 
105 
33, 
36 


Sylvania Electric Products, Ine. 30, ; 


Teveo Insulated Wire 
Thomas & Betts Co., The 
Tork Time Controls, Ine. 
Trine Mfg. Co, 
Trippe Mfg. Co. 
Turner & Seymour 


Mie. Co., 


Universal Metal Hose Co. 
Universal Wire & Cable Co. 
Utilities Safety Supply Co., Ine. 


Vaco Products Co. 
Ventrola Mfg. Co. 
Virden Co., John C. 


Weaver Co., J. A. 
Western Ins rulated Wire 
Whitney Blake Co. 
Wiegand Co., Edwin Co. 


Zippertubing Co., The 


CLASSIFIED ADVERTISING 
F. J. Eberle, Business Mgr 
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ELECTRICAL WHOLESALING—May, 





REE! 


THE ONLY PRACTICAL 
ON-THE-JOB TAPE CUTTER’ 
IN THE INDUSTRY 








e GET A QUICK, CLEAN CUT 
e STOP WASTING TAPE 
e END FUMBLING FOR NEXT 


FREE| with every 66° roll of 


SLIPKNOT «7 PLASTIC TAPE 


*pat. pending Write for free sample on your letterhead 


PLASTIC 
fence T PLYMOUTH RUBBER COMPANY, INC. 


\, TAPE . Makers of SLIPKNOT FRICTION TAPE 
S. (4) 4 DIVISION 10 CANTON, MASSACHUSETTS 
Pe 


SOLD ONLY 
THRU 


RECOGNIZED 
@\ WHOLESALERS 
O SS 


“ry 








For circuits of 125 volts 


or less ke sell 


BUSS FUSTATS 


Heretofore many small motors throughout 
all industry have been left unprotected. 

BUSS Fustats and FUSETRON Fuses, he 
ever, have completely changed the picture. 

They offer degra w cost way to reduce to 
a minimum the danger of motor burnouts. 

A BUSS Fustat or  Fusetron dual-element 
Fuse of proper size. mounted anywhere in 
the circuit to handle ONLY the motor currvnt 
will reduce danger of motor burnout ti a 
minimum. Nothing else is needed. 





Turn an outlet or switch box into a MQTOR 
PROTECTIVE DEVICE with a FUSTAT 
MOUNTED ON A BOX COVERS 


Many combinations to choose from 


ch boxes are quip- 
ped with a holder for a Fustat, an ¥ if desired a plug in 
recepté acle, switch, > like. 


Just install the desired cover on box, screw in pifoper 
t 


Covers to fit 


size Fustat and Adapte 

Units are made with Edison base fuse holder so ang unit 
will take whatever size Adapter and Fustat is needed. fisted 
as approved by Underwriters’ Laboratories when Adapter 
has been inserted. 

Use them to reduce danger of burn out of motors on Home, 
Farm, Office, Factory appliances and equipment — fron,jsuch 
things as lack of oil, worn bearings, tight belts, overloy Bing. 
wrong or low voltage. 

Units with switch for AC motors only 1éhp. and simaller. 

Units without switch for anv motor 34 hp. and smaller. 

, ' 
Anyone who can install a switch or receptacle 


can now give a motor safe dependable protection 


by installing a Fustat mounted on a box cover. 








ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 


YF ot any circuit up to 
* 600 volts — sell 
FUSETRON FUSES 


Fustats and Fusetron Fuses are listed as ap- 
proved by Underwriters’ Laboratories for both 
motor-running and short-circuit protection. 

Why let any motor burn out from such 
things as lack of oil, worn bearings, tight 
belts, overloading, wrong or low voltage 
when it takes only a BUSS Fustat or Fusetron 
Fuse to protect it. 

Look how simple it is to protect a motor 
- 


\Y/} f = 
Where circuit feeds Only one motor. 


Install proper size Fustat or Fusetron ul IP 


dual-element fuse in panel or switch. 


Where circuit feeds two or more motors. 


3 


Install Fustat or Fusetron dual-element fuse in switch 
or fuse block to protect each individual motor. 
plug or connector or ina ue 


black attached to SF pT 
the device. 
When each motor is individually 


protected a short in a cord or motor 
shuts down only one motor instead of 








On portable tools or devices in- 
stall Fusetron fuse in attachment 





all motors or devices on the circuit. 


For more selling ideas... . 

Talk to the BUSS Fuseman in your territory. He is 
continually getting sales tips from headquarters to 
help you sell fuses. 

BUSSMANN MBG. DIVISION 
McGraw-Edison Co., St. Louis 7, Mo 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





